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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field} 


GI 729,536 Cars 
OBS SONIOTD, 98 om 


Gi on. YN PY 572,634 Cars 


PREVIOUS 


HIGH 
903,789 Coars—Mearch 1, 1956 


TOCKS of unsold used cars held 

by franchised dealers moved 
upward to reach a four-month high | 
on Sept. 1, according to Avtomorivs | 
News’ estimates. 

Inventories on that date were | 
good for 30.5 days of selling, com- | 
pared with the year’s low of 26.0 
days a month earlier. 

. Dealers explained that inven-| 
tories were growing because late 
models were “not moving as they 
should.” Used-car sales, they said, | 
had slowed down along with new-| 
cars sales. Some dealers said they} 
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463,296 Cars 


630,656 Cars 


RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 


| 
were attempting to thin out used- 
car stocks as the new-models debuts 
approached, but had been largely 
unsuccessful. 


” . . 

A NUMBER of dealers said they 
anticipated used-car prices- 
particularly on late models—would | 
be depressed by the appearance of 
price stickers on the '59 models. 

“The labelling law will force out 
packs and U. C. prices will be 
truer,” explained a Western 
dealer. 

Other dealers said they doubted} 
that stickers would have any great 
affect on used-car prices, particu- 
larly if prices are jacked up on 
59 models. 

> > > 
EALERS were somewhat un- 
certain as to the size of used- 
car inventory to carry as they 





swing into the 1959 season. Most 
feel they should play it safe until 
they see how the ’59s are accepted 
and what sort of merchandise 
turns up in trade. 

One dealer, reporting a 40-day 
used-car supply, said he felt that 
it is becoming increasingly neces- 
sary to carry a large inventory 
of used cars. 


The rapid growth of new-car| Sales results in the last three 


(Continued on Page 4, Col. 2) 
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New-Car Stocks Hit Low 
For the Year of 463,000; 
Down Trend Is Still On 


/ 
|ASCBLERATING a six-mionth 
i\downhill slide, stocks of Ainsold 
new cars skidded to the yegr’s low- 
est count—463,296 units—o7i Sept. 1, 
AvutTemotive News’ monthly survey 
disclosed last week. 


dications of being the closest to-the- 
bare-walls sellout of new cars ex- 
perienced in any autumn since 


| 1954. 


—_— state of affairs is hardly the 
result of any outstanding sales 
performance, with monthly regis- 
trations of domestic cars limping 
along well below 400,000 units. 
New-car inventories were thin- 
ned out largely as a result of idle 
assembly lines. And the factories 
currently are playing a major role 
in further stock reductions. 
With makers not hitting full 


Rambler Studies 
Factory Expansion 
As It Hikes Goals 


By Jack Weed 
ROWN’S LAKE, Wis.—American 
Motors Corp., nearing the end 





|of its first profitable fiscal year, is 


studying expansion of production 


R. Abernethy G, Romney 
facilities, President George Romney 
said here last week. 

A decision on expansion prob- 

ably will come before the end of 
1958, Romney added. 


(Continued on Page 8, Col. 1) 
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stride on production of '59 models | just to fill the pipelines for “normal” 


until October, best-informed projec- 
tions put September car production 
at 200,000 units. 

New-car sales, of course, should | 
exceed this number and reduce the | 
stockpile still further. 

Ld > > 
—— scarcity of new cars 
that is likely to result by the) 
end of this month is evident in the | 
fact that most factory sales chiefs | 
figure it takes about 400,000 units | 


retailing purposes. 

In commenting on the current 
situation, Emmett A. Darby, 
president of the Oklahoma City 
Automobile Dealers Assn., said 
that, “at the most,” new-car deal- 
ers in the OK city would be out 
of new cars by the end of this 
week. 

His estimate was based upon re- 
ports of 20 dealers made at a lunch- 

(Continued on Page 4, Col. i 


Last °58s Roll 


This Week; 


Output Pace Picking Up 


By Martin L. Whitmyer 
Staff Writer 

HEVROLET, Ford and Stude- 
baker are scheduled to begin 
stocking lines and move into 1959 
model assemblies this week as Lin- 
coln and Thunderbird—the last of 
the U.S. makers to do so—phase 

out on their 1958 model cars. 

Ford, with a strike threat 
hanging over its head, is calling 
back employes today at all except 
its Louisville plant but final as- 
sembly is not expected to begin 
until late this week or early next 
week. If the strike set for Wed- 
nesday (Sept. 17) materializes, all 
schedules go out the window. 

Chevrolet starts assembly lines 
rolling today (Sept. 15) at all its 
plants, but Studebaker isn’t ex- 
pected to get into production until 
about midweek, a spokesman said. 

Only other makers still down for 
changeovers are Edsel, which is 
scheduled to start output of °59 
models in conjunction with the 
beginning of Ford assembly opera- 
tions next Monday (Sept. 22) at 
Louisville, and Mercury, which is 
not expected to start buildups on 
its 59 models until later this month. 

o > +. 
AlsHnoucs industry assemblies 
last week nearly doubled those 
of the previous week, production of 
1959 models was still moving slowly 
as manufacturers continued to 
stock lines and work out produc- 
tion-line bugs, which creep up an- 
nually at the start of a model run. 
Last week’s car output in the 
U. S. totalled an estimated 23,357 
units, compared with 12,017 the 
previous week in four days of 

assembly operations. 

With Ford and Chevrolet both 
down for changeovers, truck out- 
put last week totalled an estimated 
6,273 units. That compares with 4,- 
430 a week earlier and 16,759 dur- 
ing the week ended Sept. 14 a year 


ago. 

Sizable advances in schedules at 
Buick, Oldsmobile and Pontiac plus 
the return of Cadillac to produc- 
tion last Tuesday helped General 
Motors jump its output to an esti- 
mated 12,317 units last week from 
4,851 a week earlier. 


. = +. 
Roxx was the industry’s biggest 
producer for the second con- 
geoutive week as & rolled 6,477 cars 


from 249 to 2,200 units. Not far 
behind was Oldsmobile with 3,140 
assemblies last week, compared 
with 510 a week earlier. Cadillac 
turned out an estimated 500 cars 
in its first week of '59-model output 
last week. 

Only activity by Ford Motor 
Co. last week was at Wixom, 
Mich., where Lincoln and Thun- 
derbird turned out a combined 
total of 1,310 cars. Ford division 
turned out 1,500 Thunderbirds on 
a six-day schedule last week, 
compared with 1,098 a week ear- 
lier, while Lincoln, working the 
same schedule, jumped its assem- 
blies from 259 to 310 units. 

Chrysler Corp., with only its 
Dodge division nearing pre-change- 
over output levels, boosted produc- 
tion from 1,726 units a week earlier 
to a four-week high of 4,950 units 
last week. 

Plymouth climbed from 666 units 
the previous week to an estimated 
1,800 last week despite the fact that 
its Newark (Del.) plant didn’t get 
into operation until Wednesday. 

Dodge jumped from 990 to 2,600 
assemblies; DeSoto climbed from 
65 to 300; Chrysler was up from five 
to 200, and Imperial, still hampered 
by labor troubles, turned out an 
estimated 50 cars last week, com- 
pared with none a week earlier. 

o . a 
MERICAN MOTORS, which is 


currently producing at its pre- 
(Continued on Page 67, Col. 4) 


Top Cars 


New-car registrations for six 
months, plus 48 states for July: 
1958 1957 
Pos. Pos. 

1— Chev. 856,190— 2 
Ford 399,604— 1 
Plym. 374,741— $3 


Make 

775,258 
585,656 
237,382 
193,230 
159,469 
139,973 
96,107 
83,474 
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More Light from Research Men... 


Buying Roles of Men, Women 


By Kenneth C. Kelley, Jr. 
Staff Writer 
A™ ARBOR, Mich.—The role of 
the wife in car buying may be 
in for some reappraisal as a result 
of ons made at a confer- 
ence on consumer behavior at the 
University of Michigan. 

Despite years of reports that 
the wife spends the bulk of the 
family’s income, those who make 
a@ study of how the family spends 
its money suggested: 

1. The husband most often origi- 
mates the purchase of a car and 
just about always selects the make 
to be bought. 


> ° ° 
2. The wife’s role in car-buying 
discussions may often be a neg- 
ative one—that of trying to talk 
her husband out of the purchase. 

3. In just about all decisions to 
make any major purchase, one per- 
son (husband or wife) takes the in- 
strumental role while the other 
plays a supporting or expressive 


The instrumental role includes 
the work of getting the job done 


the decision and, possibly, adding 


details such as choice of color of 
the item to be purchased. 

The most frequent pattern is for 
the husband to play the instru- 
mental role on major purchases 
with the wife in the supporting role. 
In some cases, the roles become 
somewhat mixed and the dividing 
lines confused. For instance, unem- 
ployed men are less instrumental 
and wives who work outside the 
home are more instrumental. 

= * * 


NFLUENCING the instrumental 
person is the key to starting the 
purchase, even though the support- 
ing person in playing his role may 
look like the one who is more vital 
to the purchase decision. 


However, winning the backing 


Curtice Back in Groove, 
Opens Office in Flint 

FLINT. — Harlow H. Curtice, 
who retired Sept. 1 as GM pres- 
ident, has opened an office in the 
Genesee Merchants Bank & Trust 
Co. building. 

Curtice still is a member of the 
GM board and finance committee. 
He also is chairman of the Gen- 
esee bank board. 


Business Looks Forward 
To an Autumn Upturn 


nation’s business and indus- 

try resumed full-scale opera- 

tions last week after the Labor 

Day week and many executives 

were looking forward to a good! 
autumn. 


The stock market hit its highest 
point of the year and retail sales 
continued generally strong. 

Department store sales in the 
most recent week reported were 
above those of the like week last 


tional-Harvester reported that it 
increased its work force in August, 
the third straight monthly gain. 
The company said it added 2,500 
workers in the three months but 
the number employed remains 
below the total at the end of Aug- 
ust of 1957. 

On the move to tighter credit, 
six additional Federal Reserve 
Banks increased their discount 
rate from 1% to 2 percent. In- 
cluded among those making the 
move was the key New York 
bank. 

Ten of the 12 Federal Reserve 
Banks have now moved to the 
higher rate, an action which tends 
to throttle back the granting of 
oans. 


In addition, large New York City 


.| banks began hiking their prime in- 


specialty store executives by 
the National Retail Merchants 


pect sales in the last half of this 
year to top those of the like period 
1957. 
Another 29 percent look for sec- 
ond half sales to match those of 


The drops in investment and ex- 

—_ were considered by many to 

important among the causes of 
the recession. 


* . 
USINESSMEN told the depart- 
ment that their rate of expan- 
sion in the third quarter would 
match that of the second quarter. 
A slight upturn was indicated for 
the fourth quarter. 

Dun & Bradstreet reported that 
12,454 businesses were incorporated 
in July, up 3.9 percent from the 
June showing and 6.6 percent above 
the pomer for July of last year. 


65.4 
Unemployment dropped to 4.7 
million, a decrease of 600,000. The 
drop was traced to increases in job 
opportunities plus the number of 
young persons who left the labor 
force to continue their schooling. 


RAceire up the report of in- 
creased employment, Interna- 


terest rate from 3% to 4 percent. 
The move was expected to become 
general across the nation. The 
prime rate is the interest charged 
the largest borrowers with the best 
credit ratings and other interest 
charges are scaled up from the 
prime figure. 


of the person in the supporting 
role is vital to completing the 
transaction. 

The conference was sponsored by 
two groups interested in consumers’ 
buying habits—-Consumer Behav- 
ior, Inc., and the Committee on 
Family and Economic Behavior of 
the Social Science Research Coun- 
cil, 

Educators and businessmen from 
the East Coast and Midwest who 
are studying consumer behavior 
presented papers on their findings 
and discussed plans for future 
studies. 

George H. Brown, Ford division 
marketing research manager, cited 
two studies to show the husband’s 
role in car purchases. He said one 
survey revealed that the husband 
initiates the decision to buy in 85 
percent of the cases and selects 
the make to be bought almost 100 
percent of the time. 

The interviews of 107 families 
which had recently purchased a 
car turned up only one case where 
the wife chose the make to be 
bought. 

The study further showed that 
the wife often tries to talk her 
husband out of buying a new car, 
Brown said. It is not so much that 
women are against new cars but 
that they value other things higher 
than they do cars. 

“Furnishing the home, saving 
money, providing for the children 
are goals which are valued some- 
what more highly by (the wife) 
than the husband,” Brown said. 

= > : 
Ford official said another 
survey shows that the family 
most often buys the make of car 
previously preferred by the husband 
or the make that both husband and 
wife had preferred. 

In more than one-third of the 
cases, the family bought a make 
that neither the husband nor the 
wife preferred before the time of 
the purchase. Brown said this 
was probably an indication of 
confusion about car prices and 
tradein values—the husband and 
wife may, for instance, prefer a 
medium-priced car but find out 
at the time of purchase that they 
cannot afford it. 

Brown said that readership of 
automobile ads is twice as high 
among men as women and that 
twice as many Men as women could 
recall auto ads on television, even 
the TV ads aimed at women. 

> . * 

E ADDED that the small 

amount of data available indi- 
cates that teenaged children have 
little influence on the make of car 
a family buys and on the frequency 

of car purchases. 

In fact, there is reason to believe 

(Continued on Page 67, Col. 1) 


Business Barometer 


Automotive News Economic Index — 


92.3 Percent of Last Week 
86.1 Percent of Like Week Last Year 


Truck Production 


Truck Registrations—Year to date. 
Steel Production—Tons 

Lumber Production—Boar ce 
Paperboard Production—Tons ... 
Soft Coal Output—tons 


Oil Refinery Output—Borreis .... 
Electric Output—Kilowatt hours . 
Barometer Freight Car Loadings 


—Fiscal year to date 


Sept.3 1958 Range 
17% 17%- 8 
52%, 57%-44 
41% 
45%- 


$16,865,117,000 
Commercial and Industrial Loans $29,339,000,000 
rr ae 

933 


43%-27% | 


Percent of 
Percent of Like Week 
Last Week Last Year 


717 13.2 
49.7 25.5 
coe 76.7 
82.1 
80.4 
102.4 
102.0 
83.3 
94.5 
103.0 
84.8 
103.5 
106.2 


2,768 645 
410,972 
1,666,000 
230,029,000 
218,998 
8,350,000 
49,365,000 
12,025,000,000 


97.1 
92.6 
71.2 
102.9 
101.8 
98.0 
103.6 
111.2 
100.5 


106.4 
92.8 
120.1 
108.2 
91.8 


100.0 
100.0 
98.6 


191 77.6 


Common 
Sept. 10 Sept.3 1958 Range 
374% 38%-27 
13% 13%- 7% 
30% 31%-23 
7% 8%- 2% 
51% 52%-40% 
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Ford's "Price Label’— 





FORD DIVISION 


FORD MOTOR COMPANY 


This is the “price label” that Ford division will put on its cars beginning with 


1959 models. 


Ford, which endorsed recently enacted legislation that requires the 


labelling of new cars with the manufacturer's suggested retailed delivered price, will 
place the labels on the most rearward right-hand door window of each car. The 
printing blacked-ovt in the box on the right outlines new features on the 1959 Ford. 
The price labels for other Ford Motor Co. cars, although somewhat different in design, 
will include information similar to that shown on this label. The sticker is 8Y inches 


square. 


S-P Reveals Details of Plan 
For Firm’s Fight for Life 


OUTH BEND.Studebaker- 

Packard last week revealed 
more details of plans worked out 
for its fight for survival and made 
it clear that the company expects 
it to be a tough fight. 

The information was contained 
in a letter and proxy statement 
sent to stockholders. The material 


announced that a special meeting 


UAW Tags Ford 
As Strike Target; 


Talks Continue 


By Frank Gawronski 
Staff Writer 
United Auto Workers has 
selected Ford Motor Co. as its 
strike target and has set 10 am. 
Wednesday (Sept. 17) for the be- 
ginning of the strike if agreement 
has not been reached on a new 
contract. 
The decision was announced last 
week by the union’s International 
Executive Board af- 
ter a day-long meet- 
ing in Detroit. 
John S. Bugas, 
Ford Motor Co.'s in- 
dustrial relations 
vice-president, said his company 
had expected to be the target. 


“This is an assumption we at 
Ford reached long ago, and we have 
proceeded on this basis throughout 
these negotiations,” he said. 


Bugas said the union’s decision 
“does not alter our desire and will 
not diminish our efforts to reach 
a settlement that is sound and 
air to all parties concerned—our 
employes, our stockholders, our 
customers and the general pub- 
lie.” 

“We will reach a contract settle- 
ment on this basis—and only on this 
basis—whether it comes before or 
after the deadline,” Bugas said. 

In announcing its decision, the 
executive board said that in the 
time before the strike deadline the 
leadership of the union will con- 
centrate its efforts on bargaining at 
Ford. 

It added that neither General 
Motors Corp. nor Chrysler Corp. 
will be faced with a strike deadline 
during that time. 

However, there remained a pos- 
sibility that the other two auto 


of stockholders has been called 
for Oct. 15 in South Bend. 


At that time, the stockholders will 
vote on four proposals which em- 
body the refinancing and diversifi- 
cation program which S-P manage- 
ment believes will give the company 
a new lease on life. 


The company made it clear to 
stockholders just how important the 
program is considered. The letter 
from S-P President Harold E. 
Churchill said: 


“In the opinion of your manage- 
ment, without this plan the chance 
of restoring any real value to your 
stock is practically nonexistent.” 

> > > 

ONCERNING the distribution of 

Mercedes-Benz products, the 
S-P letter and proxy statement had 
this to say: 

Mercedes-Benz Sales, an S-P sub- 
sidiary, will handle the U. S. dis- 
tribution of the products which 
have been imported to this country 
by the Daimler-Benz organization. 

MBS will be able to take up to 
$6 million in vehicles and $1 mil- 
lion in parts and accessories with- 
out paying for them immediately. 
Shipments must be paid for at 
the time of their sale or 150 days 
after they are received, which- 
ever comes first. 

The $4.5 million of S-P capital 
which is now tied up in its Mer- 
cedes inventory will be freed for 
other uses. The stock of MBS will 
be pledged to back up the credit. 

The Mercedes agreement runs 
through 1971 but may be terminated 
if S-P goes bankrupt. After 1961, it 
may be terminated if annual U. S. 
sales of Mercedes products fails to 
reach $50 million. U. S. sales in the 
first half of 1958 totalled $10,950,000. 


Te agreement which allows 

MBS to receive Mercedes prod- 
ucts on a deferred-payment basis 
runs through 1961. Deferred pay- 
ments carry a 5%-percent interest 
charge. 

S-P and MBS will not have to 
pay Daimler-Benz certain fees tied 
to sales which amounted to $100,- 
000 in the first half of 1958. 

The letter and proxy statement 
told stockholders of the refinanc- 

ing plan which S-P announced in 
August. Details of the plan in- 
clude: 

S-P’s $54.7 million debt to three 
insurance companies and 20 banks 
will be turned into $16.5 million in 
15-year, 5-percent notes. Ten an- 
nual payments of $1,650,000 fall due 
in 1964 through 1973. 

In addition, the banks and in- 


| surance companies get $16.5 million 
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Dealer Forum 


by Robert M. Finlay 


oo often made in the auto 
industry—trying to solve retail 
problems on a wholesale basis. 





|many states which in the public 
|interest spell out display and serv- 
|ice requirements for new-car deal- 


This is noted in many aspects of | ers. Chances are dealers will remind 
industry—the factory man preach-| state agencies of these requirements 
ing the volume concept, the dealer|in connection with the G-S deal. 
trying to sell at retail in volume| The big lesson that those with 
lots. | wholesale ideas eventually learn is 

Latest evidence of this infection|that new cars are sold one at a 
is seen in the import field. Goliath| time through individual conversa- 
Imports reports it is closing a deal| tions with interested persons. The 
with Gamble-Skogmo, an automo-| persons can be interested through 
tive chain, for the sale of Goliath| mass media, but they have to be 
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Capital Report 


169 Dealers; 8,000 Aides; 


$40 Million Payroll 


WASHINGTON.—On July 1, 
there were 169 franchised new-car 
dealers in the Washington metro- 
politan area, employing 8,000 per- 
sons and having an annual payroll 
of $40 million, according to NADA. 
Local dealers employ an average of 
47 persons, compared with a na- 
tional average of 19 per dealership. 

NADA found that the dealers ac- 
count for 11.5 percent of the area’s 
retail payroll and 6.3 percent of re- 
tail employment. Last year’s retail 
sales totalled $350 million for 13.8 
percent of the area total. Sales per 
dealer were $2 million, compared 
with $800,000 nationally. 

The NADA statisticians found 
that 51 percent of the new cars sold 


District of Columbia and 49 per- 
cent in surrounding counties of 


by the 169 dealers are sold in the| 





Maine Dealers Hear Reese .. . 


Leadership Is Called 
Industry’s Top Need 


PORTLAND, Me.—The president 
of the Pennsylvania Automotive 
Assn. asserted that the industry 
“needs leadership more than sales- 
manship” at the 14th annual meet- 
ing of the Maine Automobile Deal- 
ers Assn. 

David G. Reese spelled out that 
leadership need is one that will 
bring profits. “We've proved we 
can sell; now we must prove that 
we can sell profitably,” he de- 
clared. 

“We have 38,000 dealers operating 
with 38,000 different sales plans and 
most of them look like they’re 
wrong,” Reese told the dealers. 


cars in the U. S. | led up to the dotted line one by 


The plan is that each of the 
2,200 G-S stores will act as a special 
Goliath dealer. 

In referring to the plan, Goliath 
Imports says: 

“The uniqueness of the plan 


is that present Goliath dealers in | 


the different territories will han- 
die the parts and service part of 
the operation, as well as proces- 
sing used cars that may be taken 
in individual transactions.” 
Somehow or other, individual 
dealers have shown no such ten- 
dency to foster chain-store compe- 


tition by relieving the chains of| 


service and used-car problems. 
What is more, there are laws in 





Resse to Address 
Michigan Dealers 
At 37th Convention 


GRAND RAPIDS, Mich. — The 
37th annual convention of the 
Michigan Automobile Dealers Assn. 
opened today (Sept. 15) at the Pant- 
lind Hotel here. 


The principal speaker is David | 


G. Reese, Oldsmobile dealer and 
president of the Pennsylvania Auto- 
motive Assn. His topic is “Time for 
Action,” and his thesis is that ex- 
pense control is the only course 
open for increased net profit. 

Another convention feature is a 
session on car leasing and renting 
which will be led by Harold Draper, 
Saginaw, and Jerry DeNooyer, Kal- 
amazoo. Both are Chevrolet dealers. 

Other speakers include Walter 
Reddy, Michigan Department of 
Revenue; R. H. VanAman, vic e- 
president, 
Corp.; Walter Eaton, executive vice- 
president, Inter-Industry Highway 
Safety Committee; Ladd McKay, 
MADA president, and James Wil- 
liams, MADA legal counsel. 


30 Years Later 


DeSoto Fetes Brucker, 


Charter Dealer 

ST. CHARLES, Mo.—On Aug. 28, 
1928, Adolph Brucker opened a De- 
Soto dealership here. He was one 
of the division’s original 1,200 deal- 
ers. 

Thirty years later, on Aug. 238, 
1958, DeSoto division honored 
Brucker at the St. Charles Country 
Club for three decades of distin- 
guished service. 

Some 35 persons attended the 
dinner. One of the guests was 


| Brucker’s first DeSoto customer. 
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| Well-Heeled Recession 


E argument frequently used 
by Walter Reuther, head of the 
| UAW, was that raises granted auto 
workers helped the auto market by 
enabling more workers to buy. 

This, said a high auto execu- 
tive the other day, was knocked 
into a cocked hat by the recent 
recession. 

“A remarkable thing about the 
recession,” he said, “was that 
was the most well-heeled recession 
in history. Savings were at record 
levels. Yet the well-heeled citizens 
displayed considerable sales resist- 
ance to cars.” 


Central Sales 


At THE recent Chrysler preview, 

I had an opportunity to chat 
with Byron Nichols. His job is to 
coordinate sales 
activities through 
the four divi- 


idents and the 
central field staff, 
headed by Ed 
Quinn. 

We've heard a 
good deal of con- 
flicting opinion 
about the central 
sales setup. 

This is repre- 





Byron Nichols 





ing: 

“It's tough to feel responsible 
for sales and not have authority 
to do anything about it. That's 
the spot the division is in.” 
Others take a less bitter view: 
“Why we look at it like a mother 
and a father of a family. Both have 
responsibilities toward the chil- 
dren.” 

Nichols points out that the idea 
is that the franchise concerns more 
than one line and so there should 
be a central organization to deal 
with dealers. 

Outsiders see this simply as an- 
other effort to get some sales push 
behind Plymouth. 

Hear that Quinn, who is one of 
the most knowledgable men in the 
business when it comes to dealers, 
is about ready to make some im- 
portant changes in the field setup. 
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End of Big Change? 
J[NCIDENTALLY, Nichols gave a 
lucid view of new-model changes 
of the future. 

We were discussing the possibility 
of big changes of the future. and 
he remarked that they won’t be on 
the scope of the 1957 change in the 
Chrysler line. 

“Today’s cars,” he said, “are 
just about as low, as wide and 
as long as they can go. So how 
big a change can you have?” 
Does that rule out an American- 

built small car? 

“We're a bit beyond the point,” 
Nichols said, “of just getting 
wheels under us. 

“The small car will probably take 

a good share of the U. S. market 
but the modern American car was 
built up through the years to meet 
the desires of the U. S. buyers for 
comfort, performance and ease of 
handling.” 

Nichols expressed the view that 
European buyers, in many cases, 
are just going through the “wheels” 
stage of getting basic transporta- 
tion. 

“By and large,” he added, “the 
U. S. buyers have demonstrated a 
desire for more and they won’t be 
satisfied for long with less.” 
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Maryland and Virginia. 
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“There’s nothing more that legis- 
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Officers of the Maine Automobile Deolers Assn., elected at the group's annual meet- 
ing in Portland, are, from left, William V. Hood, Auburn, manager; Harold A. Corman, 
Farmington, first vice-president; Charles H. Mcininch, Bangor, president; Philip S. 


sional vic e-pres-| 


sentative of some divisional think-| 





| Schwind, Rumford, second vice-president; and Carl 1. Gowell, Lewiston, treasurer. 





RYE BEACH, N. H. — NADA's 
role in obtaining passage of the 


| praised at the annual meeting of 
ithe New Hampshire Automobile 
Dealers Assn. here. 

President Gordon Wentworth, 
West Ossipee, called this legisla- 
tion and factory quality-dealer 
programs “steps in the right di- 
rection.” 

“In my opinion,” he told nearly 
250 dealers and their guests, “any- 
thing that improves customer rela- 


and profits to both the dealers and 
factories.” 


Representing manufacturers at 
line breakfasts at which the indus- 


Cc. J. French, General Motors; Du- 
ane Freese, Ford Motor Co., and 
Edward Nevergold, Chrysler Corp. 


Motor Vehicle Commissioner 
Frederick H. Clarke told the 


5 Ohio Dealers 
Disciplined By 
Licensing Board 








COLUMBUS, O. — Five dealers| 
were penalized by the Ohio Deal-| 
er’s & Salesmen’s Licensing Board | 


for violations of regulations. 

Affiliated Home Trailer Sales Co., 
Cincinnati, and Boos Auto Sales, 
Dayton, received 15-day suspen- 
sions for violating regulations cov- 
ering the licensing of representa- 
tives. 

A seven-day suspension was re- 
ceived by Hoover Auto Sales, Ham- 
ilton, on a similar charge. 

The license of Komer Auto Sales, 
Inc., Carey, was revoked for failure 
to cancel its charter as a corpora- 
tion after suspending operations. 

Burt Motor Sales, Columbus, was 
fined $25 for not complying with 
regulations dealing with title certif- 
icates. 


Plymouth Deal Remodeled 


ST. LOUIS, — Pioneer Plymouth, 
Inc. has completed a $35,000 re- 
modeling program. The facelifting 
job was designed by H. B. (Pete) 
Pelke, president, who purchased 
the deal from R. G. Riefling early 
this year. 


Monroney price-disclosure bill was| 


try’s problems were discussed were | 


New Hampshire Dealers Hail 
NADA’s Sticker-Bill Role 


group that New Hampshire led 


the nation in highway safety dur- | 


ing the first seven months of 
1958, dropping to second behind 
Connecticut in August. 

Dewey Short, assistant secretary 
of the Army, was the principal 
speaker at the annual banquet. 
“Nearly half of the Army’s 
strength is deployed overseas,” he 
said, “forming a great protective 
| shield in Europe and the Far East. 
| These forces support our mutual 
| defense treaties and commitments 


tions serves to create more sales|with 45 free-world nations upon| 


which we place our major reliance 
for security. 


“Our Army is ready to counter | 


decisively Communist armed ag- 
gression wherever it may occur 
and counter it with speed and 
precision,” Short added. 

Other guests included Senator 
Styles Bridges, New Hampshire Re- 
publican; Rep. Chester E. Merrow, 
New Hampshire Republican; Walter 
|B. Cooper, Fort Collins (Colo.) 
Chevrolet dealer and former NADA 
|secretary, and William Mitchell, 
|New England vice-president for 
| NADA. 


On the 


House . . 


cost; add to this 





lation can do for us; we've got to 
do it for ourselves.” 

Reese, an Oldsmobile dealer in 
Drexel Hill, Pa., was joined by 
Walter B. Cooper, Ft. Collins (Colo.) 
Chevrolet dealer and NADA leader, 
in blasts at the industry. 

Cooper said he’s alarmed at the 
“utter disregard dealers throughout 
the country have displayed for the 
NADA’'s ideals and the integrity of 
the general public.” He knocked 
dishonest and unethical sales prac- 
tices which daily deceive the public 
through misleading advertising and 
comeon gimmicks. 

Reese said NADA reports for the 
first half of this year show 46 per- 
cent of reporting dealers are in the 
red. “I see 1959 as the year when 
survivors will show a profit only 
because of good business manage- 
ment,” he declared. 

He said there’s no evidence that 

"59 will show a greater volume 

than this year and reported that 
| 1955 buyers returning to the mar- 
| ket won’t make up any slack. 
| “Unemployment, higher car prices 
|}and lack of public interest have all 
| had their places in holding back the 
‘55 buyer,” Reese asserted. “And 
|when he does come in, he'll want 
| still lower monthly payments.” 
| He predicted that the third quar- 
ter of 1958 “could be the most dis- 
astrous in many years” for automo- 
| bile selling. “We must up our line 
|of average profits,” Reese con- 
| tinued. 
| Pointing to a survey of 25 Eastern 
|dealers which showed an average 
| $32 profit a car, the PAA president 
| 





said lack of sales volume isn’t the 
answer to industry problems. It’s 
lonly 8 percent off, he explained. 

| “Realign your expense structure,” 
Reese advised. He said that prices 
lof new cars must include the in- 
| voice price plus selling costs plus 
| a fair profit. 

Service absorbs 71.6 percent of 
fixed overhead expenses at the 
present time for dealers to break 
| even and sales only 29 percent, he 
| reported. “Reduction of overhead 
| expenses is the quickest way to 

cut costs,” Reese concluded. 

The dealers favored complying 
with Maine’s Sunday closing law 
even though they didn’t necessarily 
jagree with it. The Maine law has 
|been breached, according to the 
|Maine Christian Civic League, by 
various Portland used-car dealers. 
| But the league has been unsuc- 
| cessful in getting prosecution under 
\the law. The Portland Used Car 
Dealers Assn. has pointed out that 
varied other businesses operate on 
| Sunday—in violation of the law. As- 
sociation lawyers and the Portland 
|courts have agreed that prosecu- 

(Continued on Page 67, Col. 3) 
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Stone Buick Robbed 
TULSA, Okla.—Burglars forced a 
rear door, cracked a safe and stole 
$1,000 from Stone Brothers Buick 
Co., Manager Charles Corley re- 
ported. 


Words of Wisdom from two dealer associations. 
(Brooklyn and Long Island): “Things are looking 
better... Enthusiasm over the 1959 models is such 
as we have not heard in years. So, keep your shirt 
on and, when the cars arrive, work out your factory 


your selling costs, then add a rea- 


sonable profit, and Sell, Sell, Sell.” (Milwaukee): 
“We believe there is now, or there will be shortly, 
a buyer for every new 1958 auto you have in stock 


who will pay you full price. Wait him out, and 
don’t forget that the business of business is 


Profit”... 


Wemheoa Night closing 


has made a big hit with salesmen 


in Cincinnati, it’s reported . .. Dealer Harry Black has been elected 


mayor of Waynesboro, Va. . 


. . Ray Cuthbertson, general manager 


of U. 8. Tire division, contends that there’s more research and 
development work in a tire than in a big bridge (like the new 


Mackinac span)... 


The new price-labelling law, which becomes effective Oct. 1, gives 
profit-minded dealers an opportunity to regain the initiative and again 
have an element of control over their business as they did in 1946-49, 


contends the Missouri association. 


“Of course, there is bound to be an 


occasional eager beaver (we’ve lost over 200 this year) who will try 
to corner the market with overallowances,” says Manager Jim Gor- 
man, “but he will soon, be swamped by the unknown factor, The 


Cost of Doing Business.” 


—Perre Wemuorr, Editor, 
Automotive News 
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°58s Head for Clean Sellout .. . 


AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


Stocks Hit Year’s Low of 463,296 


(Continued from Page 1) 


eon when an effort was made to| Of the country. 


find out “where we stand.” 
Oklahoma City dealers said that 


in most years they can obtain late-| dil 


season cars from dealers in smaller 
Oklahoma communities. But this 
year, largely because of the huge 


; ceived from nearly every section 


wheat crop and more purchasing | 


power in outstate Oklahoma, there 
are few dealers in the state with 
any cars to spare. 

August sales in Oklahoma City 
were the best of any month this 


year. 


* + + 


| 


* * 


N THE West, a dealer said that 
he was clearing the decks han- 
y and that gross profit was much 
better. 





selection in the past few years has 


. yng situation in Oklahoma City| brought a greater variety of models 


is being duplicated, of course, 


in other cities. Dealers in Minne-| 
apolis and St. Paul said they don’t | 


expect to have “any cars at all” 
left by the time new models arrive. 

They have already given up the 
idea of shopping in smaller towns 
for extra cars. Small-town dealers 
beat them to the punch this year 
and have been trying to pick up 
extra units from dealers in the 
metropolitan area. 

A dealer in the Rockies said that 
if sales keep up at current levels, 


he'll sell his last '58 about 10 days| 


before he gets his first '59. 
A volume dealer in Chicago said 


he expected “to sell out everything” | 


by announcement date at grosses 
better than he had achieved in May 
and June. 

A Pennsylvania dealer, discussing 
the cleanup, said, “It is going in 
the right direction for once.” 

Similar reports have been re- 

* 7 * 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





ps, 
and factories, 
* Revised. 





Dealers 

Cars Cars In Total 

tn Transit Potential 

Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, '60.... 251,754 188,500 440,254 
Apr. 1, °50.... 276,136 158,000 434,136 
duly 1, 50... 311,084 167,500 478,584 
Oct. 1, '50.... 208,367 157,800 366,167 
Jan, 1, '51.... 306,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, '561.... 357,606 90,700 448,306 
Oct. 1, "61.... 250,762 79,500 330,262 
dan, 1, ’52.... 224,968 31,000 255,968 
Apr. 1, ’52.... 213,391 83,000 296,391 
duly 1, "62.... 193,462 84,500 277,962 
Oct. 1, ’562.... 233,556 89,000 322,556 
Jan. 1, '53.... 291,671 83,300 374,971 
Apr. 1, °63.... 445,882 89,300 535,182 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, '53.... 517,119 82,200 599,319 
Sept. 1, "53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nev. 1, °53.... 538,087 68,300 606 387 
Dec. 1, '53.... 430,876 29,000 459,876 
dan. 1, "64.... 428,125 36,600 464,725 
Feb. 1, "S4.... 466,176 60,600 526,776 
Mar. 1, "54... 511,122 62,000 573,122 
Apr. 1, "S4.... 641,911 64,000 605,911 
May 1, ’S4.... 638,775 68,500 607,275 
June 1, 'S4.... 503,219 62,500 565,719 
duly 1, "54.... 445,665 62,500 508,165 
Aug. 1, "S4.... 390,854 57,000 447,854 
Sept. 1, "54... 355,654 50,400 406,054 
Oct. 1, S4.... 267,469 29,000 296,469 
Nov. 1, *54.... 120,107 37,500 157,607 
Dee. 1, '54.... 203,453 61,700 265,153 
Jan, 1, '55.... 293,881 68,500 362,381 
Feb, 1, °55.... 373,573 89,100 462,673 
Mar. 1, °55.... 467,655 95,000 562,655 
Apr. 1, °56.... 644,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
dune 1, ’55.... 755,498 93,000 848,498 
daly 1, °55.... 736,591 77,000 813,591 
Aug. 1, °S5. .. 735,447 71,500 806,947 
Sept. 1, "55... 675,064 37,300 713,264 
Oct. 1, °65.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, °55.... 645,707 77,400 723,107 
Jan, 1, °S6.... 755,177 53,300 808,477 
Feb. 1, ’56.... 301,499 68,900 870,399 
Mar. 1, °56.... 840,089 63,700 903,789 
Apr. 1, "56.... 827,977 68,100 898,669 
May 1, "56.... 846,285 56,300 902,585 
dune 1, 56... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug. 1, °56.... 551,081 53,026 588,172 
Sept. 1, 56.... 456,013 48,382 504,395 
Oct. 1, '56.... 288,103 900 314,003 
Nov, 1, °56.... 212,967 65,008 277,975 
Dee, 1, ’56.... 318,587 79,656 398,243 
Jan, 1, ’67.... 461,850 50,168 512,018 
Feb, 1, 57... 561,934 63,100 630,034 
Mar, 1, ’57.... 664,608 733,008 
Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
dune 1, ’57.... 724,329 63,420 787,749 
duly 1, °57.... 682,121 ‘ 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept. 1, 57... 684,484 45,052 729,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nev. 1, °57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, °58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 176,964 
June 1, *58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, °58.... 600,656 30,000 *630,656 
Sept. 1, °58.... 455,506 7,700 463,296 


t Field stocks include cars actually at 
those warehoused by dealers 
and demonstrators. 


|gain from the previous month 


to the used-car lots, he said. 

The dealer who fails to carry a 
representative selection of used 
cars has just as much trouble clos- 
ing a sale as does a new-car dealer 
who cuts to the bone on stock, he 


said. 


* x & 


H the Sept. 1 inventory rep- 
resenting a 30.5-day supply, the 
’s 


|count was 17.3 percent. A month 
| earlier, stocks had declined 3.1 per- 


cent, 

Sept. 1 was the first stock- 
census date since May 1 to show 
a used-car supply good for more 
than 30 days of selling. 

It was also the first time since 
March 1 that the inventory had 
exceeded the previous month’s 
count. Months in between had 
shown a continuing decline. 

Of dealers reporting for Sept. 1, 
only 18.8 percent said stocks were 
good for 15 days or less of selling. 
A month earlier, 29.4 percent of 
dealers reporting had been in this 
category. Not since Apr. 1 had the 


percentage of dealers in this cate-| 


gory been so low. 
* 


* « 


XACTLY half of all dealers re- 


Highest in 4 Months .. . 


U.C. Stocks Move Up 


(Continued from Page 1) 





“Customers,” he said, “do not 
seem to be so price-minded as in 
previous years.” 

Perhaps this is a result of the 
calm, conservative type of adver- 
tising which has been the hallmark 
of the 1958 cleanup season. 


day bracket, compared with 47.1 
percent a month ago. This was the 
highest percentage for this cate- 
gory reported in 13 months. 
Obviously, more dealers crossed 
over the 15-day limit prior to the 
Sept. 1 census. 
A number of dealers also 
moved up and over the theoreti- 
| cal 30-day limit, as 31.2 percent 


| put themselves in that category. 

This compared with 23.5 percent 
|@ month previously, and was the 
highest percentage recorded in that 
| category since June 1. 

A total of 688 percent of all 
dealers surveyed on Sept. 1 had 
stocks good for 30 days or less of 
selling, compared with 76.5 percent 
a month earlier. 

The range of stocks reported was 
10 to 60 days, compared with eight 
to 60 days a month earlier. 


Help Wanted 


CED Cites Need for Aid 
At Local Level 
| NEW YORK.—The need for wider 
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GM's Newest Car of Tomorrow— 


GM's experimental Firebird II!, called the first car ever designed around a single- 
stick control system, will be displayed at the Motorama in New York next month. 
Upper left is a front view of the car under Autoglide operation. Avutoglide tokes 
over steering control by electronically following a cable imbedded in the white strip 
along the pavement. The single-stick control is shown ot the upper right. Lower left 
is a rear view of the car showing the fin treatment. Gull-wing doors on power- 


operated hinges, lower right, swing up to offer easy entrance. 
a oe * 
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Tools of Space Age Guide 
GM’s New Firebird Ill 


DETROIT.—A new experimental 
Firebird—called the first space-age 
inspired car—has been built and) 
tested successfully by General Mo- 
tors, according to President John 
F. Gordon. 

He said the Firebird III is the 
first car ever designed around a | 
single-stick control system which 
eliminates the conventional steer- 
ing wheel, brake pedal and ac- 
celerator. It is the easiest-to-drive 


“no-hands” steering and the single- 
stick Unicontrol introduced by GM 
Research Laboratories. 


The wing-shaped Unicontrol 
handle is mounted atop a four- 
inch control stick located in the 
center of the car and is easily 
operated by either passenger. It 
combines all steering, braking, 
accelerating and parking func- 
tions. 


At a touch of a button, Autoguide 





porting in this month’s survey) Participation by businessmen and 
placed themselves in the 15-to-30-| other private citizens in economic 





auto ever built, he added. 
A two-passenger, gas-turbine 





takes over steering control by 
electronically following a low fre- 





12 Pct. Increase 
In Liability Rates 
Sought in Mass. 


BOSTON. — Massachusetts cas- 
ualty insurance companies are seek- 
ing a 12 percent average increase 
in compulsory auto insurance rates 
for 1959, according to John 
O’Connor, executive secretary of the 
Casualty Insurance Companies 
Serving Massachusetts. He said the 
proposed new rate schedule has 
been sent to Joseph A. Humphreys, 
State insurance commissioner. 


Property-damage insurance, for 
which the companies set the rate 
with the approval of the commis- 
sioner, is expected to rise along 
with the compulsory rate for body 
injury liability. The companies will 
file a schedule of property damage 
rates in November. 


In announcing the request for a 
boost in the compulsory schedule 
for next year, the insurance com- 
panies said they lost an average of 
$1.97 on every private passenger 
car in Massachusetts carrying this 
type of insurance in 1957. 


The total dollar cost of personal 
injury claims last year exceeded the 
commissioner’s allowance for claim 
payments in the 1957 rates by $2.6 
million, it was asserted. 

The number and the cost of death 
and personal injury claims in 1957 
was the highest in the history of 
the state’s compulsory insurance 
system, For Boston, according to 
the companies’ statement, the in- 
surance firms lost an average of 
$8.54 for every car insured, regard- 
less of whether it was involved in 
an accident. 

Similar losses in other principal 
rating territories were put at $16.60 
in Springfield for every car in- 
sured, $12.58 in Chelsea, $7.49 in 
Revere, $640 in Somerville and 
$4.69 in Quincy. 


Pacific Car Sales Opens 


Pacific Car Sales (English Ford- 
Triumph), has occupied its new 
building at 1133 S. E. Eighty-second 
Ave., Portland, Ore. Tom Worten- 
dyke, Bill Moak, formerly with 
Logan Oldsmobile, and Joe Fisher 
own the new dealership. 


| development on the state and local 
|level is stressed in six papers on 
| problems of U. S. area development 
| published last week by the Commit- 
| tee for Economic Development. 
| The 60-page pamphlet, “The ‘Lit- 
| tle’ Economies,” contains papers 
presented at the semiannual meet- 
|ing of the CED Board of Trustees. 
Donald K. David, CED chairman, 
said there “exists no broad and or- 
| ganized body of research, no tested 
| package of plans to guide business 
| leaders seeking to further local and 
| regional development.” 
To alleviate this situation, CED 
|a year ago established an area de- 
velopment division which is en- 
gaged in research aimed at develop- 
ing a better fund of knowledge on 
matters relating to local economic 
development. It also is making the 
| first national survey of local eco- 
| nomic development activities. 











GM Unveils 'Timeproof’ Finish— 


General Motors has announced that all its 1959 cars will use an acrylic lacquer 


powered car, it is missile-like in| quency powered cable in the high- 
appearance as well as in engineer-| way. In addition, a constant road 
ing details. Tools of the space age| speed can be maintained by push- 
—electronics, transistors and com-| buttoning a third electronic control 
putors—guide the car automatically |— Cruisecontrol. This produces 
and control passenger comfort. completely automatic guidance and 
Gordon called it “an unparalleled | speed control for the car. 
advancement in automotive con-| Other primary Firebird ITI fea- 
trols which will lead to greater) tures are: 
pleasure for the motorist of the 1. Use of a dual engine system 
future.” which employs a 10-horsepower 
The first public display of Fire- | aluminum engine to drive all ac- 
bird III will be at the GM Motor- cessories and frees the 225-horse- 
ama opening Oct. 16 at the | power Whirlfire gas-turbine 
Waldorf-Astoria Hotel in New | engine to drive the rear wheels. 
York, The Motorama will move | 2. A passenger compartment of- 
to the National Guard Armory, | fering maximum access room and 
Boston, Nov. 8. maximum comfort. 


Firebird III has an aerodynamic; 3. An improved gas-turbine en- 
fiberglass body and is pearlescent) gine which is lighter, more com- 
silver-gold in color. It has a wide, (Continued on Page 67, Col. 3) 


tapered nose, twin plastic bubble 
canopies over the passengers and 
seven fins clustered around the 


Scientific Gains 
rear of the body, dominated by a ‘ 
high dorsal fin at the tail. ‘Seen Increasing 


The contro] system features com- | 
Car’s Usefulness 


bined and improved versions of| 

ATLANTIC CITY, N. J.—A Chry- 
sler Corp. engineer told the National 
Petroleum Assn. that current scien- 
tific developments presage an era 
in which “automobiles can be made 
more attractive, more fascinating 
and more useful in the lives of the 
American people than ever before.” 

Paul C. Ackerman, engineering 
vice-president, cited progress in 
wider use of light metals, investige- 
tions of new sources of energy and 
gas-turbine engine development as 
possible ways of bringing even more 
convenience and economy to the 
motorist. 

Ackerman said his company has 
made “very satisfactory progress” 
in its gas-turbine research since 
1956, when it sent a Plymouth pow- 
ered by a gas-turbine engine on a 
successful four-day test run from 
New York City to Los Angeles. 

He said the gas turbine would 
present the petroleum industry with 
both problems and opportunities. He 
said the engine would reverse the 
trend toward higher-octane fuels 
because it can use “any fuel that 
will burn and flow through a pipe.” 








that will keep a “showroom" finish for years without a wax or polish. After a year's 
exposure to sun and weather, the acrylic finish, called Magic-Mirror, retains up to 
75 percent of its original luster without polishing, while conventional finishes keep 
less than 4 percent of their original sheen under same conditions, GM said. Evidence 
that GM's new “timeproof" lacquer retains its luster is furnished by this fashionable 
young miss. She has no difficulty in adjusting her bonnet in the panel finished with 





Magic-Mirror. 
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But he said the gas turbine may 
offer the opportunity of getting 
more automotive fuel out of each 
barrel of crude oil. “And this in 
turn could have the important re- 
sult of stretching the world’s petro- 
leum reserves,” he added. 
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One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


(LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 
is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “‘line’’ along the center of this edge. 
That “‘line’’ is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


2. LSG provides 
' “windshield safety.” By 
accepted practice, every 
we American-made truck or 
car must havea windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this ““windshield- 
safety’’ to their side windows and vents as well. 


——y= <3. LSG reduces the 
—\if hazard of flying glass. 
Suppose a rock or another 
! sharp object traveling at 

hign speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“‘spider-web”’ of 
cracks from the point of impact. 


cushions’”’ the 

shock of impact. When 

a passenger is thrown 

against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer “‘gives’”’ and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


5. LSG won’t “trap” you! 

' Suppose you had only 

seconds to get out of 
2) or into your car, and both 
doors a windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


NK 


® 
Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 
in making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 
Springfield 2, Mass. 
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‘Don’t Be Factory Slaves’ 


Sell Only at a Profit, 
Minn. Dealers Told 


By Donald M. Lyons 
Staff Correspondent 

MINNEAPOLIS.—T. E. Courtney, 
president of Northern Illinois Corp., 
told the Minnesota Automobile 
Dealers Assn. at its annual conven- 
tion here that many of the indus- 
try’s problems are due to everyone 
trying to outsell everyone else, 
resulting in little or no profit for 
anyone. 

“When you sell more cars than 
ever before, but come up with 
no profit, something is wrong,” 
he declared. “Almost all of us 
can sell up to a third less auto- 
mobiles and make a better profit 
than we are making today.” 

Urging the dealers not to be 
“slaves to the factories,” Courtney 
said “You're going to have to be- 
come independent to the point that 
you can say... you will order only 
as many automobiles as can be| 
sold at a profit and that you don’t | 
care how many the fellow down 
the street is ordering.” 

Courtney pointed out that in 
order to work, this approach needs 
the cooperation of all dealers and 
a policy of “live and let live” must | 
be practiced. 

“These things can be worked 
out through your associations if 
you are big enough to do it,” | 
he said. 

Because of the importance of the 
auto industry in the nation’s econ- 
omy, Courtney predicted that 
unless it pulls itself up, the Gov- 


SBA Chief Urges 
NLRB Not to Widen 
Its Jurisdiction 


WASHINGTON.—Wendell B. 
Barnes, administrator of the Small 
Business Administration, has urged 
the National Labor Relations Board 
not to extend its jurisdiction to in- 
clude a large number of the nation’s 
small business firms. 

In a letter to Philip Ray Rodgers, 
NLRB acting chairman, Barnes 
said the proposed extension of jur- 
isdiction would be generally harm- 
ful “to the interests of small bus- 
iness, and would not solve the jur- 
isdictional gap problem” in labor 
disputes. 

Barnes urged that the board 
“make no change in its standards 
at this time which would extend its) 
jurisdiction.” He requested that the | 
board set a public hearing at which | 
the SBA and other interested par- 
ties could present the matter for 
the board’s consideration. 

Barnes said he was particularly 
concerned over the proposed exten- 
sion of authority, because, although 
a substantial number of small bus- 
iness concerns would be brought 
under NLRB jurisdiction, “at the) 
same time approximately three mil- 
lion small business concerns and 
their employees” would still be 
“without a forum” for resolving 
their disputes. 

Barnes said that if the present 
NLRB case load is increased, “a 
situation will be created which will 





be beyond the capabilities of the 
board to resolve.” He declared that 
the jurisdictional gap can be cor- 
rected only through legislation. 


Knox, Marmon 
Win Top Prizes 


DEARBORN.—Before a crowd of 
14,611, largest single day attendance 
in Greenfield Village’s 29-year his- 
tory, a 1911 Knox Touring car and 
a 1922 Marmon Speedster won top 
honors at the eighth annual Old 
Car Festival. 

The Knox, owned by Vernon R. 
Hagenbring, of Arlington Heights, 
Ti, took the grand championship 
in the 1899-1916 division, while the 
Marmon, entered by C. E. Valentine 
Ill, of Birmingham, Mich., cap- 
tured similar honors in the 1917-25 


group. 

Second place in the 1899-1916 di- 
vision was awarded a 1907 Thomas 
Flyer owned by Leonard Davis, of 
Pontiac, Mich. A 1910 Packard 
Roadster, entered by E. A. Skae, 
= —_— Pointe Farms, Mich., was 

i 


ernment eventually will step in. 

Speaking on “The Nuts and Bolts 
of Vehicle Leasing and Renting,” 
James Mulgrew, Euclid (O.) dealer, 
said dealers “can make money in 
this business and it belongs to us.” 

He described thé mechanics of 
the leasing business and said his 
firm will not lease to anyone whom 
the bank will not accept for credit 
on the same terms as those on the 
leasing contract. 

Mulgrew warned the dealers, 
however, that if they cannot run 
their dealership profitably now, 
they should not go into the leas- 
4 business, for it is not a cure- 
a 

The dealer’s leasing operation 
should be a separate corporation, 
he emphasized, and his firm does 
not like new-car salesmen to 
handle lease deals. A dealer should 
have a minimum of 50 cars to 
make leasing worth while, he added. 

New officers are Verne D. 
Johnson (Oldsmobile), Duluth, 
president; Frank Pickard (Chrysler- 
Plymouth), St. Cloud, first 
vice-president; Harold Larson 
(Chevrolet), Minneapolis, second 
vice-president; Harris Borstad 
(Ford), Detroit Lakes, secretary, 
and W. Harold Queenan (Dodge- 
Plymouth), St. Paul, treasurer. 
George F.. Ziesmer (Ford) Mankato, 
was named NADA director. | 

New directors are Elmer G. 
Larson (Studebaker), Montevideo; | 

Thorval Damm (Dodge-Plym- 
outh), Windom; Omar Hilligoss 
(Chevrolet), Hibbing; Randolph 
Light (Studebaker-Edsel), Min- 
neapolis; Richard E. O’Connell jr. 





(Ford-Mercury), Marshall; Ar- 
thur Quantrell (Cadillac), St. Paul, 
and Charles J. Larson (Chevrolet- 
Oldsmobile), Ada. 

Expressing the woman’s view of 
the industry was Trudy Dye, auto- 
motive manager for the Ladies 
Home Journal. She told the dealers 
the auto industry is producing cars 
that are “absolute dreams” for wo- 
men, but is making little effort to 
tell them about it. 

Women are not initiating many 
sales and are often blocking and 
killing many of them through the 
influence they exert on their hus- 
bands, Mrs. Dye declared. 

Mrs. Dye advocated a different 
type of sales and advertising ap- 
proach to increase women’s inter- 
est in cars. 

She pointed out that women are 
not interested in speed, horsepower 
or “nuts-and-bolts” talk about 
what’s under the hood or floorboard. 
What women do want are ease of 
handling, turning, driving and park- 
ing, she added. 

John H. Lander, Atlanta, NADA 
treasurer, praised the new law re- 
quiring posting of prices on new 
cars. He said it will lift the confu- 
sion from the minds of the public 
and increase the profits for the 
dealer. But it is still up to the 
dealer to do a selling job, he said. 

Attendance at the two-day con- 
vention was about 500, according to 
Leo B. Faricy, who continues as 
general manager of the association. 
Other speakers were Clarence John- 
son, president of I. C. System, Inc., 
Minneapolis; A. Robert Thon, man- 
ager of the Minnesota division, 
Federated Mutual of Owatonna, 
Minn., and Dr. William H. Alex- 
ander, Oklahoma City, General Mo- 
tors lecturer. 


Late Report... 
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‘Picture Window’ in Hardtops— 
Buick's four-door hardtops have a flat roof supported by two slim pillars behind 
The rear windows of this LeSabre wraps around the sides of the car 


the rear doors. 


from pillar to pillar, giving a picture-window effect. 


square inches of glass. 


Buick Places Asvent 


On Styling 


What's New: 


New body and frame ... new 
engines ... series names changed 
-.. canted headlights . . . wrap- 
over windshields ... glass area 
increased ... air suspension re- 
designed ... acrylic lacquer 
standard .. positive-traction 
differential . . . aluminum brake 
drums improved ... “portable” 
radio. 

. o2 > 
BUICK, which General Man- 
ager Edward T. Ragsdale says 
is “so new it had to have new 
series names,” will go on display 


Gamble-Skogmo 
To Handle Goliath 
At 2,200 Outlets 


MINNEAPOLIS.—Bertin C. Gam- 
ble, president of Gamble-Skogmo, 
Inc., announced that his chain of 
2,200 automotive-equipment retail 
stores is going into the foreign-car 
business. 

The firm will handle the German 
Goliath and each G-S outlet in the 
U. S. and Canada will be a dealer, 
Gamble said. The operation is ex- 
pected to get under way next 
month. 

R. H. Peterson, president of Go- 
liath Imports, U. S. A., and Charles 
Konig, representative from the Go- 
liath factory in Germany, came to 
Minneapolis to finalize details of 
the plan, which they said “will be 
unique in the history of automotive 
retailing in the U. S.” 

“I believe our stores can success- 
fully sell automobiles,” said Gam- 
ble. “After all, we sell tires, bat- 
teries and many other automotive 
accessories, and our annual retail 
sale of nearly $300 million indicates 
we can sell merchandise ... why 
not automobiles?” 

“We are confident that the taking 
on of Goliath by the G-S stores will 
introduce a new era in automotive 
merchandising,” said Peterson, “and 
we are sure that it will be success- 
fully greeted by the automobile buy- 
ing public because of the great con- 
venience it will offer.” 

He said other Goliath dealers in 
the G-S territories will handle the 
parts and service end of the opera- 
tion and process the chain’s trade- 
ins. 


Used-Car Market 


Lower prices and reduced activity featured the wholesale used-car 


market last week. 


Overall average prices of used cars sold at wholesale auction de- 
clined $13 to $933, according to Automotive News’ index. The average 


equalled the previous low for the 
Aug. 3. 


year, established by the index of 


Biggest setback was the .$116 reduction on 58s, while ’52s went 


down $19; 53s, $9, and ’51s, $2. 
The price of ’56s advanced $17; 


"55s, $17; 57s, $8, and ’54s, $4. 


At a group of representative auctions last week, the average con- 
signment was 206.6 units, smallest offering since mid-April. A week 
earlier, it had been 220.2 units. The sales ratio last week was 66.8 
percent, compared with 72.5 percent in the previous week. Demand 
last week was the weakest recorded since last March. 


Auction reports start on Page 55. 


| Styling of its ’59s. The body is new; 





New Winter Tire 
Adds to Traction, 
Goodyear Says 


AKRON, O.—A new Suburbanite 
winter tire, redesigned from bead 
to bead and selling for less than 
predecessor lines, will be marketed 
in the fall, according to Goodyear 
Tire & Rubber Co. 

The tire’s main feature is a deep. 
cleated tread which enables it to 
dig down through soft snow, slush 
or mud at a strong driving angle 
for better road footage, Goodyear 
said. 

“The Suburbanite’s tread gives 
what tire engineers call ‘dynamic 
traction,’” said P. W. Drew, man- 
ager of passenger-tire development 
engineering. “This is the ability of 
the tire to grasp and pull even while 
the wheel is spinning, as compared 
° with ‘break-away traction’ which is 
the grip of a tire just before it 
spins. 

“The stronger driving thrust of 
the new Suburbanite complements 
the high horsepower of the modern 
car,” Drew continued. 

During two winters of testing 
| near Hudson’s Bay, Canada, the tire 
|gave 51 percent better traction in 
: deep snow and up to 17 percent bet- 
Friday (Sept. 19) ter traction in An Drew explained. 
across the nation. High-torque cars negotiated hub- 

The cars have new engines and|cap deep snow during the tests, he 
other mechanical improvements, | added. 
but Buick prefers to talk about the; In other improvements, new tread 
compounds combined with an inter- 
supported tread pattern give a 
quieter, steadier ride on clean roads, 
| Drew said. 


M inneapolis Picks 


Four-door hardtops have 5,205 


in “59s 


at dealerships 


glass area has been greatly in- 
creased and there is a minimum 
of metal trim. 


As Ragsdale explains it, “We 
designed these cars without any 
chrome at all. Then, when we 
had finished, we added bright | ° 
work where it was needed to Show Chairmen 


” 
a a MINNEAPOLIS. — Plans for the 
There are 17 models in three! fourth annual Upper Midwest Auto 
series this year, compared with 20/ Show were outlined at a meeting 
models in five series for 1958. The| of the sponsoring Minneapolis Au- 
six-model LeSabre series replaces| tomobile Dealers Assn.’s show com- 
the Special, and the five Invicta! mittee and officials of Minneapolis 
models occupy the niche formerly! Attractions, Inc., show producer. 
filled by the Century. |The show will be Jan. 9-18 at the 
At the top of the line are three| Minneapolis Auditorium. 

Electra and three Electra 225) Named general chairman was 
models. H. E. Warren, Warren-Cadillac, 
oe |Inc. Committee chairmen include 
dual headlights are canted| Rudy Luther, Hansord Pontiac Co., 
and the chromed squares of the| show; Bill Boyer, Boyer-Gilfillan 
grille have been retained, although| (Ford), advisory; Bill Brellenthin, 
they are set farther apart. A single| Brellenthin Chevrolet Co., and 
strip of metal trim, extending from|Manford R. Anderson, Anderson 
the headlights to the tail lights, is| Dodge-Plymouth, steering cochair- 
the only side ornamentation. |men, and John R. Scheefe, Swan- 
Highlighting the new styling are| berg & Scheefe Co. (Buick), spe- 

the finned rear fenders which flare| cial events and exhibits. — 
outward to produce what Buick| Top “name” entertainers are 





calls a “delta-wing” effect. 


Windshields are com pound- 
curved, wrapping into the roof as 
well as around the sides, and the 
rear window of two-door hard- | 
tops also curves into the roof. 

Four-door hardtops have a flat) 
roof line with slender pillars be-| 
hind the rear doors. The rear win-| 
dow wraps around the sides of the 
car from pillar to pillar, giving a) 
“picture-window” effect. 

Windshield glass area has been 
boosted nearly 45 percent to 1,810 
square inches on station wagons, | 
and 1,781 square inches on other 
models. Four-door hardtops have a 
total of 5,205 square inches of glass 


area, 
. * > 


yo new Wildcat engines dis- 
place 364 cubic inches (Le- 
Sabre) and 401 cubic inches (In- 
victa and Electra). Compression 
ratio of the LeSabre unit is 10.5 to 
1 with Dynaflow, and a two-barrel 
carburetor is used. Horsepower is 
250. 

The 401-cubic-inch engine also 
has a compression ratio of 10.5 to 1. 
Horsepower is 325. Last year’s 
figures were 250 for the Special 
and 300 for the other four series. 

Dual-turbine Dynaflow is stand- 
ard on Invictas and Electras, and 
power steering and power brakes 
also are standard on Electras. 
Triple-turbine Dynafliow is optional 
throughout the line. 

In 1958, Buick’s two top series 
(Roadmaster 75 and Limited) in- 
cluded triple-turbine Dynafiow, 
power brakes, power steering, power 
seat and power windows as stand- 
ard equipment. 

Improved aluminum front-wheel 
brake drums are standard on all 
models this year, and the “finned” 
design has been incorporated into 
the rear iron drums. Other braking 
improvements include a redesigned 
pedal linkage with a wider pedal 

(Continued on Page 66, Col. 4) 


| being sought for the show, accord- 
ling to Max Winter, head of Min- 
|neapolis Attractions. The show will 
|feature more than 180 cars and 
exhibits of automotive equipment 
and accessories. 


2 Dealers Join CARS 


FORT LAUDERDALE, Fla.—Two 
more dealers have signed franchises 
with Cars Rental System, Inc. They 
are F. G. Smart Chevrolet Co., Pine 
Bluff, Ark.. and New Brunswick 
Motors (imported cars), Highland 
Park, N. J. 


Something New— 


No, it’s not a window fan but a model 
of a flying research vehicle under develop- 
ment by Chrysler Corp.'s defense opera- 
tions division for the Army Transportation 
Corps. C. C. Utz, executive engineer for 
Chrysler's defense engineering group, 
holds the model on its side to show the 
operating principles of the new vehicle. 
Twin rotors are set within barrel-like ducts 
to provide lift and thrust for the wingless 
vehicle. One man controls the entire flight 
operation by means of simplified controis. 
Utz said the soundness of its concept has 
been proved in preliminary test model 
data. 
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Chrysler dealers have an extra edge with 


THOROUGHBRED 
IN THE 


we 











aa CLASS” 


That’s what Automotive News calls Chrysler. 
And who’s in better position to know! L. H. 
Houck, their traveling correspondent, test-toured 
a new Chrysler New Yorker 2,000 miles across Kan- 
sas, Nebraska and the Dakotas. Below, a few ex- 
cerpts from this expert’s report in the July 21 issue: 


On Chrysler styling: “No stop was ever made 
without some comment of praise . . .” “this new 
look of success . . . extends to the innermost 
recesses under the hood.” 


On Auto-Pilot: “ 


as a warning signal you set the 
knob at the desired speed, when the foot pedal 
reaches this speed, the heavy pressure against 
further advance is felt.” “press a button and the 
Auto-Pilot takes over and you remove your foot 


from the gas.” “Auto-Pilot is safe . . . a touch 
of the brake cancels it out . . .” “will seldom need 
any attention...” “second nature to a driver within 
half an hour.” “‘turned in several more miles per 
gallon than you get with your foot.” 


Another reason why— YOU GET A GREAT DEAL MORE WITH 


CHRYSLER 





On Torsion-Aire Ride: “worked perfectly and 

provided a level ride and ‘absence of pitch under 

all conditions . . . perfect control of the steering 
. required no adjustments or attention.” 


On Chrysler engineering: ‘‘there can’t be much 
wrong with American manufacturing when you 
can get into a new car...and drive 2,000 or more 
miles into a remote area of the country and back 
without buying a drop of oil or paying a nickel 
for service.” 





8 
1959 Sales Goals Hiked . 


Rambler Eyes Factory Expansion 


(Continued from Page 1) 


months of the year will have an 
important bearing on the ultimate 
decision, he said. 
« * + 

OMNEY, who is confident that 

AMC’s market will continue to 
expand, said that compact and 
small cars could take 15 percent of 
total sales in 1959. 

The increasing market penetra- 
tion by smaller cars reflects the 
shift in the consumer’s desires and 
needs and his growing dominance | 
in the market, he told press, radio 
and TV representatives at a pre- 
view of 1959 Rambler models at 
this resort near Milwaukee. 

Roy Abernethy, AMC automotive 
distribution and marketing vice- 
president, said the firm’s 1959 
model sales goal is 252,000 units, 
48 percent greater than the antici- 
pated 170,000 sales for the 1958 


higher target. He said AMC will be 
shooting for 6 percent of the 1959 
market. Based on some industry 
forecasts of 5.5 million sales in 
1959, AMC would have to sell 330,- 
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Brand Names Wx 


should help to accelerate the en- 
largement of the market. 
“Moreover, the Big Three will be 
selling as much if not more against 
their own and each other’s estab- 
lished lines as against the Ram- 





model year. 
These figures include both the) 
Rambler and the imported Metro-| 
politan, Abernethy said. 
But Romney had a somewhat 


| first time be focused on the advan- 


000 units to achieve 6 percent. 
* * + 

ALLING the American con- 

sumer now “both the benefici- 
ary and boss of our economy,” 
Romney said the “most important 
problem business faces is taking an 
objective look at consumer needs 
and meeting them. The consumer 
no longer is a faceless, nameless 
creature motivated by basic desires 
and needs at a mere subsistence 


bler,” he said. 
* 
EN they bring out compact 
cars, they'll be competing in 

our league,” Romney continued. 
“Our factories are efficient and 
tight. It is doubtful if any Big 
Three maker could profitably 
operate a compact car division 
with double our 120,000 break- 

even point.” 


Other Rambler advantages, 


* * 


he 


level.” said, are AMC’s sales experience 
Romney anticipates “a good, | With the compact car, its loyal 
lively battle” when and if the | dealer group built on “cooperative 


factory policies and constantly im- 
proving sales in a declining mar- 
ket,” and the firm’s greater flexi- 
bility of production facilities. 

Romney said AMC has added 389 
dealers since the first of the year 
for a total of about 2,650. 


He questioned the theory of in- 


Big Three enter the domestic 
small-car field. He said their 
entry would offer competitive ad- 
vantages for the Rambler. 

“The power of Big Three adver- 
tising and promotion will for the 


tage of the compact car. This 





Contest Honors— 


Two women, both from King William, 
Va., received high honors in the National 
Brand Names contest. From left are Gloria 
E. Taylor and Ethel T. Martin, of Taylor 
Motor Co. (Dodge-Plymouth), and Henry 
Abt, president, Brand Names Foundation. 





dustry: leaders who contend that 
forced obsolescence is necessary to 
provide maximum product value. 
“Forced obsolescence is an im- 
portant factor in product improve- 
ment if that obsolescence is due to 





There is no substitute for stainless steel 


No other material is as bright, strong and 
resistant to rust and wear as Stainless Steel. 

It gives every car the clean, exciting beauty that 
sells in the showroom and re-sells on the used car lot. 
Look for Stainless Steel on your new automobile. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 
Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 


| not size but power, which may 


| blers retain the same dimensions 


| low-priced cars and six inches nar- 























real improvement in the product,” 
Romney said. 
* * 


+ 
“TJOWEVER, there is rising 
doubt that change for change’s 
sake alone has true economic value, 
More and more motorists are feel- 
ing that they can do -without this 
expensive ego satisfaction.” 

Referring to the drop in sales of 
1958 model cars, Romney said: 

“At least a share of the decline 
must be attributed to the fact 
that the product itself did not 
adequately stimulate consumer 
interest. 

“This is borne out by the fact 
that exactly at the same time the 
conventional U.S. car was falling 
off so greatly in sales, sales of for- 
eign cars and Ramblers in the U.S, 
rose substantially.” 

He noted that the industry hay 
been following a product pattern 
established 30 years ago and which 
dictated “steadily bigger, more 
powerful and more glamorous auto- 
mobiles.” 

“We cannot use past success ag. 
an inflexible guide to the future,” 
Romney continued. “We cannot 
permit it to give us a presumptious 
omniscience and substitute our 
judgment for the consumer’s judg- 
ment.” 

* 


= = 
E ASSAILED “excessive con- 
centration of power in a basic 
industry.” 
“The factor of importance is 












































































or may not draw strength from 
size,” Romney said. “The question 
is not how big an industrial giant 
may be, or how large a union 
aggregation may be, but what is 
the degree of power that is 
wielded.” 

He said excessive concentration 
of power “deadens both the com- 
petitive and cooperative effort and 
deprives the consumer of adequate 
choice and influence.” 

Abernethy said the 1959 Ram- 


of current models—1% to 2% feet 
shorter than the average of other 


rower. 
> > > 
N ADDITION to the Rambler 
American line — a two-door, 


five-passenger station wagon—was 
unveiled by Abernethy. 

As much as three feet shorter 
than the average of competitive 
station wagons, it is the first 
U.S.-built wagon in the small- 
car field, Abernethy said. 

Other Rambler series are the 
108-inch-wheelbase Rambler Six 
and Rebel V-8, the 117-inch-wheel- 
base Ambassador V-8 and the Met- 
ropolitan with an 85-inch wheel- 
base. 

Individually adjustable front 
seats will be offered for the first 
time as optional equipment on all 
108-inch and 117-inch models, Aber- 
nethy said. 


> ° > 
Two separate front seats are 
fitted with separate tracks. The 
passenger can adjust his seat to 
any position without affecting that 
of the driver’s seat, Abernethy said. 
Also new are front-seat head 
rests, available as optional equip- 
ment, either singly or in pairs on 
all models. They are styled to 
match color and trim of the seats 
and are adjustable to 10 positions. 
Abernethy said other improve- 
ments include better brakes with 
30 percent more lining area and 
aluminized mufflers for longer life. 
The 1959 models will go on sale 

Oct. 8, Abernethy said. 


Six Zone Chiefs, 
Seven Assistants 
Named by Pontiac 


PONTIAC. — Appointment of six 
sales zone managers, seven assist- 
ant managers and an assistant sales 
promotion manager has been an- 
nounced by Pontiac. 

The new zone managers are: 

J. G. Vorhes, Jacksonville, Fla.; 
Walter W. Knocke, St. Louis; 
Charles L. Keyes, Milwaukee; W. 
H. Ross, Portland, Ore.; William L. 
Smith, Oklahoma City, and Charles 
K. Delsig, Houston. 

The assistant managers are: 

S. A. Hoostal, Portland, Ore.; R. 
W. Ness, Omaha; C. F. Pansing, 
Chicago; J. W. Johnston, Atlanta; 
R. W. Wilson, San Francisco; J. F. 
Ramsey, Houston, and C. M. Martin 
jr., Dallas. 

Charles L. Copeland, former Mil- 
waukee zone manager, was named 
assistant sales promotion manager. 















A lifetime of beauty never before achieved 


the 
MAGIC MIRROR finish 


ALPHA-GRYL.--2e super paint 


An original research development of the Rinshed-Mason Company, 
ALPHA-CRYL is a truly luxurious automotive finish. This new 
acrylic polymer provides outstanding depth of color, gloss reten- 
tion, and overall durability never before achieved. 

ALPHA-CRYL will appear on many of America’s outstanding cars 
in 1959. Your inquiry is welcome. 


manufactured by 


RINSHED-MASON COMPANY 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario, 
Canada 
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The Man Behind the Wheel .. . 


th 
ie 


Sales Testing the Imports 


z é 
; Eprror’s Note: This is another 
: in a series of articles which will 
) report factual results of road- 
\ testing import cars. 
* ca + 
By L. H. Houck 
j Traveling Correspondent 
| "7VHE Vauxhall Victor Super is 
the first imported car I have 
ever driven, and after road-testing 
this four seater. I have had to 
revise my thinking about small 
cars. 
That’s a genteel way of taking 
_ back what you once thought and 
‘said about the imports. This 
| scrappy little Vauxhall, made in 
| England for more than half a 
’ century, will steal your heart in 
| less than 50 miles. 


with plenty of gas left in the 
tank, Since I didn’t stop for 
service on the way, I went to my 
favorite home station for a com- 
plete check. 

The Vauxhall didn’t need any- 
thing, but the attendant did ask 
how much gas the tank held. I 
said about 18 gallons, I guess, but 
let’s look in the book. The book 
said eight Imperial gallons, which 
is 9.6 U. S. gallons. 

While we were having the tank 
| refilled, a local farmer came up, 
obviously very interested. He 
wanted to know the price and the 
miles per gallon. We showed him 
the hydraulic clutch and the roomy 


| 
R. B. Haley, zone manager for 


'Pontiac in Kansas City, arranged 
ito furnish the car through Robert 
S armacost, veteran Pontiac dealer 
jand a past NADA president. 

+ + 
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- 
Instructions Pointed Out 

J. BIRD, office manager and 
' * car distributor, went along to 
}point out the instructions pasted 
jon the windscreen, which said 
imainly “ .. . turn starting key 
fully to the right after pulling out 
ithe strangler (choke) and after 
‘engine ticks over a few times, push 
‘choke full home and set off at 
Bonce ...” 

The Vauxhall is a car which 
' will speedily remove any erro- 
neous preconceived notions about 
lack of smoothness in a four- 
cylinder motor, lack of power for 
every situation, steering and cor- 
nering. 

The Vauxhall does all these 
things so well you have to decide 
that here is a thoroughbred auto. 
It's then you realize that you've 
become a new member of the 
quality-import clan without anyone 
having uttered a selling word. 

On familiar US-50 headed East 
and home, we cruise along at 40 
while we check all the dials, and our 
eyes wander back to the few miles 
on the speedometer of the new car. 
The motor is quiet and is taking 
the car along without effort. 

The heat is normal, and so it 
seems in order that we rev up a 
little, knowing full well that we're 
going to have to go home at a 
moderate 45 to 50 m.p.h. Certainly 
we're not going to work the car at 
its top speed, which we mistakenly 
assume is about 50. 

7: > > 


Hits 60 Easily 
Y the softest touch on the 
gas pedal zooms it up to 50, 
then 60. I don’t know at what 
speed the engine would work too 
hard, but I did discover almost 
immediately that the Vauxhall was 
in its natural element at 60 and 65 
and that you need not lag behind 
the parade. 
The gas gauge showed full 
most of the time. We got home 


She's a Mudder— 
The Vauxhall Victor Super negotiated 


Car Tested: 
VAUXHALL 


Model: Vauxhall Series F, 
Model FD, Victor Super Saloon, 
four-door sedan. 

Engine: Horsepower, RAC 
and SAE rating, 15 and 63; four 
cylinders, OHV. Bore 3.126 
inches, stroke 3 inches, piston 
displacement, 92 cubic inches. 
Standard compression, ratio 7.8 
to 1. Maximum brake horse- 
power, 54.8 at 4,200 rpm, Maxi- 
mum torque, 84.5 pounds-foot at 
2,400 rpm. 

Carburetion: Carburetor is a 
Zenith supplied by an AC cam- 
operated fuel pump. Air cleaner 
is oil-bath type. Carburetor has 
a winter and summer setting for 
the accelerator pump. 

Electrical system: 12-volt, 43- 
ampere hour battery under 
hood, made in England. 

Ignition coil is oil filled, and 
distributor has a knurled ex- 
ternal nut to adjust timing to 
the petrol. 

Transmission and clutch: 
Clutch is a Borg & Beck, single 
dry plate, operated hydraulically 
from a pendant-type pedal. 

Other data: Twin two-speed 
electric wipers for the wind- 
screen; undercoating is standard 
equipment; turning circle is 34 
feet; has directional signals; in- 
clined front and rear shock ab- 
sorbers; rotary safety rear 
doors; air intake in hood; 10% 
cubic feet of usable space in 
trunk; exhaust outlet through 
rear bumper; stainless steel 
trim on windshield, rear window 
and side window moldings; 
counterbalanced hood. 

Dimensions: Overall length, 
166 inches; overall width, 62 
inches; overall height, 58 inches; 
wheelbase, 98 inches; tread, 
front and rear, 50 inches; curb 
weight, 2,150 pounds; legroom, 
front, 42 inches; legroom rear, 
41 inches; headroom front and 
rear, 35 inches; hiproom front 
and rear, 52 inches; minimum 
ground clearance, 6% inches. 


hub-deep mud easily. Narrow tread was 


no hindrance, either, because standard-tread cars knock out a wide rut in which the 
Vauxhall can run if necessary. But the British import has the power, stability and tire 
tread to make its own ruts, L. H. Houck reported. 


| strator, 





interior. His enthusiasm soared and 
then suddenly fell. 
* * 


Deplores Narrow Tread 


“MARROW tread,” he said, “I 

couldn’t use it because there’s 
a mile of unimproved road to my 
farm which gets muddy and filled 
with deep ruts in bad weather, You 
couldn’t ride in the ruts and you 
couldn’t straddle them.” 

I had to admit he had a point. 
I asked him if the road was bad 
at that moment. He said it was. 

“Don’t think it would make it, 
do you?” he asked. 

“I simply don’t know,” I replied, 
“but I'd like to try it, If you'll get 
in the front seat we'll go out even 
if we have to be towed back.” 

He agreed. As one who wore out 
the sides of 3%-by-30-inch tires on 
Model Ts before the treads, from 
driving mud and rutted dirt roads, 
I have always thought I was not 
only a good judge of a car’s ability 
in the mud but also a fairly com- 
petent mud-track driver. 


So I knew about what to expect! 


from the Vauxhall; she’d go in a 
100 feet or so, spin her little hind 
wheels, and I and the farmer 
would have to push her to solid 
ground again. 

* * * 


She’s a Mudder 


As A result of this experience,| - 


Tll challenge any mud driver 
or mud-conquering car with a 
Vauxhall. 

She took the mud like a Model 
T with chains. She didn’t slip 
and didn’t skid, Because other 


standard-width cars knock out a | 


wide rut, we found the Vauxhall 
would follow the ruts even 
though the tread is only 50 


inches, 10 inches narrow than | 


most American cars. The car also 
was a pleasure to handle under 
such conditions. 

Feeling cocky, I decided to head 
her into a mud bank, consisting of 


|a deep center rut, to see exactly 
what happens when the Vauxhall 


is hub deep in slimy mud with a 
hard bottom. I can tell you it just 
throws the mud to one side and 
goes on down the road. My passen- 
ger was impressed and, if I had 
been a car salesman in a demon- 


the order on the way home. 

I made at least three demonstra- 
tions, all with good success, One 
was on a visit to the home of a 


retired man of substance who takes | 


a motor jaunt of several thousand 
miles a year. He started driving 
with Model Ts, has been in the auto 
and service business and is con- 


sidered somewhat 
= . 


He Laughed, But... 


E LAUGHED when I pulled into 


his driveway. But he was 
curious. He looked it over, under 
and raised the bonnet for a look 
at the little four-cylinder engine. 
“No good for this country,” he 
said, “too light; more like a toy, 
and you can’t get anywhere, too 
slow.” 
There was another fellow there, 


and I asked them to take a ride.) 


We put the other fellow in the 
back, I took the wheel and my 
friend rode in the front seat. A 
large man, he was surprised how 
much room there was and how 
easy it was to get in. 

We took off on a seven-mile 
stretch of superhighway, 
soon as we were out of traffic, I 
set the needle at 65 and let her 
roll. My friend became intensely 
interested. When we got to a turn- 
around place, he asked if he could 
drive back. 

. e 


* 
Ride Sells Him 
yaa we got back, he got out 
and said: “I want to know only 
one thing. Do they make a station 
wagon? If they do I’ve got myself 
a new car for this summer’s trip. 
Well, Vauxhali makes the pret- 
tiest station wagon you ever laid 
your eyes on. 

After you study this car and look 
at its specs, it’s no wonder that it 
turns in such brillant. performance. 

It performed in the mud because 
it was not a light car, It weighs 
2,150 pounds, develops 54.8 horse- 

(Continued on Page. 52, Col. 1) 





I could have written up) 


of an authority. 
° 


and as! 





“did you say 
‘analyzed’ ? 


An unusual word for an unusual bargain: 
Automotive trim that doesn’t pit, peel or cor- 
rode. The sale is closed sooner when you 
tell your prospects about anodized Alcoa® 
Aluminum trim. It’s nationally advertised! 


“no, 1 said 
ANODIZED ! 


Anodized 
Aluminum 


from Alcoa”! 


ALUMINUM 


si ewnee Comrens OF emenres 





ALCOA ALUMINUM...FOR GLEAM AND GO! 


RESULTS!! 


That's what you get with a low-cost ad in the “market place 


of the automotive industry” 
AUTOMOTIVE NEWS. 


the 


want ad section of 


Your message in the classified pages of AUTOMOTIVE NEWS 
will reach an estimated 150,000 key industry men in automotive 
retailing, manufacturing, marketing and financing. 


GENERAL CLASSIFICATIONS 
OF WANT AD HEADINGS: 


Help Wanted 

Position Wanted 

Dealerships Available 
Dealership Wanted 
Manufacturers’ Representative 
Dealer Services 

New Lines Wanted 

Business Opportunities 

Parts For Sale 

Parts Wanted 


Car Recovery 

Cars For Sale 

Cars Wanted 

Trucks For Sale 

Trucks Wanted 

Shop Equipment For Sale 

Shop Equipment Wanted 
Antique & Classic Cars For Sale 
Mailing Lists 

Miscellaneous 


{We will be glad to consider new headings if demand warrants 


same.) 


CLASSIFIED RATES: 22c per word for each insertion. Minimum 15 
words. Position Wanted: 11c per word. Add $1 per insertion for use 
of box number. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: $12.30 per column inch for each in- 
sertion. Minimum one inch—maximum ten inches. Contract rates 


available on request. 


Closing Deadline: Six days in advance of publication date. Advance 


payment required. 











Number of Insertions:_____._._._____Amount Enclesed $s 


Company: 


Clip and Mail This Form To: 


WANT AD DEPARTMENT 


Automotive News 


2666 Penobscot Building, Detroit 26, Michigan 
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Better Market Is Coming; 
Let's Keep It Sound 


owners of customers will be ready for new cars in 
1959, and indications are that the new models will have 
enough punch to move owners of older cars closer to the | 


buying line. 


This will provide a stimulus for the whole economy, for 
when the auto industry is going in high gear it has far- 
reaching effects on the economy as a whole. 


It pumps more money into advertising throughout the 
country. It enlivens the business of nearly 40,000 dealer- 
ships across the nation, sparking the economies of thou- 


sands of local enterprises. 


So it is understandable why so many persons are inter- 


ested in cultivating any sign of an auto boomlet. 


A check among dealers by AUTOMOTIVE NEws indicates 
a rising new-car interest which matches reports of general 


economy improvement. 


This indicates the close tie between public confidence and 
car buying. 
It is well known that even as a fast-moving new car mar- 


ket stimulates the economy, the economy and public con- 
fidence stimulates new-car buying. 


This has become increasingly so, for the automotive 
package has become bigger through the years. The bigger 
it gets, the more a buyer will be influenced by his own 
feelings about the future. 


Let us all cultivate tenderly these first tender shoots of 
the auto boom we hope is coming. And just as important, 
let us all work for a sound auto market, rather than a wild 
free-wheeling market which would hurt us the year after 
this one. 





Events 


Dealer Conventions 


Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach, 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 1!2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, 9—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 


May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
* > > 
Auto Shows 


Sept. 26-Oct. 4—Commercial Motor Show, 
Earls Court, London. 

Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Oct. 22-Nov. I—Motor Show, Earls Court, 
London. 

Nov. 5-16—Turin Auto Show. Turin, Italy. 

Nov. 1423—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St. Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 29-Dec. 7—Houston Auto Show, Hous- 
ton. 

Armory, Detroit. 

Jan, 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicego Auto Show, Inter- 

national Amphitheatre, Chicago. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque, 

Feb. 27-March 8—i959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Apr. 6I!1—Denver Auto Show, 
Auditorium, Denver. 

* . * 


General 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 
ton, 

Oct. 22-24—13th Annual Technical Conven- 
tion, American Society of Body Engi- 
neers, Rackham Memorial Bidg., Detroit. 

Oct. 27-29 — National Lubricating Grease 
Institute's 26th annual meeting, Edge- 
water Beach Hotel, Chicago. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fila. 
Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs, of America Exposition, New York 
Coliseum, N, Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago, 


Feb. 18-21—1!959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago, 


Denver 


20 Years Ago... 





Automotive Cartoon 


Of the Week 
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“Who cares about that? What | wanna know is how 
much lower have you made the payments?” 





Letterbox 


Government Loans ..... 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters,are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Where Are Loan Offices? 


We have read the article pertain- 


ing to Government small business 
loans in the Aug. 25 issue of AvuTo- 
motive News and we would appre- 
ciate knowing where we can get in 
touch with this Government agency. 
—INTERESTED DEALER. 


Eprror’s Note: In answer to this 
and similar requests for the loca- 
tion of Small Business Adminis- 
tration offices, a list of the offices 
follows: 

Suite 900, 131 State St., Boston 9, 


Mass.: Rooms 11 and 12, 335 Water 
St., Augusta, Me.; Second Floor, 17 
School St., Concord, N. H.; 79 Main 
St., Montpelier, Vt.; Room 310, 
Smith Building, 57 Eddy St., Prov- 
idence, R. L; 42 Broadway, New 
York 4, N. Y.; 70 Arch St., Hart- 
ford, Conn., Room 904, Chimes 
Building, 500 S. Salina St, Syra- 
cuse, N. Y. 

Rooms 1500-1515, Jefferson 
Building, 1015 Chestnut St, 
Philadelphia 7, Pa.; Rooms 801- 
302, Fulton Building, 107 Sixth 
St., Pittsburgh 22, Pa.; 900 N. 
Lombardy St., Richmond 20, Va.; 
Room 611, Calvert Building, Fay- 
ette and St, Paul Sts., Baltimore 
2, Md.; Davidson Building, 910 
Quarrier St., Charleston, W. Va.; 
Room 1116, Independence Build- 
ing, 102 W. Trade St., Charlotte, 
N. C.; Old Post Office Building, 
Clarksburg, W. Va. 

Room 103, 1745 Sumter St., Colum- 
bia, S. C.; 90 Fairlie St, N. W., 
Atlanta 3, Ga.; 206 Exchange Build- 
ing, 2109 Fifth Ave., N., Birming- 
ham 3, Ala.; 732 Falls Building, 22 
N. Front St., Memphis, Tenn.; 301 
Huntington Building, 168 Southeast 
First St., Miami 32, Fla.; P. O. Box 
9442, 1255 Ponce de Leon Ave., 


The Big Stories 


Chevrolet dealers surpassed projected sales totals in both new and 
used cars for Aug., 1938, when 42,606 new and 107,593 used cars were 


sold. 


Factory sales of cars and trucks in August was set at 91,300 units, 
bringing the total for the first eight months to 1,547,776. 

A court decision denied the State of Colorado the right to charge 
sales tax on used cars sold after they were turned in as part payment 


on. new cars. 


Sales of Studebaker cars and trucks in August totalled 2,457. This 


brought sales for 1938 to 26,392. 


Increase of New Jersey’s legal automobile speed limit from 40 to 45 
m.p.h. in selected sections of open country highways, was recom- 


mended this week in 1938. 
5 


—From the files of Automotive News. 





Santurce, Puerto Rico; 315 Empire 
Building, 624 Market St. S. W., 
Knoxville, Tenn.; 820 Electric Build- 
ing, 120 South West St., Jackson, 
Miss. 

Fourth Floor, Standard Building, 
1370 Ontario St., Cleveland 13, O.; 
Suite 413, Federal Building, Louis- 
ville 2, Ky.; Room 1402, 226 W. 
Jackson Blvd., Chicago 6, Ill; 302 
Federal Building, Davenport, Ia; 
Room 506, Federal Building, In- 
dianapolis, Ind.; 313 New City- 
County Building, Madison, Wis.; 301 
Metropolitan Building, Second Ave. 
and Third St., Minneapolis 1, Minn.; 
Fifth Floor, Home Savings Build- 
ing, Kansas City 6, Mo. 

Room 705, Federal Office Build- 
ing, Omaha 2, Neb.; Room 318, 
U. S. Customs House, St. Louis 

1, Mo.; 301 Bitting Building, 107 
N. Market St., Wichita 2, Kans.; 
Fidelity Building, 1000 Main St., 
Dallas 2, Tex.; Veterans Adminis- 
tration Building, Houston 2, Tex.; 
Room 602, Rector Building, 405 
W. Third St., Little Rock, Ark.; 
Room 303, Federal Office Building, 
New Orleans 12, La.; Room 315, 
Bankers Service Life Building, 
114 N. Broadway, Oklahoma City 
2, Okla. 

Room 412, Kallison Building, 434 
S. Main Ave., San Antonio 5, Tex.; 
519 Mayo Building, 420 S. Main St., 
Tulsa, Okla.; Railway Exchange 
Building, 909 Seventeenth St., Den- 
ver 2, Colo.; Room 518, Phillips 
Petroleum Building, Salt Lake City, 
Utah; Room 222, Korber Building, 
Second and Copper Sts., N. W., Al- 
buquerque, N. M.; 40 Davis St., San 
Francisco 11, Calif.; Room 510, 119 
Merchant St., Honolulu, T. H.; 
Room 1220, Smith Tower, 506 Sec- 
ond Ave., Seattle 4, Wash. 

Room 412, Power Block, Main 
and Sixth Ave., Helena, Mont.; 811 
S. W. Washington St., Portland 5, 
Ore.; Second Floor, 424 Fifth Ave., 
Anchorage, Alaska; P. O. Box 933, 
Post Office and Courthouse Build- 
ing, Boise, Id.; Room 1101, Ohrbach 
Building, 312 W. Fifth St, Los 
Angeles 13, Calif.; 502 Arizona Sav- 
ings Building, Phoenix, Ariz., and 
211 W. Congress St., Detroit 26, 
Mich. ee 


Service Issue ‘Splendid’ 


Can you send me several reprints 
of the service articles which ap- 
peared in the Aug. 18 issue? 

You certainly did a splendid job 
getting all this information together 
and I feel that the few articles that 
I have read so far should be able 
to make a better profit in my shop. 

Thanks a lot.—Wu.uiaM H. Stan, 
William H. Stahl Chevrolet, Inc., 
365 Street Rd., Southampton, Pa. 












WHERE ARE YOU 
GOING IN 99! 


ou Can Grow 
ith RAMBLER 


THE ONE CAR THAT CONTINUES TO GAIN SALES MOMENTUM 
MONTH AFTER MONTH 
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e ; RAMBLER SALES uP 81% 

a. e Year to Date 

: * 

e @ RAMBLER JuLy sates uP 155% 
i * Over July 1957 

= * 

: @ RAMBLER aAucust sa.es up 148% 
: e Over August 1957 

es Wouldn’t You Like to Sell America’s Top 

P Sales Success Car? 

i MAIL THIS COUPON TODAY 
: PLAN NOW FOR °59 meee boc Bomar 


Detroit 32, Michigan 


We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Gentlemen: Will you please provide me with more complete infor- 
mation about the Rambler franchise. | understand.that | am under 
no obligation and my inquiry will be held in the strictest confidence. 


| Se 





Rambler Franchises Also Available in Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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AUTOMOTIVE WASHINGTON 


There’s No One Formula 


For Territory Security 


By William Ullman 


Washington Bureau Chief 


A READER of this column writes in, inquiring: “I have 
been wondering why Frigidaire, Johnson Motors, Evin- 
rude Motors and many other business groups have closed 
territories, and automobile factories cannot enter into a 
contract of that kind with dealers.” 

Unfortunately, there is no? 1. Repeal of the manufacturers’ 
short answer. The whole excise tax on automobiles, parts, 
question of territory security | and accessories. 
is a long and involved one, hinging| 2. Amendment of the Internal 
on sticky interpretations of the| Revenue Code relative to dealers’ 
antitrust laws. There is = easy | reserves. . ¢ « 
formula whereby it can be said) P " 
that one aaeaney can have terri-| Territory Security 
tory security and another cannot. | S. 3865 — areas of sales and 
There is no law addressing itself|*”* service responsibilities. 
specifically to this subject. | 4. Elimination of excise taxes on 

Generally, however, the legality! driver-training vehicles. 
of territory security depends on its | 5. Amendment of Internal Re- 
effects. The parcelling out of ex-| venue Code tax-lien provisions as 
clusive sales areas to retailers has| they affect automobiles. 

been held by the|— 

courts to be un-| 

lawful when it} 

tends to restrain 

competition un-| 

reasonably. 
That is, it has 

been struck down 

when used by a 

manufacturer or 

group of manu- 

facturers to mo- 

nopolize the mar- 

William Uliman ket or as part of 
a scheme to fix prices illegally. In 
other cases, it has been ruled out 
because the dealer not only was 
assigned an exclusive territory but 
was also prohibited from handling 
competing goods (territory security 
plus exclusive dealing). 

The courts look closely at the 
competitive structure of an indus- 
try in attempting to assay whether 
the effects of closed territories are 
harmful or not. How dominant are 
the companies with protected re- 
tailers? How strong is the remain- 
ing competition? Would a dealer 
with sole selling rights to product 
X in a given market have a mo- 
nopoly, or are there ample com- 
petitors selling Y and Z? 

For the auto industry, the le- 
gality or illegality of territory 
security has not been conclusively 
resolved. True, the Department 
of Justice has opined that geo- 
graphic assignments for car sel- 
lers are illegal, and as a result 
the factories yanked the territory- 
security clauses from their fran- 
chises in 1949. But the question 
has never come directly before 
the Supreme Court. leaving the 
matter at loose ends. 

It is precisely this uncertainty 
that has brought pleas from cer- 
tain segments of the industry for 
Federal legislation to clarify the 
matter beyond any doubt, to spe- 
cifically declare exclusive sales ter- 
ritories as lawful under the anti- 
trust statutes. 

Will there be a law sanctioning 
territory security for the auto in- 
dustry? Well, that’s another ques- 
tion. As matters stand now, the 
Justice Department is the latest 
word and the manufacturers are 
not likely to challenge it. 


NADA Report Is Frank 


i A SPECIAL report to its mem- 
bers, NADA has laid its legisla- 
tive record on the line in a refresh- 
ingly forthright manner. The trade 
group points out that it helped get 
three bills passed that it wanted 
passed and saw two defeated that 
it wanted defeated. 

But it also confesses that it got 
nowhere on seven other meas- 
ures. NADA makes no excuses; 
it offers no alibis. There are few 
Washington lobbies —even those 
as successful on Capitol Hill as 





NADA—which bother to list their 
failures. 

From a practical point of view, 
a list of legislative failures is of 
much more value to members than 


a recitation of successes. NADA 
knows that a logs in one Congress 
can be turned into victory at an- 
other if enough dealers know what 
has to be done. 

Here is the legislation which 
NADA says it supported but didn’t 
achieve: 


aa 


6. Certain tax-relief provisions 
for small business not incorporated 
in the tax relief legislation enacted 
by Congress. 

7. A labor law amendment de- 
signed to eliminate the “no man’s 
land” existing in the present law, 
where the National Labor Rela- 


tions Board fails to take jurisdic- 

tion over labor disputes and state 

courts are precluded from doing so. 
* * > 


20 Testify for NADA 


ADA POINTS out that during 

1958, 20 of its witnesses were 
heard in five separate congres- 
sional hearings. It backed passage 
of the auto sticker bill and meas- 
ures to provide tax relief and new 
credit sources for small business— 
all of which are now law. 


It opposed elimination of certain 
exemptions under the Fair Labor 
Standards Act, as well as the 
Kennedy-Ives labor-reporting dis- 
closure act — and both were de- 
feated. If the trade group can 
devote as much time and energy 
next year to its unfinished business, 
it may have even fewer “failures” 
to report at the end of 1959. 


* + * 


Psychologists Study Behavior | 


aw of honesty, the psy- 
i’ 


| 





their annual meeting in Washing- 
ton this month. These men and 
women are engaged in a fascinat- 
ing study—why we behave the way 
we do—but they are so scientific, so 
cautious, so careful of their facts, 
that it is hard to pin one of them 
down to a flat statement about 
anything. 

Despite this drawback, there 
were some interesting papers 
presented to the American Psy- 
chological Assn., covering every- 
thing from how to hire a sales- 
man to how to avoid a head-on 
collision. 

John E. Wilson, Williams & Co., 
Inc., Pittsburgh, told how psycho- 
logical tests were helping to reduce 


turnover in the sales department of | 
| Electric Co., W. B. Knowles and 


his company. 


ured each applicant’s vocabulary, 
reasoning, mechanical ability, tem- 
perament and ability to think 
critically. Education and experi- 
ence also were considered in hiring 
the men, and a consulting psycholo- 
gist interviewed each applicant. 

Neither management nor the 
job applicants could see what 
some of the tougher vocabulary 
tests and a mathematics reason- 
ing test had to do with the job. 
As it turned out, however, they 
had more to do with hiring good 
men for some jobs than did the 
mechanical and arithmetic tests. 

Dealers with a turnover problem 
may find that psychologists can 
help them lick it. 

Two psychologists with General 


Of a group of salesmen hired| W. L. Carel, have been running 
before the firm started giving tests|Some tests to find out how well 


to job applicants, only 48 percent! 


were still around two years later. 
But 79 percent of a second group 
hired with the aid 


Management seemed to think they 
were better salesmen, too, but the 


psychologist said he couldn’t meas-| 


ure that. . © © 
Numerous Tests Given 


of tests were} 
still on the job after two a 


people can judge the speed at 
which an unfamiliar object is rush- 
ing at them. Subjects were shown 
moving shadows on screens, then 
asked to estimate how quickly they 


would collide with them. 


Carel and Knowles found that 
people can judge the time-to- 
collision very well—if they are pay- 





|ing attention. That finding could 
| make it tough on the motorist who 





HE screening process used by| tries to alibi out of a left-turn col- 
Williams & Co. included a|lision by saying, “I didn’t realize 
chologists of the nation held} whole battery of tests, which meas-| he was going that fast.” 






..for the sign on the showroom 


and the tail lights* on the 


Car. 


ei Re 





Columbus, O. 


Sales of new cars in metropolitan 
Columbus (Franklin County), O., 
in August slipped to the lowest level 
since February, but foreign makes 
continued to make inroads on the 
market. 

The month’s registrations totalled 
1,655, a drop of 251 units from July 
and 579 below August last year, ac- 
cording to a report issued by the 
clerk of courts in cooperation with 
the Columbus Automobile Dealers 
Assn. 

For the first eight months of 
the year, the total of 14,363 fell 
5,110 units, or 26 percent below 
the corresponding 1957 period. Of 
this number, about 5 percent rep- 
resented imported cars, compared 


with less than 2 percent in the | 


year-earlier period. 

Used-car sales also declined in 
August. The total of 5,328 fell 415 
below July. This year’s eight-month 
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Sales Conditions in Various Areas... 


Auto Market Reports 


total of 43,458 was 1,329 units below 
the year-ago period. 

New-truck registrations were 
down, too, in August. The total of 
|179 was 28 units below July and 


|49 below August, 1957. The eight- 


month total of 1,432 fell 338 below 
a@ year ago. 

Chevrolet continued to lead new- 
|ear sales with 500 August registra- 
| tions. Ford trailed with 387. Other 
| registrations were: Plymouth, 154; 
| Dodge, 120; Pontiac, 82; Oldsmobile, 
| 81; Rambler, 48; Mercury, 38; 
| Buick, 36; Cadillac, 24; Chrysler, 
|21; DeSoto, 21; Volkswagen, 20; 
Volvo, 16; Isetta, 9; Triumph, 9; 
MG, 7; Metropolitan, 7; Austin, 6; 
| Goliath, 6; Hillman, 6; Imperial, 6; 
Renault, 6; Borgward, 5; Lincoln, 
5; Morris, 5; Studebaker, 5; Edsel, 
3; Packard, 2, and miscellaneous, 
| 20. 

New-truck registrations were: 
Chevrolet, 71; Ford, 46; Interna- 


\ Semen’ 26; Dodge, 12; GMC, 9; 


Mack, 6; Volkswagen, 6; Divco, 1; 


| 
| 
| 


White, 1, and Willys, 1—(Justin 


Henley.) 
. =» *® 


Washington, D. C. 


A. total of 1,510 new cars were 
registered in the National Capital 
area during August, compared with 
1,601 in July. The August total, 
however, exceeded sales in both 
May and June. 

By makes, August registrations 
were: Chevrolet, 439; Ford, 258; 
Plymouth, 166; Oldsmobile, 76; 
Pontiac, 62; Dodge, 55; Rambler, 
50; Mercury, 43; Chrysler, 42; 
Cadillac, 40; Buick, 36; English 
Ford, 33; Volkswagen, 25; Hill- 
man, 18; Renault, 16; Fiat, 13; 
DeSoto, 12; Morris, 12; Volvo, 12; 
MG, 11; Vauxhall, 9; Imperial, 
8; Mercedes-Benz, 8; Lincoln, 7; 
Simca, 7; Austin, 6; Jaguar, 6; 
Studebaker, 6; Metropolitan, 5; 
Triumph, 5; Edsel, 2, and miscel- 
laneous, 22. 


New-truck registrations totalled | 


Dodge Pickup Transfers 


$10 Million for La. Bank 

JENNINGS, La. — A Dodge 
pickup truck sold by Hebert & 
LeBleu, Inc. (Dodge-Plymouth), 
carried more than $10 million in 
currency and coins for the 
Calcasieu-Marine National Bank 
during construction of a new 
building. 

Each day, the truck backed up 
to the old bank vaults under po- 
lice protection and hauled the 
money needed for the day’s op- 
eration to a temporary ban 
location. 


| 
172 in August, compared with 219) 
a month earlier. By makes, they) 
were: Chevrolet, 52; Ford, 37; GMC, 
32; Dodge, 13; International, 13; 
Diamond T, 6; Divco, 3; Mack, 3; 
Willys, 2, and miscellaneous, 11.— 


(William Ullman.) 
= 


Minneapolis 


New-car registrations in Henne- 
pin County (Minneapolis) during 
August were behind levels of a year 
ago for the seventh month in a 
row, according to Finance and 
Commerce, business newspaper. 

August registrations totalled 2,094 | 


15 


cars, a drop of about 19 percent 
from the year-ago month. However, 
it was a slight improvement over 
the July count of 2,017. 


Chevrolet continued to lead 

with 632 registrations, followed by 
Ford with 388. Others: 
227; Oldsmobile, 115; Pontiac, 111; 
Rambler, 110; Buick, 95; Mercury, 
15; Dodge, 74; Cadillac, 51; Chrys- 
ler, 32; Volkswagen, 23; DeSoto, 
22; Studebaker, 19; Packard, 12; 
Lincoln, 10; Edsel, 5, and miscel- 
laneous, 93. 


New-truck sales in August total- 
led 205, compared with 220 in Aug- 
ust a year ago and 223 in July. By 
makes, they were: Ford, 76; Chev- 
rolet, 68; International, 30; GMC, 
16; Diamond T, 3; Dodge, 2; Mack, 
2; Volkswagen, 2; Willys, 2; Divco, 
1; White, 1, and miscellaneous, 2.— 


(Donald M. Lyons.) 
= * * 


Houston 


August saw 2,948 new cars regis- 
tered in Houston, compared with 
2,989 in July. 

Chevrolet widened its lead with 
1,019 registrations for the month, 
compared with Ford’s 623. Others: 
Oldsmobile, 225; Buick, 176; Plym- 
outh, 157; Cadillac, 105; Pontiac, 
91; Mercury, 90; Rambler, 74; 
Dodge, 44; Renault, 43; Volkswagen, 


| 31; Chrysler. 29; English Ford, 29; 


DeSoto, 26; MG, 22; Metropolitan, 
17; Lincoln, 16; Volvo, 16; Triumph, 
13; Hillman, 8; Imperial, 8; Opel, 
8; DKW, 6; Edsel, 6; Peugeot, 5; 
Willys, 3; Nash, 1, and miscel- 
laneous, 26. 

New-truck registrations totalled 
477, compared with 556 in July. By 
makes, they were: Chevrolet, 209; 
Ford, 137; International, 70; GMC, 
29; Dodge, 9; White, 4; Autocar, 3; 
Mack, 3; Studebaker, 3; Diamond 
T, 2; Willys, 2, and miscellaneous, 
6.—(Ruby Fenoglio.) 


Boise, Id. 


A total of 199 new cars were sold 
in Ada County (Boise), Id., in Aug- 
ust, of which 20 percent were 
foreign cars. 

A month earlier, with 250 regis- 
trations, imports accounted for 19 
percent. 

By makes, August registrations 
were: Chevrolet, 62; Ford, 33; 
Volkswagen, 17; Rambler, 16; 
Oldsmobile, 9; Cadillac, 6; Mer- 
cury, 6; Plymouth, 6; Pontiac, 5; 
Edsel, 4; Imperial, 4; Buick, 3; 
Hillman, 3; Chrysler, 2; Dodge, 
2; English Ford, 2; MG, 2; Re- 
nault, 2; Triumph, 2; Austin, 1; 
Lincoln, 1; Simca, 1; Vauxhall, 
1, and miscellaneous, 9. 
New-truck registrations num- 

bered 54 in August, compared with 
64 in July. By makes, they were: 
Chevrolet, 21; Ford, 13; Interna- 
tional, 8; GMC, 3; Dodge, 2; Mack, 
1, and miscellaneous, 6. 


Court Sets Aside 
$16,500 Verdict 
Against Dealer 


LOUISVILLE. —A Circuit Court 
judge has set aside a $16,500 judg- 
ment against Cooke Pontiac Co. 
which a jury awarded to a mother 
and daughter last year for injuries 
suffered in an auto accident. 

The suit by’ Mr. and Mrs. Paul 
Hogan and their 16-year-old daugh- 
ter, Delores, claimed the new car 
they bought at Cooke Pontiac went 
out of~control because of a defec- 
tive brake. 

Judge Lawrence S. Grauman, in 
an opinion following requests by 
all parties for a new trial, said 
that after reviewing testimony he 
did not think the brake could have 
been defective. 

If the brake had been defective, 
Grauman said, “it could not be be- 
lieved that Hogan could have 
driven the Pontiac for 125 miles or 
more, making numerous stops, and 
not having known that the right 
front brake was defective.” 

He said the case should not have 
gone to the jury and that a directed 
verdict should have been given in 
Cooke Pontiac’s favor. The Hogans 
had sued for a total of $73,499. 


Water Loss Alarm 


Water-larm Corp., 404 S. E. 202nd 
St., Portland, Ore., is in production 
on a device which gives an alarm 
to operators of trucks, tractors and 
other heavy Diesel-powered equip- 
ment, warning that water is low 


registers any 


before the engine 
heat. 





of the world’s top cars were advertised in 
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MERCEDES-BENZ 


CADILLAC MORRIS 
CHEVROLET OLDSMOBILE 
CITROEN PACKARD 
CONTINENTAL PEUGEOT 

DE SOTO PLYMOUTH 
DODGE PONTIAC 
ENGLISH FORD RENAULT 
FIAT SIMCA 


FORD/THUNDERBIRD STUDEBAKER 


IMPERIAL TRIUMPH 
JAGUAR VAUXHALL 
LINCOLN VOLKSWAGEN 


Holiday Magazne durmg the first 9 months of 1958 


Why all the traffic in Holiday? 
The reasons are clear: 


e Families with incomes of $7,500 a year or 
more (less than a fifth of U. S. families) buy 
more than a third of all the new cars sold. 


e Holiday’s 875,000 families have incomes 
nearly triple the national average. They own 
1.2 million cars and drive them some 12.4 
billion miles a year—on 900 million gallons 
of gas and 42 million quarts of oil. 


If you sell cars (or anything automotive), 
shouldn’t your advertising be in Holiday, too? 


readers go more, do more, buy more! 
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KEEP SICKENING 
EXHAUST FUMES OUT 
OF YOUR GARAGE! 





With A Standard 
NATIONAL 
EXHAUST REMOVAL KIT 


Choose from 6 overhead or underfloor 


systems. Removes exhaust fumes without 
heat loss to your shop. Complete “pack- 
aged” kit includes motor, blower, tailpipe 
adapters, ducting and flexible extension 
tubes. Installs in present or new buildings. 
Write for illustrated brochure and free 


planning service. 


THE NATIONAL SYSTEM 


OF GARAGE VENTILATION, INC. 
147 W. William Street 
Decotur, Iilinois 





eRe man EIEN 
HAND YOUR NEXT PROSPECT 
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Practical Problems of Selling 


HE used-car salesman who 

doesn’t have the number a 
customer wants sometimes can 
turn a walk-a-way into a new- 
car sale by direct action. 

Perry Shirbroun, used-car 
salesman for Paul Manning 
Chevrolet Co., Des Moines, tells 

how he solved this 


problem. 
Sales “A man and his 
Case wife came on our 
Histories used-car lot across 


- the street from our 
main building and general sales 
room. They were driving a 1955 





Auto Radar System 
Warns of Traffic Peril 


DETROIT.—The Detroit re- 
search laboratories of Bendix 
Aviation Corp. are working on a 
production version of an auto 
radar-warning system now being 
road-tested. The cost is estimated 
at less than $200. 

The system features a radar 
antenna mounted on the radiator 
grille. When a motorist is ap- 
proaching another car or object, 
the antenna sends out signals 
which are converted automati- 
cally regulated “beep-beep” 
sounds, 











passenger car. The man said that 
because they had six children, 
they had decided they would 
have to get a station wagon. 

“He said he wanted a 1956, 
three-seat station wagon, ad- 
mitted he had been at some other 
places on Locust St. auto row, 
and inferred if I didn’t have one, 
he would just drive on. 

“I didn’t happen to have such 
a vehicle but made a pretense 
of looking at the far-back of 
the lot to give me just a little 
time,” Shirbroun said. 

“When I came back I told him 
I didn’t have the car he wanted, 
and said ‘sorry, I'd like to help 
you out. I know what a problem 
it is with several children.’ 

“As he started to walk toward 
his car at the curb, I called: 
“‘Oh say, just a moment. I just 
happen to remember, we have 
one across the street I'd like to 


show you’. 
* * 


“g TOOK him into the new-car 
sales room, pointed out a new 

model 1957 station wagon and 
said: ‘There’s one I'll let you have 
for your car and $1,600.’” 

Shirbroun said he got the nor- 
mal reaction: 

“JT told you I couldn’t afford 
a new 1957’. 

“However,” Shirbroun said, 





|U.S. Car Exports Slump 


aM lnpressive 15% Percent in First Half 





created and produced by 
UTLEY BROTHERS inc. 


17631 Filer Avene 
Detroit 12 Michigan 


BE READY TO SELL '5S9 MODELS! 

You'll wont on omple supply of colorful business 
cards on hond for this important event. Order 
your supply of Full-Color cords todey. if you 
with a free somple folder send request on your 
compony letterhead. 





Should A Dealer 
Maintain Loan Cars? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.’ 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


(copies) of the new book, 
“The Automobile Dealer’ 
1 enclose check covering books at 
0 $5.20 each 
0 Send books C.O.D., plus postage 








DETROIT. — The Automobile 
|Manufacturers Assn. reported last 
week that new-car exports from 


| this- country totalled 74,586 in the 
Hast half, down 15% percent from 


last year’s comparable total of 88,- 


| 217. 
| At the same time, Department 
of Commerce figures showed that 


the U. S. imported 132,547 new 
cars in the first four months of 
the year. All but 1,559 of the im- 
ports came from five countries— 
England, West Germany, France, 


| Italy and Sweden. 


Here are some of the highlights 
of the AMA report on U. S. factory 
sales and exports: 

Total factory sales (domestic and | 
export)—Car sales totalled 2,250,887, | 
down 33 percent from last year’s 
first-half total of 3,358,976. 

Total truck sales totalled 444,- 
428, down 23.7 percent from last 





Mathieson Names 


O’Boyle; 2 Upped 


NEW YORK.—One appointment 
pone two promotions in the auto- 
| motive products department, Chem- 

icals division, Olin Mathieson 
| Chemical Corp., 

have been an- 
nounced. 

Robert H. O’ 
Boyle has been 
named assistant 
sales manager 
for Pyro anti- 
freeze and Pyro 
radiator chem- 
icals. Before 
joining Olin 
Mathieson, he 
was with Com- 
mercial Solvents Corp. 

William B. Stiles has been pro- 
moted from field representative to 
Western division field supervisor in 
the Pyro sales organization. Arnold 
E. Pommerening has been pro- 
moted from field representative to 
assistant sales manager of Puritan 
products. 





R, H, O’ Boyle 


Traffic Safety Committee 
Formed by N. H. Groups 


MANCHESTER, N. H.—The New 
Hampshire Automobile Dealers’ 
Assn. and the New Hampshire 
Truck Owners’ Assn. were among 
organizations which formed a per- 
manent Citizens’ Traffic Safety 
Committee here. 

Motor Vehicle Commissioner 
Frederick N. Clarke has appointed 
Warren A. Bodwell, local insurance 
executive, and Lt. Arthur Kehas, 
Manchester Police Department, as 
chairman and cochairman of the 
committee. 


year’s 582,295. Bus sales were 1,- 
639, down 25.7 percent from last 
year’s 2,205. 

Export truck sales totalled 98,133, 
down 16.5 percent from last year’s 
117,672. Export bus sales were 172, 
down 51.7 percent from last year’s 
356 


Exports to Canada—cCar sales to-| 


talled 9,333, down 10.5 percent from 
last year’s 10,427. 

Truck sales were 2,483, down 31.8 
percent from last year’s 3,641; Bus 
sales were 109, down 34.3 percent 
from last year’s 166. 

Car, truck and bus exports to 


Canada totalled 11,925, down 16.2 


percent from last year’s 14,234. 

The figures on imported cars 
showed that England sent 51,237 
units to the U. S. during the first 
four months of this year. West Ger- 
many was second with 43,914, fol- 
lowed by France, 23,587; Italy, 6,- 
689, and Sweden, 5,561. 

England also led in dollar value 
of imported cars with $61.9 million, 
followed by West Germany, $47.1 
million; France, $22.9 million; Italy, 
$8.1 million and Sweden, $6.6 mil- 
lion. 

AMA said 5,057 new trucks, buses 
and chassis valued at $5.8 million 
were imported during the four 
months. West Germany had this 
category all to itself with 4,377 units 
worth $4.9 million. 

West Germany also sent 2,268 
used cars to the U. S. and they 
were valued at $2.8 million, The 
overall totals for used imported 
cars was 2,501 units worth $3.1 
million. 

The West German manufacturers 
also sent $3.2 million worth of auto- 
motive parts to the U. S. in the 
January-April period. England was 
second with $3 million, and France 
was third with $1.27 million. 


Gabriel to Acquire 


Missile Concern 


CLEVELAND. — Acquisition by 
the Gabriel Co. of Taleo Engineer- 
ing Corp., Mesa, Ariz., producer of 
rocketry and missile devices, has 
been approved by directors of both 
firms. 

John H. Briggs, Gabriel president, 
and Franz G. Talley, Talco presi- 
dent, said the agreement is subject 
to ratification by the shareholders 
of both companies at separate meet- 
ings. The Gabriel meeting will be 
held Oct. 30. 

Under the terms, Gabriel will 
give Talco 137,500 shares of its $1 
par-value stock in exchange for 
Talco assets, including all the issued 
and outstanding shares of the lat- 
ter’s wholly owned operating sub- 
sidiary, Talco Engineering Co. 





“both the man and his wife did 
walk over and look at the new 
one. The first thing she said 
was: ‘John, it sure is pretty!’ 

“Well, we talked a little. John, 
the customer, bawled me out a 
little for bringing him across the 
street, but he started asking some 
questions and we walked along a 
few minutes. Pretty soon he said 
he had just one payment left on 
his 1956, and asked what we 
could do about that. 


“Well, we fixed up the deal to 


suit him and he drove the new 
1957 station wagon out.” 
* * + 

Y EXPERIENCE I had 

learned it just isn’t any use to 
try to argue used-car buyers into 
a new one on the used-car lot. In 
almost all cases they’ll just walk 
off. 

“While I was making that pre- 
tended search at the back of our 
used-car lot, I decided to try the 
direct approach on this customer. 
It worked.” 

Dick Holbrook, general man- 
ager for Paul Manning, said 
“That same customer was in here 
just last week and we traded 
him that 1957 station wagon for 
a new 1958—yes, a station wagon 
again.” 





Designed for Dealers .. . 


CIT Forms Leasing Unit 


NEW YORK.—A plan designed 
to enable a franchised auto dealer, 
without investment or risk, to build 
increased sales volume through 
a full-scale fleet-leasing operation, 
has been announced with the for- 


mation of Service Leasing Corp.,| 


a new subsidiary of CIT Financial 
Corp. 

Service Leasing said it will 
assume all risks and all admin- 
istrative and record-keeping bur- 
dens, with the dealer providing, 
for immediate cash payment, only 
the necessary cars or trucks 
which his leasing prospect re- 
quires. 

The plan will cover fleets rang- 
ing in size from a few cars or 
trucks to several hundred units. 

“Our advice to any dealer is to 
keep all the leasing prospects in 
his area—to make direct sales to 
them if possible but to provide 
them with practical leasing facili- 
ties, under the dealer’s control, if 
they prefer leasing,” the company 
pointed out. 

“Service Leasing, operating 
throughout the U. S., will make it 
possible for smaller fleet operators 
to lease vehicles with the same low- 
cost advantages as the operators 
of the largest fleets,” the announce- 
ment said. 

“Our type of leasing, called the 
‘economy lease,’ keeps all costs 
low, does not include repair and 
maintenance and has proved to 
be the most economical for the 
lessee. For auto dealers, it offers 
additional sales volume and a 
new sales tool, without any finan- 
cial risk, or financial outlay.” 

In using Service Leasing Corp., 
the dealer obtains the fleet user’s 
signature to the lease and submits 
it with a simple “leasing data state- 
ment” to Service Leasing. 

When the lease is approved, the 
dealer furnishes the vehicles out 
of stock, or orders them through 
his factory. Service Leasing ad- 
vances all cash immediately. After 
delivery of the vehicles to the les- 
see, SLC takes care of all adminis- 
trative, collection and account serv- 
icing details. 

The lessee pays all fees, insur- 
ance and maintenance costs, the 
firm pointed out. The dealer has no 
further responsibility, other than 








Big Sale— 


Probably the largest “sale"’ ever rung 
up by a service station operator has been 
registered by William G. Davis of Klamath 
Falis, Ore. Top winner in a national “Sell- 
ing Slants" contest of AC Spark Plug divi- 
sion, General Motors Corp., Davis won a 
$10,000 savings bond plus cash for taxes. 
A duplicate award went to W. G. Cooley, 
right, who, as a sales representative for a 
parts distributor, orders AC products for 
Davis. The awards are presented by S. W. 
Galloway, left, AC San Francisco regional 
sales manager. 





normal new-car warranty. SLC said, 
and should expect to profit substan. 
tially from the parts and mainten- 
ance business that his fleet-leasing 
customers will generate. 


State Legislators 


To Attend Fall 
Safety Parleys 


WASHINGTON. — Four regional 


| conferences on street and highway 


safety will be conducted this fall 


|for state legislators. They will be 


sponsored by the President’s Com- 
mittee for Traffic Safety and the 
Council of State Governments. 

The conferences will be con- 
ducted by the Traffic Institute of 
Northwestern University, with as- 
sistance from other national organ- 
izations. The purpose is to encour- 
age legislative study of street and 
highway needs (exclusive of high- 
day construction) of the opera- 
tional agencies in each state. 

Attendance will be by invitation 
of the sponsoring groups, and each 
conference will be limited to four 
legislators and one legislative staff 
member from each state. 

Dates and sites of the confer- 
ences are: Oct. 7-10—Dinkler Plaza 
Hotel, Atlanta. Nov. 9-12, Statler 
Hotel, Boston. Nov. 30-Dec. 3— 
Sheraton Hotel, Chicago, and Dec. 
7-10, Utah Hotel, Salt Lake City. 


DeSoto Lists 19 
As Tops in Sales 


DETROIT.—Because of ties for 
several positions, 19 DeSoto dealers 
shared “top ten” sales honors for 
June, the company announced. No. 
1 sales spot for retail deliveries 
went to Highlander Motors, Inc., 
Baltimore. Armory Garage, Inc., 
Albany, N. Y., was runner-up. 


Third place went to Howard Mo- 
tors, Inc., Chicago, Geo. Byers Sons, 
Inc., Columbus, O., was fourth, and 
Reedman Corp., Fairless Hills, Pa., 
fifth. Sixth place was shared by 
four dealers: Haddon Motor Sales, 
Inc., Camden, N. J.; Walton Motor 
Sales, Inc., Chicago; Idlewild Mo- 
tors, Inc., Springfield Gardens, 
N. Y., and Automobile Sales Co., 
Inc., Memphis. 

Six dealers were in seventh place. 
They were: Lori Motors, Hemp- 
stead, N. Y.; Seneca Motors, Inc., 
Rochester, N. Y.; Roy Burnett Mo- 
tors, Inc., Portland, Ore.; F. A. 
Roethke, Inc., Norfolk, Va.; Schutz 
Motors, Inc., Birmingham, Mich., 
and Fretwell Motors Co., Oklahoma 
City. 

H. B. Robinson DeSoto, Inc., 
Upper Darby, Pa., and Kirksey 
Motors, Inc., Birmingham, Ala., 
tied for eighth place. Leo Adler, 
Inc., Detroit, and Allston Motor Co., 
Allston, Mass., were ninth. Tenth 
place went to A-B-C-Motor Sales, 
Inc., Minneapolis, and Hollywood- 
Perkins, Wilmington, Del. 


Musgrave Adds Edsel 


The Edsel will be sold through 
Musgrave Ford Sales, 110 N. E. 
Fourth, Fairfield, Dl. U. T. Mus- 
grave, Ford and Mercury dealer 
in Fairfield, is owner and general 
manager of the new dealership. 
He hag been in the automobile 
business for 28 years in Fairfield. 
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MARTIN SENOUR 
Famous Quality Automotive Paints 
are ready to repair every make 

in every color 


The right color at the 

right time can mean 

the difference between 

an important sale and no-sale. 

New car owners can’t wait to get rolling. 

Touch-ups or color changes must be done right, right now. 


Whatever the car, whatever the color, whatever the finish . 


Through N.A.P.A.'s nationwide network ot Cantina teil: Utada 
of N.A.P.A. jobbers every order gets immediate attention, swift delivery! 


Martin Senour has ready-to-go colors, matched to manufacturers’ 
specifications, for every 1959 car on the road— domestic and 
foreign . . . for all trucks, national fleet and standard colors. 


4 _ , . 





theres an automatic shift 
in paint requirements! 


“ORIGINAL” EQUIPMENT PAINT IS NOT REFINISH PAINT! WHEN A CAR LEAVES 
THE PRODUCTION LINE, TOUCH-UPS AND COLOR CHANGES MEAN DIFFERENT 
APPLICATION, DIFFERENT PROCESSING TO MATCH NEW CAR BEAUTY AND 
PAINT DURABILITY. MARTIN SENOUR PAINTS ARE DESIGNED SPECIFICALLY 
FOR REFINISH USE, FOR EASE OF APPLICATION AND PERFECT PERFORMANCE 
WITH YOUR STANDARD EQUIPMENT, IN YOUR SHOP . NOT FACTORY 
PRODUCTION LINES. 


Tested and Proved... Superior! 


Millions and millions of units of Martin Senour paints are used every 
year with perfect results. Top shops everywhere, in all types of climates, 
now specify Martin Senour Automotive Paints for best results. 


Be ready for the new car rush of ‘59! 


Stock the complete color line of your new models in Martin Senour 
Automotive Paints. Factory-packaged or custom-mixed by weight. 
Martin Senour always matches! 


A COMPLETE REFINISHING SYSTEM FOR EVERY SHOP NEED 


HI-SOLIDS LACQUER COLORS 
DYTHO-LAC—ACRYLIC LACQUER 
SYNTHOL SPRAYING ENAMEL 


For every car, every color...this year specify 
MARTIN SENOUR AUTOMOTIVE PAINTS 


PPPS SSS OS COGS PPO S OOO POSS OPO OO OP POO I OPO OO Oy 
YOUR QUALITY GUARANTEE $ 
? 


Martin Senour assures every color as true and lasting as original 
color. If you are not completely satisfied with the ease of application 3 
and finish achieved on any make car with any color—contact % 


your N.A.P.A. jobber. 
PPP PPPS Oe ree eee eee Lo ie eae siete deen cioein pip eip ey 


THE MARTIN-SENOUR COMPANY | ™* 


2500 S. SENOUR AVENUE C2 
CHICAGO 8, ILLINOIS 
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By Martin L. Whitmyer 
Staff Writer 
Ford Motor Co, and General Mo- 
tors Corp. placed second and sixth 


respectively among the top 30 users) 


of spot radio commercials during 
the second quarter of this year, 
according to survey made by Radio 
Advertising Bureau, Inc. Topping 
the list was R. J. Reynolds Co. 
Ford cars got the heaviest back- 
ing of Ford Motor money, but Edsel 
accounted for approximately a 
fourth as many announcements as 
the Ford during the quarter, RAB 


found. 
a 


Buick Ad Budget $20 Million 


Buick will spend $20 million to 
promote its 1959 line of cars, it 
was learned last week. 

Newspapers again will take a 
major slice of the budget, with 
television promotions being paced 
by the “Wells Fargo” series and 
siz Bob Hope spectaculars. 

Both newspaper and magazine 
ads will break in mid-September, 
though the exact date hasn’t been 
revealed. 


. o a 

OAI Elects Bricker 
John L. Bricker, vice-president in | 
charge of West Coast operations) 





for Kenyon & Eckhardt, Inc.,| 


has been elected executive vice- 
president of Outdoor Advertising 
Inc., New York. 

Bricker will direct the entire 


sales activities of the standardized | 


medium’s national sales organiza- 
tion. He will assume the duties of 
his newly created post on Sept. 15. 
OAI organized and supported by 
the outdoor operating companies of 
the United States to sell and pro- 
mote the standardized medium, 
maintains 12 sales offices through- 
out the country, with headquarters 
in New York. 
* 


Detroit Agency Incorporated 

Incorporation of Wines & De- 
Witt Advertising has been an- 
nounced by James P. Wines, 
president and formerly senior 
partner in the firm. 

The corporate name of the 
agency, which was organized just 
a year ago, is Wines & DeWitt 
Advertising, Inc. Its headquarters 
are at 746 New Center Building, 
Detroit. 


> > o 
Raynal Appoints Powell 
Pol E. Raynal, advertising chair- 
man, has announced the appoint- 
ment of Powell Advertising, Inc., as 
advertismg agency for Raynal 
Brothers (Dodge-Plymouth) De- 


troit. 
> > 


> 

July Auto Linage Off 27% 

July figures on newspaper adver- 
tising in 52 index cities show auto- 
motive linage was off 27.2 percent, 
and 22 percent for the first seven 
months, according to Media Rec- 
ords, Inc. 

However, general advertising in 
July (all national advertising other 


PORSCHE 






Drawing for Import Show— 


Jules Barsotti, of European Motors, Lid., 
and Grace Fienhage, of British Motor Car 
Distributors, Litd., prepares to spin for 
space allocations in the Imported Car 
Show, Nov. 19-23, sponsored by the San 
Francisco Imported Car Dealers Assn. 
Space has been reserved for more than 
30 makes. The show, scheduled for San 
Francisco's Brooks Hall, will be the first 
in the area exclusively for imports. 


Affecting Factories and Dealers . . . 


Auto Advertising 









than automotive) showed a gain of 
16.6 percent over July, 1957, and was 
the first month this year in which 
this has occurred, Media Records 
said. 

For the first six months of 1958, 
general linage in the 52 cities was 
reported down 7.1 percent from the 
like period a year ago. 

* * * 


Abel Joins AC’s PR Staff 


Wallace Abel has been appointed 
public relations representative for 
AC Spark Plug. He will edit AC 
publications such as Sparks maga- 
zine and the Executive Newsletter. 

Before joining AC, Abel was an 
assistant professor of journalism at 
Pennsylvania State University. Pre- 
| viously, he had been business man- 
ager of a group of weekly news- 
papers in Quarryville, Pa., and had 
been an editor on daily newspapers 
in Lancaster, Pa., and Pontiac, Il. 

* o + 


Triumph Picks Agency 

Standard Triumph Motor Co. has| 
appointed Doherty, Clifford, Steers) 
& Shenfield, Los Angeles, as its 
advertising agency. The company)| 
is expected to raise its advertising| 
budget above its present $500,000. | 

+ a + 


Look Circulation Is Up 


Average net paid circulation on 
Look magazine for the first six 
months of this year set an all- 
time high of more than 5,623,000, 
which is an increase of 12.3 per- 
cent over the first six months of 
1957, according to S. O. Shapiro, 


circulation director. 
> > > 


Office Operations Magazine 
“Machine Accounting & Data 
Processing, the magazine of auto- 
matic office operations, is the name 
|of a new bi-monthly magazine in- 
| troduced by Gille Associates, Inc., 
|} 95€ Maccabees Bidg., Detroit. 
| Wugene F. Murphy will direct the 
| editorial activity in the New York 
| office at 52 Gramercy Park North, 
|New York 10, N. Y. 


omer to Sponsor Games 


Chevrolet dealers of Northern 
| California and Western Nevada will 
| sponsor broadcasts of 1958 games 
|to be played by the San Francisco 
49er professional football team. The 
| play-by-play will be carried over 
| Station KSFO and the Golden West 
network. 


* . 


Cal Sales Picks Re 


Cal Sales, distributor of Triumph 
cars in 16 Western states, has ap- 
pointed Beckman-Koblitz, Los An- 
| geles, to handle its advertising. The 
1958-59 budget will run $250,000. 

> > ” 


DeSoto Magazine Cited 


For the third time in the last 
six years, “People and Places,” a 
consumer magazine published by 
DeSote and distributed by its 
dealers, has won an “Award of 
Excellence” in the annual contest 
sponsored by the International 
Council of Industrial Editors for 
industrial, trade and association 
publications. 

- 





Olds Renews Page Pact 


The new “Patti Page Show,” 
sponsored by Oldsmobile, will be 
launched on the ABC Television 
Network Sept. 24. 

The show will originate from New 
York. 
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D. P. Brother & Co., Detroit, is| 


agency for Oldsmobile 
* 


Sports Car-Sweater Tie-In 


Mercedes-Benz dealers in 40 
major markets and the September 
issues of Motor Trend, Hot Rod and 
Motor Life magazines are joining in 
the promotion of a new line of 
Catalina. sports-car sweaters, 

Foote, Cone & Belding chose the 
Petersen group of automotive publi- 
cations for Catalina after a Eugene 
Gilbert survey on “The Purchasing 
Habits and Expectations of the 
Young Male Market.” The fall 
issues of Esquire and Playboy also 
are in on the promotion. 

The sweaters will be displayed on 
manikins grouped around Mercedes- 
Benz cars in floor and window dis- 
plays, according to Al Benedict, 
Petersen advertising director. 





HOW TO DEAL WITH PRICE-CONSCIOUS 
BUYERS IN A COMPETITIVE MARKET 


222999)? 














HOW THE RIGHT 
SERVICE EQUIPMENT 
IMPROVES SERVICE 
OPERATIONS AND 

PROFITS ... 
















ARE 
IMPORTED 
CARS HERE 
TO STAY? 


You'll get ANSWERS to these 


and many other industry problems 


atthe 42nd NADA 


1959 CONVENTION 
AND EQUIPMENT EXHIBITION 


Chicago, January 3ist to February 4th 




















































visit the many hospitality rooms of the 
manufacturers, finance companies and sup- 
pliers . . . consult with top factory service 
officials in Service Consultation Hall . . . 
see what's new in your industry . . . see 
the tremendous exhibition of new equipment 
developed to make your operation more 
profitable. 


Every fact-filled business session will be 
devoted to practical discussion of profitable 
dealer operations—to finding solutions for 
specific problems that face you and every 
other automobile dealer in America today. 
Only at your annual NADA Convention do 
you have the opportunity to exchange ideas 
with dealers from all over the country . . . 





CAN YOU AFFORD TO MISS THIS ONE? 


Fill out your Convention Registration and Hotel Reservation Forms 
and get them in the mail today! 


2000 K Street, N.W. 


NATIONAL AUTOMOBILE DEALERS ASSOCIATION , 
Washington 6, D.C. 





Rittenhouse 6-8368 


ROYSTON 


DISTRIBUTORS, INC. 


VINE STREET, PHILADELPHIA 3, 


M. G. 
AUSTIN-HEALEY 
SPRITE 


1601 PENNSYLVANIA 


* 


























A Limited Number of Dealer Openings Are Available J A GUAR 


Distributors for: AUSTIN-HEALEY, AUSTIN-HEALEY SPRITE and AUSTIN 


for the states of Pennsylvania, Virginia, West Virginia, Delaware, Maryland and Western New 
York. 


Distributors for: M.G. and MORRIS 


for the states of Pennsylvania, Virginia, West Virginia, Delaware and Maryland. 


Distributors for: JAGUAR 
for the states of Virginia, West Virginia, Delaware, Maryland and Southern Pennsylvania. 





Co-sponsored by LOOK Magazine and the 
Inter-Industry Highway Safety Committee... 
Backed by Every Major U. S. Car Manufacturer 


OVER 3,000,000 CARS... 
JOIN LARGEST VOLUNTARY 


Start of Safety-Check Lane. 10 points covered: Many motorists were amazed by results. One Every franchised car dealer in U. S. received 
rear lights, brakes, front lights, exhaust, tires, Kansas driver had been using his car for 8 years, LOOK Safety-Check banner. Dealers contributed 
steering, wipers, glass, horn, mirror. unaware that his rear lights were not connected. own personnel to free Safety-Check service. 


Many teen-age groups were among those who won Among all vehicles, 1 out of 5 was found defec- Dealers across the nation reported spur in parts 
the Circle of Safety Awards for the most out- tive. Of these, about 75% had repairs made and and service sales. A Lima, Ohio, dealer rang up a 
standing community programs. returned to pass the test. record $300 on the first day of the check 








JOVER 2,000 COMMUNITIES 
\SAFETY-CHECK EVER HELD 


GROWTH OF NATIONAL VEHICLE 
SAFETY-CHECK FOR COMMUNITIES 


PARTICIPATING 
COMMUNITIES 


1,071,144 


1,421,200 


2,185,524 


2,641,558 


3,070,485 


AVERAGE ISSUE IS READ BY 27,900,000 PEOPLE 


LOO 








The results are in—on the biggest safety program ever under- 
taken in the automotive industry! The 1958 National Vehicle 
Safety-Check, co-sponsored by LOOK and the Inter-Industry 
Highway Safety Committee, brought in more than 3 million car 
owners! Reached into all 34 states not requiring vehicle inspec- 
tion! Spotted over 600,000 defective cars! Created new business 
for service facilities in over 2,000 communities! And won the 
active support of every major car manufacturer—plus thousands 
of retailer and civic groups—across the nation! 


Launched in 1954 —the National Vehicle Safety-Check has since 
boosted the number of participating communities from 147 to 
2,065. Again this year, LOOK backed the program with both 
marketing know-how and editorial support (a major article in 
the May 27 issue) .. . thus bringing nationwide attention to the 
need for car maintenance and repair, and creating a merchan- 
dising bonanza for the entire automotive field. 


LOOK is automotive-minded. Of all major magazines, LOOK 
alone has a full-time car editor . . . publishes frequent articles on 
automotive subjects. And each year, LOOK sponsors the most 
authoritative nationwide survey of the automobile and tire mar- 
kets. Year after year, LOOK creates outstanding automotive 
programs geared to increase sales opportunities for you. For full 
details, write to Fred Talento, Automotive Market Development 
Manager, LOOK, 488 Madison Avenue, New York 22, New York. 


...a Moving force in the automotive field 
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legislature may have to find $16 | new revenue sources he had in 
million to $17 million in new | mind. 


Roundup from State Capitals... 


Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent € 1080 

ONTINUING a trend which has progressed steadily since | >**e4 initiative proposal. 
World War II and which shows every indication of fur- 
ther extension, one or more forms of new or higher state 
taxes resulted from legislative sessions this year in at least 


11 states—Colorado, Kansas, 


land, Massachusetts, Missis- 
sippi, New Hampshire, New 
Jersey, New York and Rhode 
Island. 

Pressure for additional revenues 
is expected to make itself felt on a 
much broader scale next year, when 
the legislatures of all but three 
states convene in regular session. 

States in which it has already 
been indicated the issue may be 
raised during 1959 include Califor- 
nia, Colorado, Illinois, Kansas, Mis- 
souri, Montana, New Jersey, North 
Carolina, Oregon, Texas, Utah and 

ie Washington. 

Among current- 
year develop- 
ments, the Colo- 
rado Legislature 
enacted income 
tax law changes 
aimed at raising 
$7,500,000 in addi- 
tional revenue. 
Gov. S. L. R. Me- 
Nichols has 
warned Colorado 

Bethune Jones will need more 
revenue next year, if state aid to 
public schools and colleges contin- 
ues on the present basis. 

Measures enacted by the Kansas 
Legislature to raise $20 million in 
additional annual revenue included 
increases in sales and individual 
and corporate income levies. A new 
severance tax on oil and gas pro- 
duction in lieu of property taxes 
may be proposed next year. 

Kentucky lawmakers restored a 
pari-mutuel betting tax and ap- 
proved for submission to the vot- 
ers in November, 1959, a state 
constitutional amendment which 
would authorize imposition of a 
sales tax and issuance of bonds 
to finance a veterans’ bonus. 

However, the Kentucky salons re- 
duced state personal income taxes 
by $2 million a year and repealed 
amusement taxes. 

A Louisiana measure boosted the 
natural gas gathering tax from 1 
to 2 cents to raise $20 million in 
additional annual revenue. In- 
creased sales and alcoholic-bever- 
age taxes are expected to be sought 
either next year or at an earlier 
special legislative session. 


$54.1 Million in Boosts 


EVENUE-RAISING measures 
designed to yield $54.1 million 
were enacted this year in Maryland, 
including a new cigaret tax and in- 
creases in sales and income levies. 
Massachusetts boosted its cigaret 
tax from 5 to 6 cents a pack to yield 
an additional $5,500,000. 

The Mississippi Legislature en- 
acted measures expected to pro- 
duce about $10 million, including 
a broadened sales tax and higher 
taxes on cigarets and cigars. 

A new franchise tax on gas and 
electric utilities was enacted in New 
Hampshire to produce an estimated 
$637,000 a year, as against the $540,- 
000 annual yield of a former levy 
invalidated by the State Supreme 
Court. 

New Jersey solons enacted a 1%- 
percent corporate net income tax, 
to produce an estimated $26 million 
annually, and raised the gasoline 
tax from 4 to 5 cents, to yield $17 
million in additional annual revenue. 
A proposed new retail sales tax 
may be raised as an issue next year. 


* * * 


Tax Reductions End 


eee SUED by the New 
York Legislature this year were 
temporary state income tax reduc- 
tions previously amounting to a 
maximum of $35 for each taxpayer 
and totaling about $43 million a 
year. 

Rhode Island lawmakers en- 
acted measures designed to raise 
$10 million in additional annual 


Kentucky, Louisiana, Mary- 


revenue through higher taxes on 
gasoline, cigarets, alcoholic bev- 
erages, trucks, pari-mutuel bet- 
ting, corporate income and banks. 
Among looming tax proposals, 


California State Legislative Analyst | 


A. Alan Post recently suggested 
broadening the sales tax to apply 
to groceries, if California voters in 
November approve an initiated 


measure which would cut the sales | 


tax rate from 3 to 2 percent and 
write into the state constitution 
new income tax schedules favoring 
low-income groups. 


|of getting back revenue which 
| would be lost under the labor- 


PTA Proposal Opposed 


A PROPOSAL by the Illinois Con- 
gress of Parents and Teachers 
for adoption of a state income tax 
was opposed by Gov. William G. 
Stratton, who questioned the con- 
stitutionality of such a levy. He said 
he preferred efforts to get revenue 
next year from other sources, such 
as plugging sales-tax loopholes. 

Proposals for new revenue sources 
are regarded as certain to be a 
major issue when the 1959 Missouri 
Legislature convenes. Suggestions 
thus far include increases in the 
state sales, cigaret and gasoline 
taxes; a new levy on soft drinks, 
and a new use tax on electric, gas 
and telephone services. 


The Montana Legislative Coun- 


revenue to hold the line at pres- 


| ent appropriation levels. This esti- 
| mate was based on an expected 


general fund deficit and possible | 
defeat at the polls in November | 
of a continued 6-mill levy for the 
state university system and a | 
doubled excise tax on liquor. 
Chairman J. F. Reid of the Mon-| 
tana Board of Equalization pre- 
dicted that “sooner or later, we are 
going to get a sales tax.” 
Montana lawmakers next year 
also will be asked to raise addi- | 
tional funds for highway construc- 
tion. The Citizens Committee of the 
Montana Highway Users Confer- 
ence would increase the state gas- 
oline tax from 6 to 7 cents, boost 
the gross vehicle weight scale of | 
taxes on trucks, and increase fees 
for motor vehicle registration and 
transfer of titles, to raise $3,500,000 
in additional annual revenue. 
> > = 
i 


New Taxes in the Wind 


= the 1959 North Carolina | 


legislative session “there will be| 


some new taxes and we might as/| 


|well get ready,” it was recently | 


predicted by Gov. Luther H. | 


He said this would be one way! cil has estimated the 1959 state | Hodges, who did not specify what! 


A new retail sales tax proposal 
is expected to be introduced in the 
1959 Oregon Legislature. Such a 
levy, exempting food, feed, seed, 
fertilizer, drugs and medicine, has 
been advocated by the Oregon Cat- 
tlemen’s Assn. as a means of reduc- 
ing property and income taxes. 

Increased revenue for highways 
also will be sought next year in 
Oregon, probably through in- 
creases of from 6 to 7 cents in 
the gasoline tax and from $10 to 
$15 in the automobile registration 
fee. 

Revenue sources are currently be- 
ing studied by a Texas Tax Study 
Commission, which may recommend 
new or increased levies to the 1959 


legislative session. 
* * = 


Utah Considers 2 Taxes 


7 lawmakers probably will 
receive a proposal that the state 
collect a %-cent sales tax for the 
benefit of local governments. En- 
actment of a new corporate income 
tax also has been suggested. 
Adoption of a Washington state 
net income tax and elimination of 
the sales tax on food may be pro- 
(Continued on Page 53, Col. 1) 
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[Auto Care =" 


AC’s Five-Star Campaign 


“Auto Care” is the basis of your re- 
placement business . . . and this fall, 
AC is backing your sales efforts with 
strong five-star support. 

First... a powerful, AC Advertising 
Campaign featuring the timely theme, 
“Auto Care Starts With AC!” It's being 


launched right now—right in your 
trading area. 


Second . .. your fall tie-in for increased 
sales—AC’s big dealer window dis- 
play, starring “Sparky” done in bright, 
dimensional plastic. 


ue 
Be WwBRICATION BS'0,10 (0 BEE 


AUT 
TRANSMISSiEA He 


And here’s more big news... your AC 
FM-43-SP “Auto Care” Package con- 
tains a really hot sales starter . . . the 
new, exclusive, all-plastic AC “Service 
Special” display to provide point-of- 
sale merchandising of your own indi- 
vidual fall "Service Specials.” 


NEW 
PLASTIC 
“SERVICE SPECIAL” 
SIGN 


A first-class sales builder . . . this im- 
pressive sign comes complete to you 
with 9 popular “Service Specials”, 1 
blank sign for your own write-in of an 
additional special, plus 5 sets of price 
numerals. It’s a permanent all-weather 
sign in attractive colors . . . mounts in 
the service area, on a window or 
pump island. Truly a valuable mer- 
chandiser that will give you years of 
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| WWRNINGS ... 


Cars “Too Perishable, 
Taxi Official Complains 


By Joseph 


M. Callahan 


Engineering Editor 


HAT do taxicab owners think of the current U. S. cars? 
When this question was put to Dudley Grayson, secre- 
tary-treasurer of Checker Cab Co., which directs the opera- 


tions of 900 of Detroit’s 1,300 taxis, he said: 


” 


cars. 
While acknowledging that 


the auto makers build pri- 
marily for the mass market rather 
than the 3-percent taxi market, 
Grayson was quite critical of the 
repairability, passenger comfort and 
economy of the current models. 

Asked to compare the present 
cars with those of the past, Gray- 
son, who joined Checker in 1924, 
said the modern car is slightly 
improved mechanically but that 









“All of us are a little discouraged with the Big Three 
oe 


this is more than offset by the 
increased perishability of the 
fenders, hoods, doors, trunk lids 
and other body parts—particularly 
in the last five to seven years. 


However, he added that the cars 
= the old days were handicapped 
|by their lack of a “taxi package” 
| which the manufacturers now sup- 
| ply. This consists of an 11-inch 
| clutch (rather than a nine-incher), 
an extra leaf in the rear spring, 
|a reinforced rear seat, heavy-duty 


OF THE MONTH 


with CO 








| 
brake lining and a larger genera-|side today, you’re damaged all the 


tor and battery. 

Emphasizing the repair prob- 
lem, he pointed to a cab in the 
Checker shop 
which had been 
struck a glanc- 
ing blow on 
the left front 
fender. The 
fender dislodged 
the radiator 
carriage cross- 
piece which 
jammed the 
radiator into E 
the fan and —— 
also pushed out J. M. Callahan 
the opposite fender which then 
caved in the opposite door. 

“Fifteen or 20 years ago,” he said, 
“this collision would have been a 
banged-up fender, requiring a small 
repair job. Now, this car needs a 
whole front end, as well as a lot 
of side work. 

= . + 


Running Boards Were Nice 


a thing, in the old days 
when we had running boards, 
we could protect the side of the cab 
nicely by putting a piece of inch- 
and-a-half angle iron along the run- 
ning board. If you’re hit on one 










to Boost Your Fall Sales! 





New Plastic “Sparky” Window Display 


An outstanding traffic stopper ..."Sparky” formed in sturdy, deep dimensional plastic, 
flanked by supporting paper trim carrying the “Auto Care” theme. Display is suitable 
for either window or wall mounting. Plastic provides for extra-long display life. 





Here’s All You Do... 


Order any 48 AC Spark Plugs and pay $8.24 for 
this valuable FM-43-SP Package. Included with 
the Package is an 8-Pac of AC Spark Plugs (Type 
84TS) worth $8.24. When you sell the 8 spark 
plugs, you recover $8.24 ... the profit from the 
sale of the 8-Pac pays for the Promotional 


Package. 


AC SPARK PLUG = THE ELECTRONICS DIVISION OF GENERAL 


Special AC “Auto Care” 
Campaign ads appear in 
September and October 
issues of Life and Saturday 
Evening Post, reminding 
millions of motorists thot 
“Auto Care Starts With 
ACI” 








way over to the other side.” 

Grayson added that a lot of ex- 
pense is incurred now because the 
bumpers are not nearly as strong 
as they used to be. 


ing up. And you can ride five in 


the back seat.” 
* * * 


Poor Mileage a Problem 


A MAJOR complaint of Grayson 
and other cab owners is the 


In commenting on the comfort|poor gas mileage their Chevrolet, 
of the present vehicles, he said that | Ford and Plymouth cabs give them 


older people are continually com- 


—ranging from 11.75 to 12.5 miles 


plaining about their trouble getting| per gallon in Detroit, even though 


in and out of the cabs. 

Besides the excessive lowness, 
the principal complaints mostly 
are about the taxis’ critical di- 
mension—the distance between 
the back seat and the closest part 
of the right rear door when it’s 
open. This can produce a serious 
entering problem for a passenger 
with big feet. 

“It’s a strange thing,” he said, 
“some of these people will climb 
into their own or their son’s cars 
and think nothing about the in- 
convenience. But when they climb 
into a hired cab they complain 
vociferously about the narrow door, 
the low roof and everything else. 

“One thing about the ‘built-for- 
purpose’ cab made by Checker Cab 

Co. of Kalamazoo (a completely 
separate company) is that you can 
almost get in it while you’re stand- 





Powerful “Auto Care” National 
Advertising Support 





HANGE TO A NEW SET EVERY 10.000 MILE 





Outdoor Billboards . . . Over 5000 “Auto Care” 
Boards in every trading area of 25,000 people 
and up ... delivering over 30 million reminder mes- 


sages daily during the fall selling season. 


Network Television ... 
AC announces renewed 
sponsorship of ZORRO, 
the TV hit of the year 
from W alt Disney Studios 
over ABC-TV. Millions of 
ZORRO viewers every 
week will see and hear 
the sales producing AC 
“Auto Care” story. 


@ CALL YOUR 
REGULAR 
AC SUPPLIER 
NOW ! 


MOTORS 









few of them have automatic trans- 
missions. 

Grayson has tried to get some of 
the auto makers interested in ex- 
ploring the relatively economical 
diesel engine for taxi use, but he 
was told that this was completely 
impractical because of the addi- 
tional weight, the suspension prob- 
lems, the different motor mounts 
needed because of its narrowness 
and because the diesel isn’t com- 
patible with the current styling be- 
cause of its unusual height. 

To improve gas economy, one 
Detroit Checker Cab owner re- 
cently tried out temporarily an 
Austin cab much like the ones 
used in London. In the first 8,000 
miles of city driving the Austin 
gave 24.5 miles per gallon of diesel 
oil which costs a little less than 
gasoline. 

At first, people apparently were 
attracted by the Austin’s high, old- 
fashioned look and “everybody 
wanted to ride in it.” However, this 
car has no right front door (al- 
though the passengers are protected 
fairly well by a front window) and 
excessive air can reach the passen- 
gers and they began to complain. 
Either the London climate is more 
temperate or the British are less 
critical. 


Exit, the Austin 


goes, the novelty wore off and 
the drivers refused to take the 
Austin out after they were waved 
on a time or two by prospective 
riders. The Austin was sent back a 
few weeks ago. 

“People just don’t like that old 
fashioned look,” Grayson said, giv- 
ing the auto makers an unconscious 
plug. 

Asked if the “built-for-purpose” 
cab is an adequate answer to the 
taxi problems, he said these cabs 
might answer some of the com- 
plaints, but that a number of 
owners who operate them in De- 
troit report their mileage is about 
9-10 miles to the gallon—not as 
good as the Big Three cars. 

These cabs are used largely by 
three major taxi companies in New 
York, Chicago and Pittsburgh and 
to a lesser degree by other firms 
around the country. 

Discussing his company’s mainte- 
nance problems, Grayson made 
these points: 

1. Almost 100 percent of the re- 
pairs and upkeep of Checker Cab 
Co. vehicles is done at the com- 
pany’s large service garage or at 
one of two company gas stations 
out toward the Detroit city limits. 


Maintenance Problems 


2 THE cab brakes generally 
* have lasted about 25,000 miles, 
although this has dipped to about 
20,000 miles recently. No power 
brakes are used. Except for some 
original linings, only riveted brake 
linings are used because the owners 
feel that bonded linings are noisy 
and sometimes dangerous if they 
come off. 

3. The cabs usually begin burn- 
ing oil at about 45,000 miles. And, 
rather than reboring the cylinders 
and installing over-sized pistons, the 
owners usually spend $250-$260 and 
install a “short” block, using the 
same rods, pistons and head. 

4. Some owners order regular 
tuneups and some don’t. 

5. Mufflers generally last about 
a year if they are fairly new at 
the start of a winter; otherwise 
they don’t last a year. 

Grayson said the average cab in 
Detroit now runs about 1,000 miles 
a week—down considerably from 
the 1,500 miles it would compile 
weekly in good times. 

Until -recently most owners 
bought new vehicles every 18 
months or so, principally because 
the tax laws permit depreciation of 
the cabs for 18 months only. Now, 
it is common to run cabs for about 
90,000 miles which is closer to two 
years. 

When a cabs uSefullness to the 
taxi company is ended it is usually 
Sold to one of the numerous used- 
car buyers who come to Detroit— 
and recent prices have been attrac- 
tive. 
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George A. Cole has been ap-| vice-president and will continue as 
pointed assistant division manager | general manager. 
of the Los Angeles division for) a 
General Tire & Rubber Co. He has} General Boosts Jordan 
been with the firm for nine years.) prorhert R. Jordan has been pro- 


* * ad 
| moted to Eastern regional manager 


Industrial Rayon Names |of TBA sales for General Tire & 
Rounds Marketing V-P | Rubber Co. His territory consists 
lof the Boston, Charlotte (N. C.), 


George I. Rounds has been 2;|New York and Philadelphia divi- 
——— ae oe | sone, Jordan, formerly manager of 


— coe toe | passenger-tire sales in the New 
rp. succeeding | York division, joined General Tire 
M. P. Epstein, in 1949. 


who will serve as 
a consultant until 
retirement at the 
end of the year. 
Rounds, who 
had been tire-cord 
sales Manager 
since 1948, joined 
the firm’s prede- 
cessor, Industrial 


* * * 


Gould-National Ups Brunsell 


A. W. Brunsell has been appointed 
national accounts manager of 
Gould-National Batteries, Inc. He 

| succeeds R. W..Stoll, who resigned 
to enter business in Texas. 
7 * = 





Avisco Promotes 2 


| planning vice-president. Both men 





G. I. Rounds 


Fibre Co, in 
Cleveland in 1923. He was assistant 
to the plant manager when Indus- 
trial Rayon Corp. was organized 
in 1925. 


Malcom V. Macfarlan has been| 
named sales manager of the fibers 
division of American Viscose Corp. | 
He formerly was sales manager for} 
* * * the rayon division. Norman A.,| 


Delco-Remy Appoints 


Hulse Personnel Chief 

Russell J. Hulse has been named 
director of personnel for Delco- 
Remy division of General Motors. 
Formerly assistant personnel direc- 
tor, he succeeds Byron L, Stewart, 
who now is general manager of the 
Guide Lamp division. 

Hulse joined Delco-Remy in 1937 
as a student engineer. Succeeding 
him as assistant personnel director 
is A. L. McColloum, former employ- 
ment director for the division and 
manufacturing superintendent of its 
Olathe (Kans.) Delco battery plant 
since 1956. 


Wagner Appoints Mackie 
Minneapolis Branch Chief 


The Automotive division, Wagner 
Electric Corp., St. 
Louis, announced 
the appointment 
of A. R. Mackie 
as manager of 
its Minneapolis 
branch office. 

Previous to 
this assignment, 
Mackie was an 
automotive sales- 
man in Wagner's 
Chicago territory. 
He succeeds J. R. Williams, who 
has been named sales manager of 
the Automotive Parts division, Can- 
ada. 








A. R. Mackie 


Briggs Joins John Green 


John Green Corp., Renault and 
Peugeot distributor, has appointed 
William E. Briggs assistant to Don 
Miller, Northern California general 
manager. 

= . 7 


Heller Heads District 


William A. Heller has been ap- 
pointed Ford division Omaha dis- 
trict manager, succeeding W. E. 

h, who resigned. Heller 
joined Ford in 1947. His most recent 
position was regional car merchan- 
dising manager in Kansas City. 


* + > 


Cadillac Appoints Pais 


Assistant Personnel Director 


Joseph G. Pais has been pro- 
moted to assistant personnel di- 
rector of Cadillac. 

A Cadillac employe for 33 years, 
Pais had been director of labor 
relations. He replaces Harry Ford, 
who retired after 45 years with 
Cadillac. 


+ - * 
Micro-Lube Names McLain 
David W. McLain has been 

named assistant sales manager of | 
Micro-Lube Sales. He will be in| 
charge of the direct mail program. | 

* » + 


Floyd Snyder Becomes 


Chairman of Ace Rubber 


Ace Rubber Products, Inc., an- 
nounced the elevation of Floyd C. 
Snyder to the newly created posi- 
tion of board chairman. Snyder | 
founded the firm and has been its 
president since 1935. 

New president of Ace Rubber is 
the founder’s son, Charles J. Snyder. 
He was elevated from executive 
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Cocke jr., formerly manager of) 
rayon textile filament yarn sales, | 
has been appointed sales manager 
for all rayon fibers except tire yarn. | 

* a * 


Auto-Lite Names Hemple 


John Hemple has been named as 
Dayton (O.) district representative | 
for Electric Auto-Lite Co.’s general 
products group. 

* * * 
General Acceptance Names 


Two Vice-Presidents 


S. Hayward Wills and J. Bowling 
Wills have been appointed vice- 
presidents of General Acceptance 
Corp. 

Hayward Wills was named or- 
ganization development vic e-pres- 
ident, and Bowling Wills will be 


joined the company in 1951. 
* * * 


Avisco Shifts Woodward, 
Redford to Fibers Division 


Two appointments in the Fibers 
division have been made by Amer- 
ican Viscose Corp. 

Paul G. Woodward, former assist- 
ant to the general manager of the) 
Rayon division, was named man- 
ufacturing coordinator. Millard W. 
Redford, former manufacturing 
superintendent of the Roanoke 





SELLING SLANTS 


[Auto Care «2 


AC’s Fall Campaign Loaded with “Sell” 


10 beautiful pieces 


of Oneidaware 
to add to your set 


Here it is . . . in response to thousands of 
requests . . . additional quality-crafted 
Oneidaware in the handsome matching 
“Profile” pattern. The deal’s the same... 
Include $7.50 with your order for any 
24 AC Elements. You receive the FM-41- 
OF Oneidaware Package which contains 
3 extra AC Elements worth $7.50. When 
you sell the three AC Elements, you 
recover $7.50 ... the profit from the sale 
of these 3 elements pays for the Pro- 
motional Package. 


| No. 1 Imperial for 1959— 


| 
| 
| 


-_ 


G. T. Poirier, right, Imperial plant man- | 
ager, and F. A. Stewart, Imperial Quality | 
contorl manager, give final approval to the | 
first 1959 Imperial to roll off the assembly 
line in the recently-dedicated Imperial 
plant in Dearborn. Imperial showrooms will | 
unveil the 1959 Imperial on Oct. 16. 





(Va.) rayon plant, was appointed | 
manager of production planning. 
ok a * 
Kleiderer Elected 
The board of Penn-Plastics Corp., 


| Needle Roller di- 


Glenside, Pa., has elected Charles 

W. Kleiderer president and genera! 

manager of the corporation and its 

subsidiary, Penn-Plastic Mfg. Co. 
* * * 


|| Casco Appoints Smith 


Manager of Detroit Office 

Wendell S. Smith has been ap- 
pointed manager 
of Casco Products 
Corp.’s Detroit of- 
fice. He has been 
a Casco repre- 
sentative since 
1945. 

Also joining the 
Casco Detroit of- 
fice will be John 
R. Morrow, for- 
mer asistant sales 
manager of the 
W. S. Smith 
vision, Kaydon Engineering Corp. 
Casco makes automatic cigaret 
lighters for autos, automatic radio 
antennae and other accessories. 

* x * 
Electric Auto-Lite Names 


Stubbs and Urbine 

Electric Auto-Lite Co. has ap- 
pointed Robert G. Stubbs as spe- 
cial Detroit representative of its 
electrical products group. 


Virgil E. Urbine has been 
(Continued on Page 27, Col. 3) 




























@ 2-Piece (Spoon and Fork) Salad Mixing 
Set @ 4 Cocktail Forks @ Cake Server 
© Pierced Relish Spoon @ Pierced Serving 
Spoon @ Gravy Ladle. 


Earlier AC Oneidaware 
Promotions are still available! 


Miss the original deals? Now's your 
chance to get all 42 Oneidaware pieces. 
Ask for them by number... FM-31, Basic 
Set—four place settings: 4 knives, 4 
forks, 8 teaspoons . . . FM-35, four 
settings of additional pieces: 4 soup 
spoons, 4 salad forks, 4 iced drink 
spoons, plus butter knife, sugar spoon, 
large serving spoon and fork, 
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Plug Co., Reading, Pa. In addition 
to sales, Hageman will also super- 
vise all technical services for the 
spark plug. 
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Auto Personnel 


* * 
White Appoints Ferguson 
(Continued from Page 26) Atlanta Branch Manager 





named to head the customer-plant | Equipment Co. Rice had been a| lL. N. Ferguson has been named 
mechanics department in the | sales representative for Interna-| Atlanta branch manager for White 


Detroit area. tional Harvester and Fruehauf| Motor Co. He takes over sales and 
* * # Trailer. service operations 
. ‘se. @ for White, Auto- 





Parker Appoints Swan 2 ; 
‘| J. W. Swan has been appointed| Eaton Reassigns Goodrich 
representative for the Chicago dis-| Orin G. Goodrich, formerly west- 
trict by Parker Seal Co., a division| ern regional sales engineer for the 
of Parker-Hannifin Corp. axle division of Eaton Mfg. Co., 
Te ie ee has been appointed district sales| 7 
Kirk Gets Canadian Post manager in ri ort Wayne, Ind. 
Marlin Kirk has been appointed ‘ 
sales manager of Potter & Brum- Mullenmaster Appointed 


field Canada, Ltd., maker of elec-| Head of Owatonna Sales 
trical relays. 
= 


car and Reo 
Trucks at the 
company branch 
at 70 Boulevard 
N. E. in Atlanta. 
Ferguson has 
been associated 
with White in the 
Southern and 
Southwestern re- 
gional sales or- 
oe a oi oes = by O ap-| L.N. Ferguson ganization since 
. pointe irector of sales wa- : 
Fruehauf Appoints Goss tonna Tool Co., Owatonna, Minn. being "sane cerciioer Saal 
G. Eldon Goss has been appointed| Robert Allyn has been named to/ for the company at Dallas. 
manager of the Oklahoma City/ head the eastern sales division and . 2 
branch of Fruehauf Trailer Co. William Murray, the western. 
a * 


* * * * 

















She Fills a Man's Shoes— 
Mrs. Grant Bradford, who has owned and operated Bradford Auto Sales (Studebaker- 
Packard), Union City, Ind., since the death of her husband in 1955, receives a plaque 


Truck Group Names Stowell 


. ° ° S. J. Stowell, sales manager of 
Rice Named Sales Aide Hageman Joins Bowers (44,6 coat eat division, Tranter 
. ‘ . ; adh : D. W. Rice has been appointed; Henry C. Hageman has been ap-| Manufacturing, Inc., Lansing, has 
commemorating 20 years of service. Earl L. Platt jr., right, S-P en zone sales administrative assistant to A. A.| pointed special representative for| been named a director of the Truck 
manager, presents the plaque to Mrs. Bradford as Reeve Conover, district sales man-| Kearney, general sales manager of| the new Bowers platinum tip spark| Body & Equipment Assn., Inc. 
ager, looks on. |Brown Trailer division, Clark| plug of Bowers Battery & Spark ee. ae, 


rina Dodge Appoints Neal 


OF THE MONTH 













pointed Dodge production manager. 
He formerly was a manufacturing 
specialist with Chrysler. 

= > * 


Hoke, Hale Are Appointed 
White Regional Managers 

| Appointment of two regional 
managers has been announced by 


White. 
Charlies S. Hale, former branch 














E. 8. Hoke C. 8. Hale 


I REA ONE EL ELEN IIL LI LCE LEI Sy 
manager in Philadelphia, heads the 
S € | North Atlantic region, with head- 
, quarters in New York City. E. S 
.- Featuring Oneida Tableware: Wt aa urea manages of te 
. ad | new Philadelphia regional office, He 
had been assistant manager of the 
Central region. 
> 


Here’s a double-action AC Oil Filter Campaign for AC additional pieces of that tremendously popular Oneida | Harper Runs GMC Store 
Hughes M. Harper has been 
dealers everywhere. First is the huge National Adver- Tableware. |mamed manager of the GMC truck 
tising Campaign, “Auto Care Starts With AC,” aimed Complete Your Set Now... The FM-41-OF “Auto Care” Pack- Se” ake 
. — ” . . Det it , h 
at car owners right in your neighborhood. Second, the age, including “‘Auto Care” Window Trim and Oneidaware, lv oo = w de eae 4 —— 
campaign provides an opportunity for you to obtain 10 is available from any AC Supplier. Chicago as manager of the GMC 


retail store there. 
> * > 
Roost Named in Canada 
Geoffrey H. Roost has been ap- 


FULL-COLOR pointed chairman of the British 


Motor Industry in Canada, an as- 

sé 9 sociation which represents 12 Can- 
TRAPPER adian subsidiaries of British auto- 

| mobile, dies el-engine, instrument 


WINDOW TRIM and accessory firms. 





* = > 
“Trapper,” the famous AC Oil CCC Promotes Edwards 
Filter protection symbol is eager In New York Division 
to go to work for you this fall Girard T. Edwards has been pro- 
under the “Auto Care” banner. moted to New York division sales 
‘ oi . manager of Commercial Credit 
This valuable tie-in trim comes Corp. 
with every FM-41-OF Campaign Edwards joined CCC in 1931 as a 
Package. oe representative in Newark, 
; : * 7 . 


General Tire Promotes 


Bowling in Sales 

George E. Bowling has been pro- 
moted to manager of truck-tire 
sales for General Tire & Rubber 
Co.'s Akron division. 











Busi Bowling Had been serving as 
ness- Bluefield (W. Va.) territory sales- 
building man. He joined General Tire in 
1955. 
national Ultch J i Lee R bber 
tch Joins u 
advertising ncuge Rubber & Tire Corp., Consho- 
ocken, Pa., has announced the a 

support! coe = pointment of Clarence J. Ulteh 

: as a sales representative. He has 
National . «+ Full-Page AC Outdoor Billboards . . . over 5000 dur- Network Television ... Action packed “Auto Care” ' been assigned to the Chicago fac- 
“Auto Care” ads in Life and The Saturday ing the fall months carrying the “Auto commercials on ZORRO, Walt Disney Studios’ great tory branch and will cover Wiscon- * 
Evening Post. Core” theme. edventure series on ABC-TV. “ sin and Minnesota for Lee Tread 


Rubber, repair and recapping ma- 
AC Spark Plug # The Electronics Division of General Motors terials. 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles: 





Backshop 


E of the best friends the fran- 
chised dealers of this nation 
ever had went “over the hill” Aug. 
22 when Ray Chamberlain passed 
away. Ray’s light went out just as 
he wanted it to happen when the 


Maker called, in an Alpena (Mich.) | 


hospital where he could have the 
best of care and while he was 
asleep. 

He had had an anginal pain 
the day before and, as was his 
custom, he had gone to the hos- 
pital for observation and medica- 
tion. But this time a clot formed 
and Ray did not return to his 
home near Spruce, Mich. 

My close acquaintance with Ray 
goes back to the “teens,” when he 
Was truck sales manager for Pack- 

ard and I was just a trade paper 
“rep.” I guess we must have looked 
somewhat alike because at shows 
and other meetings of that type, 
Packard dealers would often come 
up to me and start telling me their 
troubles and I would have to set 
them right. 

When Ray took over the man- 
agement of the NADA convention 
following his term as secretary- 
manager of the association, he 
wanted to add something to the 
convention that every dealer at- 
tending could profit from. 

> * > 


Equipment Show His ‘Baby’ 
H® CAME up with the current 

Equipment Exposition. When he 
endeavored to sell the idea to the 
directors, they were quite hesitant 
about getting into the show busi- 
ness, for one, and were afraid that 
accessories and parts might creep 
into the showing, two. 

As franchised dealers, they did 
not, at that time, want to get the 
factories down on their necks for 

the sale of products 


which, under their franchise 
(Continued on Page 34, Col. 1) 


pas.—i an effort to provide 
its dealers with the incentive 
and ability to capture a good share 
of the muffler-replacement business 
that has been practically taken 
over by filling stations and inde- 
pendent garages, MoPar division of 
Chrysler Corp. will announce an 
entirely new muffler and a new 
merchandising program Oct. 15. 

The new muffler, called the 
Sono-Four-X, has been in devel- 
opment in Chrysler engineering 
for 2% years. It is said to have 
at least 2% times the life of pres- 
ent replacement mufflers being 
sold through Chrysler Corp. deal- 
ers. 


It is planned to introduce this 
muffler at no increase in price, al- 
though it is said to be made of a 
special formula metal, treated for 
corrosive resistance. 

” os + 


aa it is realized that some 
dealers may match the filling- 
station offer of free installation, 
MoPar will ask all dealers to pro- 
vide free muffler inspection as a 
part of the merchandising program. 

All signs, banners and other 





Chrysler Aims to Recapture Market . . . 


New Muffler for Dealers 





- 


Working Space Doubled by New Shop— 

Kellam-Waites, Inc. (Ford), Wichita Falls, Tex., has moved into a new building which | 
provides more than double the former working space for service operations. 
| 75-by-200-foot shop has 36 working stalls and specialized departments for work on 
| automatic transmissions, tuneups, mufflers, brakes, air conditioners, and differential 


|and chassis jobs. 


RANCHISED dealers know that 

if they could safely provide 
credit for repair work on cars and 
trucks they could appreciably in- 
crease their sale of parts and cus- 
tomer labor. 

But most dealers are not set up 
| to control such credits and par- 
ticularly the collections, especially 
in larger cities. 

On the West Coast, the Bank of 
America instituted a budget plan 
to handle this type of credit for 
dealers approximately 20 years ago. 
But it wasn’t until 1956 that the 
plan caught on with dealers. 

Dealers who have used this plan 
said they don’t have to determine 
which customers are entitled to 
credit and practically all of the ele- 
ment of chance is taken out of pro- 
moting time payments on service 


and parts sales. 
. 


Work Knows No Limits 


vos service extends beyond ordi- 
nary maintenance repairs. Ac- 


|cording to the Bank of America, 


dealers using their plan can safely 
encourage the customer to renew 












advertising and merchandising 
material will be furnished the 
dealers through MoPar whole- 
salers. 

In designing the new muffler, it 
has been possible to eliminate many 
types or sizes. The company said 
11 popular numbers will fit prac- 
tically all Chrysler Corp. cars since 
and including the 1954 models. 
Extra numbers will be available for 
the very few vehicles that can’t be 
fitted with the popular numbers, 
the firm said. 

* * + 
OLESALERS will be notified 
of the new muffler program 
about Sept. 15. 

The seriousness of the loss of 

muffler business by franchised auto 
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Boosts Dealers’ Shop Sales 








The 


his tires, have his vehicle repainted, 
have body work done and have the 
vehicle completely overhauled. 

By using such a credit service 
the dealer can give his service 
sales a terrific boost with a very 
small loss ratio for the amount 
of work he is able to sell. 

“Our loss ratio for automobile re- 
pair loans is 5/100 of one per- 
cent,” said Harry G. Brown, assist- 
ant vice-president, Timeplan A d- 
ministration, Bank of America, Los | 
Angeles. 

Wesley Gordon, general manager 
of John Schleifer Chrysler-Plym- 


(Continued on Page 32, Col. 1) 


Industry Moving 
To Meet Auto 


i 





Glass Problems 


was auto stylists solved the 
problems of introducing com- 
pound-curved windshields and kin- 
dred glass shapes on cars, they 
introduced a host of problems for 
the rest of the auto industry. 

Dealers and jobbers handling 
replacement glass were faced 
with problems in ordering and 
storing the new glass shapes. The 
cost of replacing the glass when 
it is damaged has proved a prob- 
lem for insurance companies and 
motorists. 

Two recent steps 
the auto industry 


meet these problems. 
+ . 7” 


IBBY-OWENS-FORD GLASS 

CO. has completed a new ware- 
house, built to obtain more flexi- 
bility and speed in shipping glass 
to its distributors and dealers. 

The warehouse is located near 
the two large plate glass melting 
furnaces at the East Toledo 
plant, removing congestion 
caused by distribution activities 
from the production areas. 

The facility is equipped to ship 
conventional packs of 20, 25 and 
30 windshields, smaller packs of 
eight windshields, individual wind- 
shield parts cartons plus packs of 
six lights of block sizes of either 
flat safety plate or safety sheet 


indicate how 
is moving to 


and truck dealers can be judged glass. 


by a survey, made by the National 
Standard Parts Assn. and released 
by the American Automobile Assn. 
The poli shows mufflers and 
(Continued on Page 31, Col. 1) 


New Products 
Page 46 





Shatterproof Glass Corp., Detroit, 
is now offering a “Guaranteed In- 
stallation Service” to help meet the 
high cost of replacing modern auto 
windows. 

The program includes a pledge 
of guaranteed installation service, 
windshield replacement guide, code 
of ethics for an‘ installation shop 
and nationwide service guarantee. 


Self-Serve Forms 





Hike Shops’ Work 
Per Repair Order 


ANY dealers have found that 
“self-serve” service selling not 
only increases the number of items 


an advantage where they have a 
customers parking lot. 
In these cases, the owner fills out 


per ticket but also helps customers/| the card, checking the items that 
in getting more of their vehicles’| are listed on the card and notes 


shortcomings corrected. 

This type of self-service consists 
of a card that lists most of the 
things that could give trouble on 
a car or truck. The card is put 
in the glove compartment of the 
vehicle when it comes in for 
service. 


jany other needed service in the 
| blank space left on the bottom of 


| the card. 


* * > 


One-Day Service 
EN the mechanics arrive for 


| work, these cars and trucks are 
| brought in, the cards gone over, 


The customer is told about the! service orders written and the work 


card and is urged to use it to jot) 
| down the things that he wants cor- 


rected as he notices them. When 


| the customer does this, he invari- 


ably has more things listed on the 


|card than he remembers when he 


comes in for service. 
Usually when the customer comes 
into the shop, he has one or two 


things on his mind and forgets the) 


other things that have irritated him 
in the past. 
* © 

UT when he drives out of the 

shop and notices that these 
other minor things have not been 
corrected, he is liable to forget that 
he didn’t tell the shop about them 
and blames the shop for not fixing 
them. 

Thus the self-serve card accom- 
plishes two very worthwhile things 
for the dealer’s shop. It not only 
tends to increase the amount of 
work done per repair order but it 
also has a tendency to take the 
shop “off the hook” with the cus- 
tomer who forgets what he told the 
order writer he wanted done. 

The self-serve card also comes 
in very handy for those dealers 
who have customers who drive to 
work before the shop is open. A 
number of dealers have used it to 

* > - 


j 


done. Unless the work entails some- 
thing that holds up delivery, the 
customer then can pick his car up 
when he is through work in the 
afternoon. 

Dealers who have used this sys- 
tem have found that it not only 
binds their regular customers to 
them as they appreciate the serv- 
ice but it also brings them new 
customers who can use this type 
of service. 

Another version of the self-serve 
card is used in many shops by the 
lube man or any other mechanic, 
who has worked on a car, to list 
the additional needed service items 
that they note while doing the work 
that the customer specified. 

DeNooyer Chevrolet of Holland, 
Mich., has used this card to a full 
advantage. They report that the 
card is checked out by the lube 
man on every car he lubricates. 
Over an extensive period, they 
found that 80 percent of the items 
checked on the card were ordered 
done by the customer. 

= © - 
= THE case of DeNooyer, the 
card is made in duplicate with 


|a carbon attached so that the hard 


copy is left hanging from the light 


(Continued on Page 31, Col. 1) 
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THANK YOU 
FOR YOUR PATRONAGE 


While servicing your cor we noticed that the fol- 
lowing points were in need of immediate attention. 


LUBRICATION MOTOR 
X CHASSIS 0 XX TUNE UP 
XXX DIFFERENTIAL «= XX DISTRIBUTOR 
X MOTOR C) XXX SPARK PLUGS 
XX OfL FILTER CO XXX CARBURETOR 
XXX TRANSMISSION () FUEL PUMP 
OK POWER GLIDE §=) VALVE GRIND 
XX WHEEL BEARINGS () COOLING SYSTEM 
OOO UNIVERSALS 0 FAN BELT 
XXX SPRING REPACK =) WATER PUMP 
XXX SHOCK REFILL «= MUFFLER 
X 1.000 MILE SERVICES COMNST PIPE 
XX 5,000 MILE SERVICES AIR FILTER 


© XXXKX 25,000 MILE SERVICES 


XX HYDRA. BAND ADJ. C) PAINT 


ELECTRICAL SAFETY 
O UGHTs Cl eRAKes Oo 
C) BATTERY Cl STeerinc Oo 
= GENERATOR =) weet ALIGNMENT 
STARTER oO oO 
ao TURN sicams (WEEE BALANCE 
a i i Oo 
) RADWO OC wirers oO 
O APPEARANCE 
= WASH O ReMoveoers =O 
C) PORCELAINZE (C) TOUCH UP oO 
O sacmm OO 


WE WILL MAKE NECESSARY REPAIRS NOW WITH YOUR APPROVAL 


Nome___ 

Address bacon 
Mileage __Phone 
SUGGESTIONS____ ia oid 


sientinaeleaniiiad 


We feel that the above suggestions are our responsibility to you. 


ROBT. DE NOOYER CHEVROLET, inc. 


Holland, Mich. 
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“YOU WILL NOT BE OVER SOLD” 


. « « We Care for You . 


Service Sales ‘Prompter’— 


. . We Care for Your Car .. . 


“Self-serve" cards tend to increase the number of items that can be sold per aver- 
age repair order and also can create an atmosphere of greater satisfaction. Above 
is a service sales “prompter™ that is filed out by the lube man or other technician 


as he works on the car. 


It is hung on the light button of the car and has resulted 


in 80 percent of the items noted being ordered. 








High-gloss DULUX® colors make cars look new 
.. . trouble free performance speeds the job 


New-car gloss and beauty are just what you expect of 
Du Pont “Dulux” Enamel because it’s so widely used 
in new-car production. It gives over-all jobs buy 
appeal . . . panel repairs that match the original in 
color and luster. ..easy-working qualities that make it 
as economical in your shop as on the production line: 


EASY SPRAYING— “Dulux” quickly flows out to a full 
rich coat. FAST HIDING—the high solids in “Dulux” 
produce higher build; sandpaper scratches don’t 
show through. QUICK DRYING— “Dulux” delivers all 
DURABILITY that keeps customers pleased—proved by the speed possible in a finish that is so brilliant and 


the use of “Dulux” on leading bus fleets throughout hie : 
the country. so durable. Get it from your Du Pont jobber. 


Du Pont Refinishing Materials 


chemically engineered to do the job better 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 

















Customers Appreciative ews 


‘Self-Serve’ Ups Items Per Job 


(Continued from Page 28) 


switch on the dash of the cus- 
tomer’s vehicle. The soft copy goes 
to the order writer or the service 
manager so that he has an oppor- 
tunity to call the customer and tell 
him of the work that should be 
done while the car is still in the 
shop. 

Here again the customer is very 
appreciative of the service ren- 
dered and in a high percentage 
of cases will give the shop in- 
structions to go ahead with the 
work noted. 

The nice feature of the DeNooyer 
card is that it has a hole die 
punched at the top so that the card 
can be hung in plain sight on the 
dash of the car where the customer 
cannot help but see it the minute 
he gets into his car. 

Thus, even though the shop may 
not be able to contact the customer 
while the car is in the shop, he is 
informed of the needed work found 
when he picks up the car and, in 
many cases, will make an appoint- 
ment to have this additional work | 


done soon. 
» . +. 


$3,000-a-Month Gains 


— same type of card is used 
in contests among the shop 
technicians and lube men by John 
E. Wolf Co. in one of its service) 
sales promotion programs. They re- 
port that it is not at all unusual 
to fave such a contest increase the 
sale of customer labor and its at-| 
tendant amount of parts by as much | 
as $3,000 in one month’s time in 
a shop of 12 to 15 stalls. 

Alemite also put out a version 
of this card for their dealer cus- | 
tomer to use. This card is called | 
a report card and tells the cus- 
tomer that the services he has 
ordered have been completed | 
(the mechanics check off the 
items they have worked on) and 
lists the courtesy services that 
have been done such as checking 
the battery, radiator, lights, tires, 
windshield wipers, ashtrays and 
windshield cleaning. 

In addition, it includes a boxed 
paragraph which reads “While 


Chrysler Offers | 
New Muffler 


For Dealers 
(Continued from Page 28) 
tailpipes to be No. 2 in sales | 
volume of parts and products | 
sold by automotive jobbers. Muf- | 
flers are exceeded in jobber sales | 
only by spark plugs. 
Other products in their order of! 
jobber sales volume are motors and| 
chassis parts, ignition parts, bat-| 
teries, equipment of all types, oil! 
filters and cartridges, paint and 
body supplies, antifreeze, fan belts 
and rubber products, chemicals, | 
brake lining and lined shoes, piston | 
rings, bearings (motor), brake parts | 
and fluid, gaskets and oil seals, 
clutch assemblies and parts, tools) 
(small hand), lamp bulbs, sealed| 
beams and flashers and bearing 
(antifriction). 


* * * | 
Amor G those 











products are the 
safety items that should be the} 
concern of every car and truck 
dealer, as pointed out by AAA. 
These include spark plugs, first 
in sales volume; mufflers and tail- 
pipes, second; ignition parts, 
fourth; batteries fifth; oil filters 
and cartridges, seventh; antifreeze, 
ninth; fan belts and rubber prod- 
ucts, 10th; brake lining and lined 
shoes, 12th; brake parts and fluids, 
15th, gaskets and oil seals, 16th, 
and lamp bulbs, sealed beams and 
flashers, 19th. 





—Jack WEED. 


John Bean Employes 
Learn About New Products 


BIG RAPIDS, Mich. — Learning 
by doing was the keynote of a five- 
day course held at Ferris Institute 
to acquaint John Bean automotive 
representatives with the new John 
Bean frame straighteners and body 
press. 

Each representative took part in 
_ appraising the damage to typical 
' wrecked cars and estimating the 
extent and cost of corrective work. 
Then they made the actual hookup 
applications for the corrections, 





servicing your car, our inspectors 
found that the repairs or replace- 
ments shown below should be made 
as soon as possible to avoid un- 
necessary expense and make your 
car safer and more pleasant to 
drive.” 
* ca + 
a. this paragraph is a box 
that includes the 10 safety items 
as outlined by the InterIndustry 
Safety Committee and a place for| 
noting other services needed. 
One of the surest methods of in- 


Dealers Plan Play Day | 

ST. LOUIS.—The Greater St. 
Louis Automotive Assn. held 
last recreation day of the summer 
Sept. 9. 
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creasing profits in the service de- 
partment is to boost the number of 
items per repair order above an 
average of two, the service experts 
say. The John E. Wolf analysis of 
approximately a half million orders 
each month indicates that the aver- 
age dealer is getting considerably 
less than this. 

In fact, a review of these fig- 
ures for the first seven months 
of this year shows that the aver- 
age is slightly under 1.69 items 
per ticket and that only in the 
last three months has the aver- 
age been up to 1.72 items. 


Dealers have shied away from| 
its| having their order writers do a} 


15, 1958 


make the customer angry and drive 
him away from the shop. 
* * od 


Answer for Dealers 


F A dealer is fearful that his 

order writers can’t or won’t do 
a careful job of pointing out needed 
services as they write the order or 
don’t have time to do it then, some 
version of these self-serve cards 
or the use of both may be the 
answer to the problem of increas- 
ing service department “take” with- 
out any hint of “barber shopping.” 

Besides, merchants in other 
lines, notably the grocery field, 
have found that the customer will 
buy more if he makes his own 
selection without aid from a 
salesman. 

The self-serve card serves as a 
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Syracuse Cites 28 


In Sales-Tax Drive 


SYRACUSE. — The Sales Tax 
Bureau has issued warrants against 
28 Syracusans charged with failure 
to pay levies totaling $1,123.77 in 
connection with auto purchases in 
the City’s get-tough policy on al- 
leged violators of sales and use 
taxes. 

John W. Barnell, bureau counsel, 
said warrants were filed against 26 
residents who purchased autos out 
of the city. He said residents who 


| buy out of the city are compelled 


to pay a “use” tax and register 
with the Sales Tax Bureau. 

Two others were listed for viola- 
tion of the city sales tax. The trans- 


“hard sell” on getting more items| “buy” prompter like the display of, actions, Barnell said, were between 
per ticket for fear that they would| merchandise in the self-serve store. individuals. 





Cars “Wear Out” Alinement | 
6 Times Faster Than Brakes! 
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ALINEMENT & BALANCING SERVICE 
LOW DOWN PAYMENT AND SMALL MONTHLY OUT-OF-PROFIT 
PAYMENTS SET YOU UP IN BIG MONEY BEAR SERVICE! 


FRONT END SERVICE 


No wonder FRONT END SERVICE 
is among the TOP MONEY MAKERS! 


You get more from Bear to help you get a bigger share of the booming front- 
end market. That’s why, according to a recent survey, nearly twice as many 
shops use Bear Alinement equipment than any other! Yes, Bear brings you 
more in every way. More equipment to choose from—the most complete line in 
the industry built with the stamina and precision that helps you make more 
money faster, easier! More business-getting power with the famous Bear sign! 
More assurance of success thru the Bear School, which is ready to train you or 
a front-end expert for you! More continued support after you buy—with a 
professionally-planned advertising-merchandising program to help you get 
the business and repeat business! 


Want to know the profit potential for alinement service in your area? FREE 
BEAR FACTS FOLDER brings you all the details! 









CLIP COUPON RIGHT NOW! 


—— eee 


NAME 


BEAR MFG. CO., Dept. A-14, Rock Island, Ilinois 
RUSH FREE BEAR “PROFIT” FACTS FOLDER 





FIRM___ 
ADDRESS 





CITY 


ZONE____STATE 
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Coast Bank Handles Dealer Program .. . 
Credit Plan Ups Service Sales 


(Continued from Page 28) 


outh, Huntington Park, told Avuto- 
motive News “we've used the B of 
A plan for over 15 years. Not only 
does it help us sell bigger repair 

which is mainly where we use 
it, but it relieves us of carrying 
such large service receivables. 
Losses have been negligible, with 
the local branch giving us all the 
cooperation we need.” 


‘Plan Has Proved Itself’ 


“¢\UR experience only begins four 

months ago,” said Eldon May- 
berry, general manager of Bob Baer 
Chevrolet, Los Angeles. “But we 
like it. It gets us off the hook on 
paper, and cuts our accounts re- 
ceivable. 

“So far we've done little in the 
way of promotion, but now that 
the plan has proved itself we're 
just about ready to kick off a real 
program.” 

Brown said repair financing is 
available only through new-car 


dealers who floor and discount, or 
discount their customer paper to 
the bank. The dealer is given (at 
no charge) supplies of credit cards, 
promotion postcards and envelope 
stuffers promoting repair financing. 
The dealer uses these items to 
solicit customers, issuing credit 
cards to those whose record would 
support the granting of credit. 
The customer may have repairs 
made only at the issuing dealer, 
knowing in advance that credit will 
be granted. When repairs are com- 
pleted, the customer signs a note 


Wayne Blending Pump 
Now on Open Market 

SALISBURY, Md.—A blending 
pump for gasoline has been made 
available to all petroleum market- 
ers by Wayne Pump Co., division 
of Symington Wayne Corp. 

The Wayne Blend-O-Matic pump 
blends as many as nine different 
grades of motor fuel at the service 
station island. 


and receipt on dealer forms sup- 
plied by the bank. 
= = 


* 
Interest Is Variable 


—— is variable depending 
on dealer policy, ranging at pres- 
ent from 5% to 7 percent. There is 
an additional flat fee, paid by the 
customer, for third-party protec- 
tion. This paper is sent to the bank 
for discounting. 

If the certificate of ownership 
(“pink slip in California) is given 
the bank so the customer can be 
identified as the legal owner of 
the car and use it as security for 
the loan, the discount rate is 5% 
percent plus the flat fee. 

Except for the interest rate, the 
paper is handled exactly as a new 
car. Interest charged the customer 
in excess of the bank discount rate 
is credited to the dealer’s reserve 
account, from which he may draw 
each month. Dealer liability is lim- 
ited to repurchase of the balance 
of the contract 90 days after the 
oldest unpaid payment. 

On the other hand, if no certifi- 


cate of ownership is given the bank 
—in a case where the car is financed 
by another institution and not yet 
paid off—the same 5% percent in- 
terest rate applies but the dealer 
warrants the contract and gives the 


bank full recourse. 
* * +” 


Payment Book Issued 


Att™ the bank accepts the con- 
tract, it issues a payment book 
to the customer and makes collec- 
tion followups as required. 


In the event of delinquency, 
there are a five-day notice, a 10- 
day notice and a personal letter 
from the branch manager. These 
are interspersed with telephone 
calls. 


On the 20th delinquent day the 
account is transferred from the 
making branch to division head- 
quarters, from where an outside 
collector makes personal contact to 
effect a settlement. Should the ac- 
count be uncollectable, the dealer 
would repurchase under one of the 
two agreements. 

To keep business at home, the 
credit card issued the customer is 
only good at the issuing dealer. And 
it has no value in obtaining bank 
credit or loans. 

Although called a “Automobile 
Repair Courtesy Credit Card,” it is 





Eager Buyers Want Their Next Car 
Equipped with a Non-Slip Differentiat 
...for Greater Safety and Convenience 


Here’s how alert, sales-conscious dealers use the 
non-slip differential to create sales interest and 
to induce the prospect to close the deal now ... 
they demonstrate! Order your demonstrators 100% 
equipped with non-slip differentials. In spring or 
summer, or as the climate requires, they use a 
patch of mud or a small pit full of loose sand. In 
winter, there’s usually a sheet of ice or a curb 


CAR BUYER PURCHASING SURVEY 
No. 7783 NON-SLIP DIFFERENTIAL 


I'LL BUY 
NON-SLIP 
DIFFERENTIAL 
Atte 








full of packed snow. 


The prospect is invited to sit behind the wheel 
of a new car equipped with the non-slip differential 
—to actually see how power is shifted to the wheel 
with the greater traction. There’s no denying it 
. . . pulling out of “impossible situations” is 
positive proof of performance you can see! Here, 
the non-slip differential is often the best reason 
why your prospect will close the deal now. 


In its first full year on the market, the non-slip 
differential more than doubled the volume of sales 
expected by experienced auto sales managers. 
These results came as no surprise, since a recent 
market survey indicated a minimum of 43% of 
new car buyers were interested in purchasing this 
amazing new safety and.convenience feature, 
especially after they learned of its modest low price. 


Even more significant is the fact that 47% 
intend to purchase the non-slip differential on 
theit next new car. Make the non-slip differential 


part of your hard-sell 


program by having it 


factory-installed in every demonstrator. Then 
you’re ready to turn the rainiest or iciest days in 
the year into your brightest sales opportunities 
by demonstrating the non-slip differential! 


DANA CORPORATION .° Toledo 1, Ohio 


little more than an identification 
card issued to impress the cus- 
tomer. And in this capacity it 


works, 
* * + 


Customers Flattered 
USTOMERS are flattered to 
think their auto dealer trusts 

them, and bring or send their 
friends in for a card. Service man- 
agers like the card as it identifies 
customers who can afford a com- 
plete repair and assures prompt 
payment for parts and labor. 


Reduction of accounts receiv- 
able is where the office manager 
finds the program most helpful. 
Bank managers have found that 
financing repairs is of value to 
dealers short of working capital, 
or heavy on parts inventory. With 
promotion, the auto-repair finance 
program can both increase capital 
and reduce parts stocks, 


Negative reactions to auto-repair 
financing come from dealers who 
prefer to control their receivables, 
and want customers to make pay- 
ment directly. A few won’t bother 
with the paperwork involved which 
is almost as much paper as selling 
a car. 

And there are those who don’t 
want to “marry” the customer by 
agreeing to buy back defaulters. 

= * * 


‘Good for Other Guy’ 


But ask any dealer how this pro- 
gram would help the dealer 
across the street and they’ll all say: 
“Just what he needs. This will really 
do the job. Of course, it just doesn’t 
happen to fit us. But it would be 
great for the others.” 

Final analysis shows the pro- 
gram has definite merit: Reduc- 
tion of receivables, logical means 
of increasing dollars per R. O., 
fewer lost customers who won’t 
come in for service because they 
have little money this month. 

“I don’t see how the dealer can 
lose,” said Brown. “The proportions 
of loan vs. wholesale cost of the 
ear are great. Besides the dealer 
shifts his receivables to the bank 
where they belong.” 


Gas, Service Pact 
Termed Possible 
At 6 Cents a Mile 


ANN ARBOR, Mich. — Compre- 
hensive gasoline and service con- 
tracts could probably be offered 
motorists for as little as 6 cents a 
mile, Vice-President L. T. White 
of Cities Service Petroleum, Inc., 
said. 

While operating costs for the 
typical motorist have been esti- 
mated at more than 7 cents per 
mile, White estimated this figure 
could be cut “at least 20 percent” 
through regular, up-to-date main- 
tenance service. 

Maintenance contracts for truck 
and bus fleets are now common- 
place, but White said he knew of 
no firm offering this type service 
to private motorists. 

A specialist in small business and 
marketing for Cities Service, White 
predicted gasoline stations will de- 
velop along two lines in the future: 

1. Private chains of “products 
only” stations will continue to 
grow, emphasizing self-service buy- 
ing of gas and oil. 

2. Comprehensive service stations 
will also develop vigorously, offering 
customers washing, lubrication and 
tuneup services in addition to gas 
and oil. 

White said a nationwide trend 
toward “three bay” stations offer- 
ing these comprehensive services is 
now developing. In addition, he 
predicted, many stations may step 
up display and sales of such out- 
door goods as gardening tools and 
camping equipment. 


Sun Training School 


Selected on Coast 

CHICAGO. —Sun Electric Corp. 
has appointed Auto Mechanics In- 
stitute, Los Angeles, as its tuneup 
and testers’ training school for 
Southern California, 

New series of Sun Electric tuneup 
classes start Aug. 5 at the institute’s 
headquarters, 816 E. Florence Ave., 
Los Angeles. Day classes in the Sun 
Electric series are also being ar- 
ranged. 


Import Deal Opens 
Foreign Car Center, 3953 Broad- 
way, Kansas City, held its grand 
opening. 











Make your lubritorium a Golden Invitation to new service sales 


with LINCOLN 
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CEILING 
LUBREELS*. 
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AIR OR SPRING- 
OPERATED 


AUTOMATIC 
RETRACTING 


(? inp 
Coe The best dealers choose the 


to merchandise your 


: "Lincoln Golden Standard” 
modern lube services! 
styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 


tation to new sales. 


...says JACK MAYOTTE, Service Manager efficiency . . . exclusive air-power actuation and 
Boulevard Buick Company, Chicago, Illinois smooth, uniform retraction help men do faster, 
neater, better work. 


“To stay abreast of the times and keep pace with the modern 
needs of car owners, we have replaced the Lincoln lubricating 
equipment we installed 10 years ago with new Lincoln Golden 
Standard Lubreels. We feel this is the most scientific and up- Call your Lincoln Sales and Service Wholesaler. 
to-date method of offering ‘Lubricare’. We’re especially pleased He’ll be happy to advise and assist you in plan- 
with the way Lubreels help keep our present customers and 
attract new ones for us.” 


dependability . . . maintenance is the lowest . . . 
installation is simplicity itself. 


ning all your lubritorium requirements. No obliga- 
tion, of course. 


Lead with Lincoln matsaiuaaaaa 


' 
LINCOLN ENGINEERING COMPANY ¢ Division of The McNeil Machine & Engineering Co. Linco/n 


Engineers and:Manufacturers ¢ AUTOMATIC LUBRICATING EQUIPMENT ¢ SAINT LOUIS 20, MISSOURI 
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(Continued from Page 28) 


agreements, they were bound to 
buy from their factories, 

So at the outset the show was 
limited to the display of service 
shop equipment and tools and book- 
keeping machinery and still is. In 
a few of the shows they have al- 
lowed reconditioning products to 
be exhibited, and service-promotion 
firms have been among the ex- 
hibitors. But in the main the show 
has remained just about as Ray 
first put it together. 

Fortunately, too, despite the fact 
that the show is held every four 
years in what the equipment man- 
ufacturers feel are “dead spots,” 
Miami and San Francisco, the boys 
of the Equipment and Tool Institute 
have seen fit to go along with this 
show although they have been very 
active in holding down exhibiting 
as makers in many so-called “re- 
gional” shows in places felt to be 
just as nonproductive, when con- 
sidered from an expense standpoint. 

> > * 


Open to Suggestions 
R** set the pattern of working 
close with the equipment and 
tool makers, and was always open 
to any suggestion from this group 
that would aid in making the show 
more attractive to the visiting deal- 
ers and more productive for the 
exhibitors. 


ge 


to my humble mind rates an 
encomium. 

Ray endeared himself to thou- 
sands of dealers across the nation 
and because of that some of his 
closest friends in NADA and ATAM 
have made it possible for friends 
to participate in a memorial fund 
in his honor. Those who wish to 
participate can send their checks 
to Walter Kiplinger, NADA, 2000 
K St.. N.W., Washington 6, D. C. 

> 


One Word Out of Place 


word was out of place in 

the recent story I wrote about 

Chevrolet discontinuing the practice 

of granting subsidies on state, 

county and municipal business for 

the balance of the 1958 model truck 
run. 

I had quoted the text of the 
directive sent out earlier on 
passenger cars which read “wilil 
discontinue making direct bids or 
participating financially with 
dealers in submitting bids.” 

In shortening my story the word 


Dodge nor Ford ever bid 
direct on any but government busi- 
ness. All other bids are put through 
dealers, regardless of how low they 
have to go to get the business. And 

is where the subsidy comes in. 
is this subsidy that has been 
out “for the duration.” 


and Chrysler Corp.. for the school 
prograth they have put at the dis- 
posal of dealers throughout the 
country. GM’s school building pro- 
gram is finished now, I understand, 
and they have sprinkled modern 


training buildings all over this 
country, close to the majority of 
their dealers’ places of business so 
that the men do not have to be 
away from their job overlong to 
get the advanced training they so 
sorely need under today’s main- 
tenance demands. 


Chrysler is well embarked on its 
program, and due credit must be 
given both Curtice and Colbert for 
keying the expenditure of the kind 
of money it takes to erect such 
facilities. 

+ = 


* 

‘Good Timber’ Spoiling 
} ye there still is a big need to 

take the boy who has selected 
automotive mechanics course in his 
vocational school and provide the 
interim training and guidance to 
bring him along from a vocational 
school graduate to a point where 
a dealer can hire him and put him 
to work in his shop. 


gain on the effects of age, death 
and complexity that 


we are faced with in our en- 
deavor to keep our new cars and 
trucks running effectively and 
eco 


We are still losing too many 
graduates from our vocational 
school. We are still allowing good 
timber to be spoiled before it gets 
seasoned enough to carry its own 
weight. 

Far too many dealers just don’t 
or won’t understand what it takes 
to give a green graduate that extra 
attention to the end that he is saved 
for the service end of the industry. 

Richard Buckley, secretary of the 
NSPA school automotive instruction 
program, voiced the importance of 
this need when he told those at- 
tending the American Vocational 
Assn. convention that only one 
technician is available for every 87 
vehicles, while a healthy ratio would 
be one for every 60 vehicles. 

Here and there some units in the 
industry are doing their bit toward 
solving this problem. 

* - > 


Minnesota Dealers Help 


ro instance, the Minnesota 
dealers association headed up 


This must be done if we are to |an apprenticeship program this 





spring in a conference to which 
dealers and their service managers 
were invited. This conference was 
called to point out to the dealers 
the need for engaging in an ap- 
prenticeship program. 

A similar meeting was held in 
May by the Milwaukee County 
Automobile Dealers Assn. 

Central High School in Cincinnati 
is well on its way to carrying the 
story of vocational training to 
seventh and eighth grade students. 
In this recruitment campaign, Dr. 
Courter of the school system said 
“we want youngsters to understand 
that in the long run, work skills 
are their best insurance for the 
future.” 


The Cincinnati four-year program 
gives students both training in 
skilled trades and an academic 
background. In their senior year, 
the students actually work on jobs 
in a cooperative arrangement with 
150 employers. Numbered among 
these employers are many auto 
dealers. 

+ > 
Ford Sponsors Contest 
IHROUGH the efforts of William 
Walton, its Detroit district serv- 
ice manager, Ford Motor Corp. has 
been promoting a contest in which 


/,,you can do any 


the top vocational school graduate 
from each school is given a week's 
intensive training and then a test. 
Prizes are awarded to the winners. 

Plymouth is gradually expand- 
ing its “Fix the Car” contest 
across the nation and much is 
hoped for from this program as 
it broadens. 

And Mel Turner, an independent 
Chicago garageman, told the an- 
nual convention of the Automobile 
Parts Rebuilders Assn., that “the 
future of the automotive parts re- 
building industry is at stake if 
qualified and skilled automotive 
mechanics are not trained to install 
and adjust. rebuilt parts and units.” 

He went on to say a skilled in- 
staller would make a minor ad- 
justment to correct an operational 
fault “in less time than it would 
take to remove the unit and send 
it back to the jobber.” 

It looks to me from my scanning 
post that it is about time we had 
more concrete action on doing 
something constructive nationally 
about bringing these vocational 
students along to a point where 
they can be the badly needed expert 
technicians of the industry, and 
consolidating the currently scat- 
tered efforts that are now taking 
place. 





with Wadmer Lockheed 
POWER BRAKE REPAIR KITS 


the only complete line on the market 


GROWING MARKET—This year more than one out 
of four passenger cars manufactured is equipped with 
power brakes and the total is growing. Improve your 
brake service immediately with this complete line of 
repair kits. Only Wagner can supply you with kits for 
all makes and models of passenger cars. 


LOOK AT THESE FEATURES / 


e New complete line covers all passenger cars 
and is available only from Wagner. 


ALL FROM ONE SOURCE—Now you can obtain all 
of your power brake repair kits from one dependable 
source of supply and backed by the Wagner Lock- 
heed reputation for quality and performance. 













@ Selection of kits includes single package unit, 
major kits, minor kits, packing kits, and 
poppet valve kits. 

@ Complete line backed by famous Wagner 

Lockheed reputation for quality and perform- 

ance. 










EACH KIT CONTAINS A 
DETAILED HOW-TO-D0-/7 
INSTROCTION SHEET / 
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Sel cee eres 
=f 
=o . Each power brake repair kit includes an easy- 
fe coe, oe Ee Be cae to-follow how-to-do-it instruction sheet with all 
oe = ee + Sa ene” parts named and identified. In addition, it 
von _—— shows the steps to be taken in disassembly and 


assembly of all sub-units and components. 





LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING ¢ AIR HORNS © AIR BRAKES © TACHOGRAPHS 
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Lubrication Sometimes Fails .. . 





Front Bearings Pose Problem 


JEFFERSON CITY, Mo.—Dealer 
service departments which are not 
servicing front wheels in their pre- 
delivery routine may be in for 
trouble. 

In a recent check in several 
states, it was discovered that 
there have been a number of pre- 
mature failures of ball and roller 
bearings of types classified as pre- 
lubricated or lubricated-for-life. 
Loss of lubricant is most often to 
blame. 

Some manufacturers in their 
owner’s manuals have advised that 
no periodic inspection or lubrica- 
tion of front-wheel bearings on 
their cars is necessary. 

Since a check discloses that there 
have been an unusual number of 


bearing replacements on cars be-| 


tween 15,000 and 30,000 miles, a good 
number of dealers have reestab- 
lished their wheel packing and in- 
spection operation in the predeliv- 
ery service. 

Other dealers have insisted that 


their new-car owners bring the 
cars in for wheel balance and front- 
end check at 5,000 miles and sell 
them a wheel pack at the same 
time. 


However, some dealers reported 
that they met resistance on sell- 
ing the wheel pack from those 
who read the owner’s manuals 
where it plainly states that this 
is unnecessary. Only about 20 per- 
cent read the owner’s manuals, it 
is said, 

While the possibility of customer 
dissatisfaction looms large on this 
score, one dealer in Kansas City 
said that the possibilities of expen- 
sive damage suits from accidents 
|caused from dry bearings and 
front-wheel failure is so great that 
he has ordered front wheels re- 
moved, inspected and packed on 
|every new car before it is delivered. 
He also notifies the owner in writ- 
ling that this operation has been 
completed. 

The reason for this is his insur- 
| ance company settled a claim out of 





court arising from front-wheel fail- 
ure. 


But the average dealer who has 
not brushed so close to a damage 
suit, even though it is the insur- 
ance company which pays, thinks 
that he is not liable if an accident 
occurs because of failure of front- 
wheel bearings. 


While the question of exact liabil- 
ity may be a fine point, one attorney 
told Automotive News that such a 
damage suit could most likely be 
won when tried before a jury, if it 
could be proved that such bearings 
had not been properly lubricated or 
that such bearings failed before the 
end of a normal span of life. 


He said the normal life of such 
bearings could also be easily estab- 
lished in court and, if the accident 
occurred due to failure of front- 
wheel bearings, then it would be 
almost prime facie evidence that 
the bearings were defective in the 
first place or were not lubricated. 


He also said that the sympathy 


Tougher Tires 


New Chemical Balks Heat, 
Weather, Firm Says 


AKRON.—Something new has 
been added by Goodyear Tire & 
Rubber Co. to rubber compounds 
used in the manufacture of tires 
and tread rubber for recapping 
tires. It can’t be seen but the job it 
does can. 

It is a high activity antiozonant- 
antioxidant, a rubber chemical spe- 
cially developed by Goodyear to 
impart long-term weather protec- 
tion and heat-aging resistance to 
rubber products, especially tires. 

Goodyear said use of the new 
chemical gives superior resistance 
to sidewall checking and cracking, 
protects against heat and flex, or 
fatigue, and helps rubber retain its 
tensile strength. 





of a jury trying such a case would 
almost always be with the person 
making the claim. 

In such a case, the attorney 
said, if the dealer could exhibit 
written evidence that he had the 
front wheels removed and re- 
packed, the case for damages 





POWER BRAKE repair job 


IC MOTORS ¢ TRANSFORMERS 


own naine in brake Service 


e INDUSTRIAL BRAKES 


Wagner Electric 


AU-1300 





6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S. A, 
(Branches in principal cities in U.S. end in Canada) 


Please send us new Power Brake Repair Kit Catalog 
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would be more difficult to estab- 
lish. 


Another point, according to the 
attorney, is that the dealer cannot 
be sure that the liability will be 
transferred to the manufacturer or 
the insurance company, since in 
some cases it might be proved that 
the dealer was negligent. Manufac- 
turers and dealers have been sued 
successfully on these grounds. 

Failure of other prelubricated and 
so-called sealed bearings have been 
reported by a number of dealers. 
Here, the owner points to prema- 
ture failure and asks for free re- 
placement. The dealer has a prob- 
lem if his factory does not back up 
the replacement. 


When bearing failures were re- 
ported under the old conditions, 
the first question usually asked 
by the service manager or dealer 
was whether or not the owner 
had followed the lubrication rec- 
ommendations at about the 
proper mileages. 

In the instances when the owner 
admitted that the item had not been 
properly lubricated, the solution to 
the problem was obvious and no 
owner felt cheated. The dealer had 
a crutch, if he needed one. 

Now, with various points such as 
water pumps, some universals, 
driveshaft bearings and front wheel 
bearings listed as being prelubri- 


| cated and not requiring service, the 
|service manager hasn’t a leg to 
| Stand on when the customer com- 
| plains. 


NSPA Releases 
26th Yearly Study 


Of Sales, Costs 


CHICAGO.—The National Stand- 
ard Parts Assn. has issued its 1958 
edition of the annual survey of 
operating ratios and cost of doing 
business for automotive wholesal- 
ers. It marks the 26th year that 
NSPA has provided this special- 


| ized research work for its member- 


ship in the automotive service in- 
dustry. 

Thirty products or product cate- 
gories which contributed one-half 
of one percent or more of automo- 
tive wholesalers’ total sales volume 
are included again in the current 
report of sales by lines in 1957. 


Spark plugs, mufflers and tail 
pipes, motor and chassis parts, ig- 
nition parts, and batteries headed 
the list of leading lines, with each 
category accounting for more than 
4 percent of reporting wholesalers 
sales volume. 

The 1958 report indicates that 
the best sales month for automo- 
tive wholesalers in 1957 was Oc- 
tober, which accounted for 10.02 
percent of sales for the year. The 
third quarter of the year ranked 


| first in importance, accounting for 
for 27.04 percent of total sales. The 


low month was February, with 


6.90 percent. 


Sales expense amounted to 46.44 
percent of wholesalers’ gross profit 
on merchandise and shop sales, 
general and administrative expense 
took another 33.23 percent, and 
indirect expenses accounted for 7.45 
percent more. Annual stock turn- 
over was at a rate of 3.43 times per 
year and represents a slight de- 
crease from 1956, which was 3.50 
times per year. 


Kaiser to Expand 
In Argentina 


TOLEDO.—Industrias Kaiser 
Argentina, an affiliate of Willys 
Motors, Inc., will build a $2 million 
integrated forge facility at its 
automotive manufacturing plant in 
Cordoba, Argentina. 


James F. McCloud, general man- 
ager, said the- forge plant will be 
a joint project with Steel Improve- 
ment & Forge Co., Cleveland. 


He said that IKA would build the 
facility, which will have more than 
75,000 square feet of floor space, 
Steel Improvement & Forge will 
supply equipment. The new facility 
will permit IKA to provide fi 
for a wide variety of req 
in manufacturing its full line of 
Jeep vehicles and the Kaiser Cara- 
bela passenger car. IKA is now 
producing at an annual rate of 24,- 
000 units. 











Maintenance Hints... . 
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Here’s How Experts Do It 


Mechanics, order writers and 
service managers often do not 
have time to digest factory tech- 
nical service publications and 
other service material. Here, in a 
new column, are the best tips and 
suggestions gleaned from authen- 
tic and reliable sources. 


Chrysler, Imperial Tip 


.S importance of correct push 
button cable adjustment on the 
Torque-Flite transmissions cannot 
be over-emphasized. Improper ad- 


justment or a kinked cable may} 


cause erratic shift or possible front 
clutch failure. 

If either of these conditions is 
experienced, the transmission oil 
pan should be removed before 
removing the transmission. With 
the oil pan removed, carefully 
examine the manual valve-lever 
detent ball to be sure it properly 
and fully engages in the respec- 
tive manual lever detent notch. 
If the ball does not seat fully, 





ag EQUIPPED TO 


the push button cable will require 
adjustment. 

To properly adjust the cable, de- 
press the reverse “R” button and 
hold all the way in during the ad- 
justment. Loosen the cable lock- 
clip screw at the transmission 
manual valve lever housing. Push 
the cable into the housing until it 
stops. Then scribe a mark on the 
end of the cable at the housing and 
carefully pull the cable from the 
housing. Stop pulling just before 
| the detent ball moves out of posi- 
tion. 

Scribe another mark on the cable 
and divide the distance between 
the two marks. Push in the cable 
to this point. Tighten the cable 





| tween the two scribed marks, in 
|most cases, will not exceed 3/32 
inch. — Service BuLLetin—CHRYSLER 
| Corp. . “--. 


Steering, Handling Trouble 
HE maintenance manual details 
service procedures for correct- 





<s 









lock-clip screw. Total travel be-| 


ing steering problems, However, a 
bent steering shaft and/or mis- 
alignment between the steering 
gear and frame can contribute to 
steering bind, hard and/or erratic 
steering. 

In addition to maintenance man- 
|} ual procedures, the following is 
recommended for use in the diag- 
nosis and correction of bent steer- 
ing shafts and/or misaligned steer- 
|ing gear assemblies: 

1. Disconnect battery ground 
cable at battery. 

2. Remove steering wheel cap. 


| steering wheel. 

| 3. Remove upper bearing, 
tering spring and centering bush- 
ings. NOTE: If steering column has 
|a solid-type upper bearing, remove 


bearing assembly. 

4. Raise front of vehicle. 

5. Turn front wheel from side 
| to side and observe runout of the 
steering shaft. Mark the point of 
maximum runout. Maximum run- 
out should not exceed .250’. If 
runout exceeds maximum speci- 
fication, replace the steering shaft 
assembly. 

6. If the runout is within specifi- 
cations, but the steering shaft is 





|}not centered within the column, 


CRANK 


power CASE 


STEERING 


TIC 


aut . - \ss10N 


cen-| 


|the turn signal switch and upper) 





the following checks and alignment 
should be made: 

a. With spring pull scale, deter- 
mine the effort required to center 
the steering shaft with the column 
opening. The specified maximum 
allowable effort is eight pounds 
pull. NOTE: The spring scale hook 
should be placed on the marked 
side of shaft. 

b. If more than eight pounds pull 
is required to center the steering 


| shaft, the steering gear assembly 


|must be realigned as follows: 


| Using Tool 3600-AA, remove the} 


(1.) Shaft at 6 o’clock position 
in relation to column, Loosen 
steering gear mounting bolts. 
Raise gear and tighten bolts. 
Recheck shaft. 

(2.) Shaft at 9 o’clock position in| 
relation to column. Loosen steering | 
gear mounting bolts and add shims 


|mecessary to center shaft. Tighten 


bolts. Recheck shaft. 
(3.) Shaft at 12 o’clock position | 
in relation to column, Loosen steer- 
ing gear mounting bolts. Lower gear 
and tighten bolts. Recheck shaft. 
(4.) Shaft at 3 o’clock position in 


| relation to column. Loosen steering 


LUBRICATE ALL THE POINTS 





gear mounting bolts and remove 
shims necessary to center shaft. | 
Tighten bolts. Recheck shaft. 

7. Lower the vehicle. NOTE: If 


a frame contact hoist is used, | 


| 


Observe the steering shaft to 
column opening after the vehicle 
is lowered onto the floor. 

8. Install centering bushing and 
spring. NOTE: If the vehicle has a 
solid type upper bearing, install the 
turn signal switch and upper bear- 
ing assembly. 

9. Install steering wheel and 
steering wheel cap. 

10. Connect battery ground cable 
to battery.—Epset Service TECHNICAL 


BULLETIN, 


Cuts in Floor Carpets 


eee may experience 
complaints of front floor car- 





| pets being cut on some 1958 series 


cars, The condition is the result of 
sharp flanges on the body wiring 
harness cover under the door sill 
plate at the opening where the 
electric seat harness wires are 


| routed. 


When entering a car, the front 
floor carpet is usually compressed 
when the sill plate is stepped on, 


|and if there are any sharp edges 


on the body wiring harness cover, 
a cut is likely to occur. 

It is not necessary to replace 
the carpet for this condition. A 
waterproof body tape may be ap- 
plied to the underside of the 
carpet to mend any cuts that 
might occur. Before applying 
tape, make certain that the car- 
pet is thoroughly dry. 

After repairs are made, and 
before the sill plate is replaced, 
the sharp edges of the body wiring 
harness cover should be filled down 
carefully to prevent further cuts.— 


| Tre Capittac SERVICEMAN 


DIFFERENT, ALS 


WHEEL 
BEARINGS 


| 


With ARO..1. Have the Modern Lube Equipment 


for Complete Service and Greater Profit on Every Job! 


No—hand guns won’t do for today’s A.T.F., wheel 
bearing, power steering or crank case service! You 
need specialized equipment for each of these services 
. . . to lubricate all cars and step up your profits. 
Merchandise your complete lube service as an aid to 
motoring safety and the way for your customers to 





ARO 


LUBRICATION EQUIPMENT 
Automotive—Farm 


avoid needless repairs. 


Look into ARO overhead reels and the 
complete ARO lube line to give you the 
well-rounded lube service that will ring 
up top lube profits, month after month 
for you. See your ARO jobber now! 


Get the ARO Exclusive — 
10,000 Lube Job WARRANTY 


ARO warrants the AL-207 Air Motor to be free from 
defects in workmanship and materials for 10,000 
lube jobs or 3 years, whichever occurs first, from 


date of purchase. 


s 






New Headlight Door 


A NEW headlight door entered 
production at the following ap- 
proximate effective points: LD1- 
5028—LD2-47113—LD3-24708. 

The part number of the headlight 
door is 1832680-1, right and left. 
The new door is held in place by 
three attaching screws instead of 
four. 

The up to door required three 
brackets P/N 1754488 to attach 
the door to the front fender head- 
lamp plate. These brackets have 
been eliminated and the new 
doors are attached by two spacer 
nuts P/N 6010175 and two screws 
P/N 6010022. 

In order to install the new head- 
| light door in the up to fender, it is 
|necessary to cut two 9/32” square 
| holes in the fender headlamp plate. 
| In order to install the up to head- 
llight door on the after fender, it 
|will be necessary to install three 
attaching brackets P/N 1754488. 
| These brackets can be attached to 
'the headlamp plate with sheet 
metal screws. 

The part number of the fender 
was not changed. Therefore, when 
|replacing an up to fender in the 
| field, it will be necessary to order 
three brackets, front fender head- 
lamp plate to door, P/N 1754488, 
when the early type door is being 
installed. — TecuNicaL Service But- 


LeTIN—Dopce Division 
> - ” 


| Distributor Wires on 58s 
| HE recommended method for re- 


moving the distributor wires 
| from the spark plugs is to grasp the 
|spark plug wires at the moulded 
caps only. Then, apply a rotating 
motion to the moulded cap prior to 
pulling. This will break the adhe- 
sion of the cap to the spark-plug 
porcelain and facilitate removal. Do 
not pull on the wire, as this may 
separate the wire connection inside 
the cap or damage the weather seal. 

If the spark-plug wires are used 
as handles, the following defects 
may occur: 

1. Spark-plug wires pulled par- 
tially or completely out of the 
terminals. 

2. Radio-resistance-type spark- 
plug wires being stretched enough 
to raise the resistance beyond 
specifications. 

Spark-plug adapters should be 
used with a test light while per- 
forming an ignition-timing test. Do 
not puncture the spark-plug wires 
with a probe because this will 








destroy the dielectric qualities of 
the wire insulation and also damage 
the radio-resistance wire. The 
spark-plug wire is likely to arc to 
ground when the dielectric is 
punctured and cause an ignition 
miss.—Forp Division Service Letrer 


Godeny Opens 
Godeny Chevrolet has opened at 
840 Baltimore Pike in Springfield, 
Pa. Julius Godeny is the dealer. 
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Good Attitude Credited for 80% Absorption Rate . . . 


Ball Does Everything 
To Please Customer 


By Leslie E. Dunkin 
Staff Correspondent 

ELKHART, Ind.—Vernon M. Ball, 
Inc. (DeSoto-Plymouth), has a 
service absorption rate of 80 per- 
cent. 

The largest factor in such a 
high rating is the attitude of the 
service manager and all service 
personnel to the customer and his 
problems, according to Ball, who 
is celebrating 30 years as a 
DeSoto dealer. 

No matter how well a man is 
trained in mechanics—and they are 
all factory-trained—he still must 
want to do 2verything possible to 
please a customer, Ball said. 

“We can’t please everyone the 
first time, but we want him willing 
to come back until it is right,” Ball 
continued. “If he feels we are 
interested in him and his problems, 
we think he will. 

“We hope our service means 
something in sales and we feel that 
most cars we sell come back to us 
for service.” 

The service department gets 
into the act immediately when a 
new car is sold. Time given to 
the car’s preparation and policy 
adjustment so the new owner will 
be satisfied is twice the national 
average, Ball said. 

A history is kept on each car 
sold. One girl has charge of this 
file, and she sends out cards at 
the approximate time the car needs | 
various items of service, such as 
lubrication, oil and filter change, 
and tire switch. 

A service record also is kept,}| 
giving the shop a complete check | 
on what has been done to the car. 

“The owner appreciates the in-| 
terest in keeping his car at top- 
notch efficiency,” Ball said. “It 
requires a lot of work to keep such 
records, but we feel it builds up 
our service department.” 

Twelve free lubrications are 
given with each new or used car. 
The customer pays for the grease 
only. This helps to create the 
habit of coming back for service, 
Ball said. 

Each person on the mailing list 
gets a card at least once a month. 
Most of these are from the service 
department. 

Ball relies on radio, TV and 
newspaper advertising, devoting 
about 20 percent of it to service 
promotion. 

The customer “ready lot” should 
be easily accessible, Ball said. His 
is across the street from the en- 
trance to the building. When the} 
service job is finished, the car is 
parked there and the customer can 
get it anytime. 





Ball also offered some suggestions 
on the used-car business. 

“It is important to make up 
your mind immediately what you 
are going to do with a used car,” 
Ball said. “There are three alter- 
natives. First, to sell it as it; 
second, to wholesale it, and third, 
to recondition it. It is important 
to act immediately to get a quick 
turnover as used cars depreciate 


As a help in reconditioning, Ball, 
for the last six years, has used a 
form in which the owner rates the 


S. D. Board Okays 
Inspection Plan 


SIOUX FALLS, 8S. D.—(UTPS)— 
Directors of the South Dakota Au- 
tomobile Dealers Assn., meeting in 
Huron, have agreed in principle to 
a compulsory motor vehicle inspec- 
tion for all vehicles semi-annually. 
A tentative law is to be drafted 
and will be evaluated at a special 
committee meeting in September. 

Also, at the same board meeting, 
the secretary's staff was instructed 
to draft a proposal for a motor 
vehicle commission, using the Sioux 
Falls dealers as a committee of 
evaluation. A group workmen’s 
compensation insurance plan also 
was tentatively approved. 


Cady Motor Folds 
Washington county’s oldest auto 
dealer, Cady Motor Co. (Plymouth- 
Dodge), has discontinued operations 
in Hillsboro, Ore. 








car he is turning in. One copy is 
kept in the office and one is sent 
to the used-car lot. This is used as 
a selling tool and as a key to the 
reconditioning. Reconditioning is 
done in a special used-car recondi- 
tioning department. 

The rating form includes: Make, 
year, model, body style, mileage, 
how many owners the car has had, 
general condition, performance, 
recommendations before resale, 
owner’s name, address, phone num- 
ber and occupation, and such in- 
formation as color, radio, heater, 
transmission, seat covers and 
extras. 

Under general conditions infor- 
mation is asked on the condition 
of tires, paint, battery, engine, body 
and interior. Under performance 
the owner is asked to detail infor- 
mation on clutch, brakes, trans- 
mission, steering, oil consumption 
and any recent repairs. 


Plastic Firm Says 
Its Patches Hold 
In 525-Foot Fall 


LONG BEACH, Calif—A test to 
demonstrate the adhesive strength 
of the Unican Plastik body filler 
has been conducted here, 


To prove that the Plastik would 
not popout of mended areas, an 
automobile, patched in several 
spots with the product, was dropped 
from 525 feet by a helicopter. 

Following the impact, which 
practically demolished the car, the 
mended areas were inspected and 
found to be intact, the producer 
reported. The velocity of the im- 
pact was equal to that of an auto- 
mobile hitting a cement wall while 
travelling 125 miles per hour. 

Used in the experiment were 
Unican Plastic Co.’s two formulas, 
J-4 and the newly developed J-7. 

The J-7 is a version of the J-4 
that requires only one tube of 
hardener, while the latter requires 


Patches Intact— two, It is also more pliable, easier 
handle, apply, and dries 


Unican Plastic Co. said that body patches of its Unican Plastik remained intact after to 
; ; . 4 smoother, the company said. J-4’s 
this car was dropped from a helicopter at a height of 525 feet. The company said the | drying time can be regulated from 








impact was equal to that of an automobile hitting a cement wall while travelling | four to 30 minutes, depending on 
| 125 miles per hour. the type of job. 














TOWS ALL CARS WITH 
CUSHIONED SAFETY 


HOLMES new Universal Car Guard 
Towing Sling was developed for han- 


dling all late model 


neered by Holmes to provide a very 
Fast, Safe Means of Towing without 
scarring, denting or defacing light 
chrome and body parts. This feature 
is made possible by suspension on high 
strength, durable fabric straps that 
affords an entirely new type of cush- 
ioned safety. The Holmes Sling is fur- 
nished with V-type spacer bars, lifting 
strap and 2 sets of chains with 4 differ- 
ent hook attachments. Send for details. 











“HOLMES ENGINEERING Provides For 
EVERY Type of Road Emergency” 


I: takes extreme flexibility of Equipment for a wrecker to pick- 
up and bring-in a total wreck as shown above. The removal of such 
a badly damaged car is usually a very difficult job which often takes 
hours of hard work under hazardous road conditions. It is this type 
of operation where HOLMES Engineering really counts. Where the 
mechanical superiority of HOLMES design and construction begin 
to show up—in ease of operation, safety of handling and time saved. 
Smooth, Efficient operation is made possible by a combination of 
HOLMES features which assures maximum flexibility of Action for 
Road Emergencies. 


cars. It was engi- 





ASSURES FASTEST, SAFEST MEANS OF RECOVERY 


The Removal of Disabled Vehicles from Today’s streets and high- 
ways is a job which, in the interest of public safety, calls for Fast, 
Efficient work . . . without endangering either life or property. Use 
of a HOLMES Double Boom Wrecker assures the Fastest, Safest 
means of wreck removal. The unit is completely power-operated and 
can be quickly set up, for lifting or pulling from either side, with a 
minimum of interference to or from passing traffic. HOLMES offers 
many such features in a wide range of equipment, all Tried, Tested 
and Proven by thousands of satisfied users. Why not Up your 
earnings with a new HOLMES Wrecker? Send TODAY for details. 


ERNEST HOLMES COMPAN Y 








FORD FAMILY OF FINE CARS CLEARINGHOUSE ° NO. 100 OF A SERIES 


“SELLING CARS IS A BIG-TIME, 
BLUE-CHIP BUSINESS” 


Here’s advice from successful salesmen on how to build 
a great career in the retail automobile business 


This message was written 

by some of the top-notch salesmen 
selling Ford Motor Company products. 
Every word comes from men 

who have enthusiastically 

made a career of selling cars and trucks. 
Their advice 1s worth passing along. 
Why don’t you show these pages 


to a young man interested 
mm a profitable career in sales ? 




















GERMAN FORD LINE e 








What's it like selling cars? 


“Selling cars is a big-time, blue-chip business and the salesman is fortu- 
nate in that his sole investment is his time. If he uses his time wisely in 
meeting people and treating them right, he’s bound to make good money 
year in and year out.” 


Henry Ruger, Brewster Motor Co., Lupton, Colorado 
(He’s been selling cars for 35 years.) 


“T don’t know of any career where the income possibilities are so good for 
the effort a man is willing to put out.” 


Marvin W. King, Dumas Motor Co., Dumas, Arkansas 


Advice for a young man just beginning: 


“I’m a mere beginner, but I like selling cars and plan to make it my 
career. In building such a career, I’m convinced it’s important to stay at 
one dealership and not hop around. 


“Selling cars is like rolling a snowball downhill—it gets bigger the longer 
you stay at it.” 


E. R. Curley, Palmer Ford, Inc., Hyattsville, Maryland 
(He’s been selling cars for 1 year.) 


“T can’t think of a career more rewarding for a young man to get into, 
both for personal satisfaction and income, than selling cars.”’ 


Art Bennett, O’Meara Motor Co., Denver, Colorado 


“Sell yourself on the product, the dealership you want to work for, and 
stay with it! Be honest with yourself, your dealer and your customer. 
I have had the satisfaction of selling cars to the second, and even third, 
generation in many families.” 


Victor Kelly, Hatfield Motors, Inc., Indianapolis, Indiana 


And what's it like for the future ? 


“Career-selling gets easier as you grow older. This is ten times better 
than any desk job. Here you’re your own boss, you set your own salary. 
The harder you work, the more money you make. You meet new people, 
new situations all the time. You can make a kind of hobby or sport out 
of it. You can’t beat car selling for a man’s career.” 


George B. Heinig, Commonwealth Ford, Inc., Richmond, Virginia 
(He’s been selling cars for 11 years—is now 55 years old.) 


“It’s true there used to be more customers than cars and now it’s just the 
opposite. But if you develop a following and keep it busy, and do a 
thorough selling job on every customer, the deals can still be made. I’m 
making a career of this business; I love it. Someday I hope to be a dealer 
myself.’’ 


Fred Viglione, Jr., Craig Wood Ford, Inc., Ridgewood, New Jersey 


Many salesmen have become sales managers and later managed their 
own dealerships. In fact, there’s no end to the opportunities available to 
the energetic successful salesman. One of the best will always be the 
selling job itself. Here’s how Robert A. Wahl, Oak Park Motors, Inc., 
Oak Park, Illinois, sums up his 30 years in business: “It’s been a good 
career, a life full of stimulating challenges—and a lot of fun, too.” 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD e EDSEL ¢ MERCURY ee LINCOLN ¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 

M. LONG, Pines Motor Co., 

* Pine Bluff, Ark., wrote: “Sev- 

eral months ago we purchased an 

automobile, a 1955 model, from a 

man who had all of the necessary 

papers in order for us to register 

this car in our state. Later it devel- 

oped that this car was allegedly 
stolen. 

“Our state is a title state and we 

registered this car in our name with 





Duplex Gets Arkansas Plant 


LOS ‘' ANGELES.—<Acquisition of 
a plant in Fort Smith, Ark., for the 
manufacture of Duplex tool boxes, 
Was announced by Morris B. Pen- 
dleton, president of Pendleton Tool 
Industries, Inc. The former site of 
Duplex in Sherman, N. Y., was 
razed by fire last March, Duplex 
Mfg. Corp. is a wholly-owned sub- 
sidiary of Pendleton Tool. 








the papers we received when we 
bought the car. 
We are wondering 
if you have some 
late decisions on 
such cases as this. 
My opinion is: 
The owner of the 
stolen car can re- 
cover it from you, 
irrespective of the 
papers you hold, 
or the care you 
took to verify the 
L. T. Parker papers. Yes, I 
have a late case, and it is 81 N. W.| 
(2d) 850, 
For comparison, see Ohio Cas- 
ualty Insurance Co. v. Guterman, 
125 N. E. (2d) 351. The testimony 
showed that Brady Motors Co. 
held a duly issued Mllinois certif- 
icate of title to a Pontiac two- 








tone club coupe auto, motor and | 
serial No. P-8-T-H-4052. The auto 
was stolen from the lot of Brady | 
Motors. Pursuant to a policy of 


insurance, Ohio Casualty Insur- 

ance Co. paid to Brady Motors the 

sum of $2,350 for the stolen auto. 

Sometime later the insurance 
company discovered the auto in 
Ohio in possession of a person 
named Guterman, who had in good 
faith purchased the car from John 
Terebist in Bossier City, La. who 
held title, through an intermediary. 

In subsequent litigation, the 
higher court held that the insurance 
company can repossess the auto 
from Guterman without paying him 
any money, and said: 

“Can plaintiff (Ohio Casualty In- 
surance Co.), holder of a valid Illi- 
nois certificate of title to an auto, 
maintain an action in replevin in 
Ohio against defendant (Guterman) 
who holds an Ohio certificate of 
title to said automobile which is de- 
rived from a person who stole the 
automobile? 

“Certainly the Ohio certificate of 
title law was never intended to op- 
erate as a shield to a thief and 
a sword to the innocent.” 


> + * 
Validity of Mechanic’s Lien 
——_ A. FINK, Big 3 Motors 
Co., Anchorage, Alaska, wrote: 
“We note with interest your re- 
marks on court decisions in the 
Automotive News. We presently 
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a , 
Veteran Dealer— 
Joe Dean, left, DeSoto San Francisco 
regional manager, honors Lee Cavanaugh 
sr., of Bean and Cavanaugh (DeSoto-Plym- 
outh), Alameda, Calif., on the firm's 25th 
anniversary as a DeSoto dealer. 


have two cases pending, one involv- 






isdictions, holding that conditional 
vendor or a chattel mortgage are 
prior to subsequent labor material 
liens, for reference to our lawyer.” 
Here is the law: If a mortgage is 


A recorded in any county in any state, 


it is effective in all counties in all 
states in the U.S. In some states 
the mortgage must be refiled within 
a specified period of time. 

In other words, although a chat- 
tel mortgage is not recorded in the 
county in which your business is 
located, if a valid mortgage is re- 
corded in any county in any other 
jurisdiction in the U. S., generally 
it is effective against you’ 

> * +. 
Mortgage Still Binding 
N THE other hand, assuming 
that a chattel mortgage was not 
recorded in any county in any jur- 
isdiction in the U. S., and you had 


knowledge that the unrecorded 
mortgage existed before you ex- 


ing a chattel mortgage versus a| tended credit to a buyer, the mort- 
garage bill and the other is a condi-| gage is effective against you the 


tional sale versus a garage bill. 
“We, of course, do have counsel; 

however perhaps you have a list 

of citations from prominent jur- 





Rain or shine...Protected stations 
pump more gallonage...sell more TBA 


Motorists just naturally prefer to pull into a sta- 
tion like this. Regardless of the season or the 
weather they can drive in and get out of their cars 
in comfort under a protective canopy. And when 
they do, gallonage goes up and TBA sales in- 
crease. You avoid those depressing, foul-weather 


sales slumps. 


Protected stations offer other advantages over 
“Open” stations. Employees can work faster, more 
efficiently—render better service because they, 
too, are protected from the weather. Valuable 
equipment lasts longer, requires less mainte- 
nance because it is sheltered. 

Profitable stations like this can be built eco- 
nomically with mass-produced Butler building 


cs 


1 Prowse” 


components. Pre-engineered Butler structural 
frames and roof panels eliminate costly design 
and custom fabrication work. They are precision 


made to permit fast erection. 


The versatile Butler Building System that cre- 
ated this distinctive service station, is the same 
system of building that the oil industry has used 
to build fire-safe, weathertight offices, ware- 
houses and garages economically—from Canada 


to the Gulf of Mexico. 


For full details on how to build protected stations like 
this, that attract more business, enable you to operate 
more profitably the year ‘round, contact your Butler 
Builder. He’s listed in the Yellow Pages under ‘‘Build- 
ings” or “Steel Buildings.” Or write direct. 


BUTLER MANUFACTURING COMPANY 


7432 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Buildings © Oil Equipment ¢ Farm Equipment ¢ Dry Cleaners Equipment * Outdoor Advertising Equipment ¢ Custom Fabrication 


Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. ¢ Birmingham, Ala. * Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. « Chicago, Ill. * Detroit, Mich. 
Cleveland, Ohio « Pittsburgh, Pa. * New York City and Syracuse, N.Y. * Boston, Mass. * Washington, D. C. * Burlington, Ontario, Canada 
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same as if it had been properly and 
legally recorded. 

The higher court generally 
holds that the garageman cannot 
compel the holder of a properly 
recorded or refiled chattel mort- 
gage to pay a repair bill ordered 
by the mortgagee without knowl- 
edge of the holder of the mort- 
gage. 

On the other hand, certain courts 
have held that if without complaint 
the holder of the mortgage inspects 
the auto in the shop of the service- 
man before the repairs are made, 
the holder of the mortgage is re- 
sponsible for payment of the repair 
bill. 


1 Student Mechanic 
For 3,012 Vehicles, 
NSPA Aide Says 


BUFFALO.—There are only 839,- 
258 automotive vocational students 
enrolled in schools across the na- 
tion today, and of this number it 
is estimated that only about 22,314 
enter the trade each year, accord- 
ing to Richard Buckley, secretary 
of National Standard Parts Assn.’s 
“Automotive Instruction in Our 
Schools” program. 

These figures represent a ratio 
of one automotive student to every 
3,012 vehicles registered, Buckley 
told the annual convention of the 
American Vocational Assn. 

He added: “Today, figures reveal 
there is only one automotive tech- 
nician for every 87 vehicles needing 
service. The healthy ratio is one 
technician to every 60 vehicles. 
Using the figures of one technician 
for every 87 vehicles, we are still 
150,000 men short of requirements. 


“These startling figures reveal 
that only 7% students per county 
are entering the trade annually. It 
is doubtful if our schools are turn- 
ing out enough automotive techni- 
cians nationally even to service and 
maintain the vehicles owned and 
operated by the schools’ own per- 
sonnel.” 

Buckley said that during the past 
year local and state departments 
of education have taken positive 
action to upgrade their automotive 
training programs in accordance 
with recommendations made by 
NSPA last year at the AVA con- 
vention. 

He emphasized that this is a step 
forward and that it is the re- 
sponsibility of NSPA wholesaler 
and manufacturer members, as well 
as other segments of the industry, 
to help correct deficiencies that 
exist in many automotive training 
programs and to assist educators 
in upgrading them. 


N. Y. Suspends Licenses 


Of 2 Inspection Stations 


ROCHESTER, N. Y.—The licen- 
ses of two authorized Monroe 
County inspection stations have 
been suspended pending hearings 
next month by the State Motor 
— Bureau on alleged viola- 
tions. 


They are Philanz Oldsmobile, Inc. 
and Brunnell Tires. Their licenses 
and certificates were confiscated by 
State Police checking for violations 
at more than 300 stations in the 
county. 
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Highways 





Motorists who report phony ac- 
cident and injury claims were 
blasted by Massachusetts Registrar 
of Motor Vehicles, Clement A. 
Riley. He warned that the practice 
is threatening to sound the death 
kneel of compulsory insurance pro- 
tection in Massachusetts. 

Riley, who recently launched a 
“no-fix” policy with regard to) 
motor violations, told his listeners: 

“I wish from the bottom of my 
heart that there were some way 
we could promulgate a ‘no fix’ 
policy with regard to unscrupulous 
and irresponsible accident and in- 
jury claims. 

“Sad to say, these are threaten- 
ing to price our auto insurance 
rates right out of the market. 
There is hardly any point in avoid- 
ing the crux of the problem in 
accident and injury claim abuses 
by pointing a finger at a few shy- 
ster lawyers or premium hungry 
underwriters. 

“The latter types are a disgrace 
to their respective profession and 
are not typical of the great ma- 
jority of attorneys and under- 
writers who are trying to do a 
conscientious job concerning the 
filing and adjusting of claims.” 


Boys’ Clubs Slate 
Auto-Safety Drive 


Plans for a program to reduce} 
dangerous and irresponsible driving 
by teen-agers and adults were an- 
nounced by Boys’ Clubs of America. | 

Education by example will be 
stressed in more than 300 U. S.| 
communities, said John M. Gleason, 
organization director. Youngsters | 
will be taught correct traffic-safety 
attitudes through model cars and 
soap-box derby programs, and teen- | 
agers will be taught indirectly, with | 
emphasis on the mechanics and eco- | 
nomics of auto operation, he added. 

The program is being made pos-| 
sible by a grant from the Auto-| 
motive safety Foundation for the| 
dev2lopment of a manual on auto- 
motive uctivities for teen-agers. 


1905 Beats 1958 


Race Shows Congestion 
Slows City Travel 


A 1905 Pope-Toledo has beaten! 
a 1958 model car in a race through | 
Toledo. 

The race was staged by the Citi-| 
zens Committee for Expressways to| 
show that traffic congestion is cut-| 
ting down speeds. The new model) 
was able to move slightly faster) 
than the 1905 model but the older) 
car covered the five-mile course in 
less elapsed time because it met 
fewer traffic snarls. 

The committee is promoting an 
expressway system as a means of 
solving some of Toledo's traffic) 
problems. 


= > * 

2,083 Are Nabbed 
In Mass. Checkup 
a a 

On ‘Night Riders’ 

A total of 54,703 drivers were 
halted on Massachusetts highways 
in an early morning “Operation 
Roadwatch,” and 2,083 were ar- 
rested or due for court summonses 
on motor violations. 

The unprecedented drive was 
pronounced “a complete success” by 
Clement A. Riley, registrar of 
motor vehicles. All law-enforcement 
agencies co-operated in the opera- 
tion between 1 and 4 a.m. 

State Police Capt. Joseph P. Mc- 
Enaney said drivers were nabbed 
for drunken driving, speeding, fail- 
ing to stop at traffic lights or at 
order of a police officer, driving 
without a license, having faulty 
equipment, and driving after drink- 
ing, a separate charge from 
drunken driving. . 

“This ‘watch’ is only a forerun- 
ner,” said Riley. “We plan to con- 
duct such ‘Operation Roadwatches’ 
periodically and without warning.” 


Arkansas Urged to Adopt 
Only Three Speed Limits 
A recommendation that the State 
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a yardstick for suspending or re- 
& Safety 


voking driver’s licenses. 
get rid of its conglomeration of 


The committee will make its re- 
maximum speed limits and establish 


port at the annual convention in 
San Francisco in September. The 
only three to conform with the 
uniform motor vehicle code was 


group included Chairman Ed 
made by the roads and highways 


Scheidt, North Carolina motor ve- 
hicles commissioner; Fred Gassert, 
committee of the Arkansas Legis- 
lative Council. They would be 30 


New Jersey motor vehicles commis- 

sioner; and Paul McDonald, deputy 
secretary of state for Maine. 

m.p.h. in urban districts, 60 in other 

locations during the day and 55 at 

night. 


+ . + 
Stiff Safety Laws 
Sought in Missouri 
The committee further urged that 
the State adopt a code regulation 


A program to tighten Missouri’s 
which would authorize the state| ‘ttffic safety laws, including a pro- 
highway commission or local au-| Posed new point system for traffic 
thorities to declare a minimum violations, will be submitted to the 
speed limit where they deem it 


1959 Legislature by a special joint 
necessary “to insure safety.” legislative committee. 
+. * * 


The committee also will ask the 
Legislature to make drunken driv- 
Report Mapped on Study ing a graduated offense. It is a fel- 
Of Licensing, Point System 
A subcommittee of the American 






































ony now and convictions are few. 

In most instances, the charge is re- 

duced to careless and reckless driv- 

‘ oct ing. Under the committee proposal, 

oo of yey tee opera the first offense would call for a 
ors met in eigh, N. C., to pre-| $199 fine and a possible jail sen-| 
pare a report on a two-year study | tence and the second offense a man-| 
of driver licensing and the point} datory jail sentence and a fine up| 
system which some states use as|to $500. Each would be a mis-| 































Bilingual Road Signs 
In Vermont Aid Canadians 


Vermonters and Canadians have 
been linked more closely through 
erection of the State’s first two- 
language highway signs by the 
Vermont Highway Department. 

The bilingual signs, in English 
and French, were put up on the 
10 entrance routes to Vermont 
from the Province of Quebec, The 
Quebec Department of Highways 
and Communications cooperated 
in effecting the translations for 
the markers. 





demeanor. A third conviction would 
be a felony, punishable by a prison 
sentence. 

The committee also will seek en- 
actment of a measure to permit any 
driver to take an intoxication test 
on a voluntary basis. If the percen- 
tage of alcohol in his or her blood 
was .15 or more, the driver would 
be considered drunk and the results 
of the test could be admitted in 
evidence. 

* = * 


Oregon Motorists to Be Polled 


On Higher Gas, License Fees 
The Oregon State Motor Assn. 





announced it will poll motorists on 
their attitude toward a suggestion 
by the State Highway Commission 
that it may ask the next Legisla- 
ture for an increase of one cent in 
the gasoline tax and $5 in the 
motor-vehicle license fee to help 
match Federal funds available for 
interstate highway construction. 
Twice previously, Oregon motor- 
ists polled by the association have 
expressed opposition to increases 
in the gas tax or registration fee. 
” * 


Colo. Now Ranks 
9th in Road Work 


Colorado has advanced from 
tenth to ninth place among states 
in work under way on the inter- 
state highway system, according to 
Mark U. Watrous, chief State high- 
way engineer. 

At the end of July, Colorado had 
108.6 miles of construction under 
way on the interstate system. The 
work was to cost $21,744,000. 

Colorado remained in 13th place 
nationally in mileage completed— 
65.8 miles at a cost of $15,269,000. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
| SECTION. Others are profiting from 
| AUTOMOTIVE NEWS WANT ADS! Are 
you? 





Why a chain is a better 
buy than separate links 
























When you specify a complete Bendix-Westinghouse air brake 
system—all devices designed and built by Bendix-Westing- 
house—you have staked your reputation on a chain you can 
depend on. . . and one for whose durability we can accept full 
responsibility. You can be sure that every link in that chain is 
an integrated part in a complete braking system . . . every 
link is built to perform a specific operation with maximum 
efficiency in a closely related system . . . every link is built to 
give you greater safety, longer life, and better all-around 
performance year in and year out. 

A pioneer in the design, development, and manufacture of 
dependable automotive air brakes, Bendix-Westinghouse 
has worked tirelessly to aid the industry in its constant efforts 
to establish higher safety standards. We believe those 
standards can never be too high! That is why we shall 
continue to urge our customers, the truck manufacturers and 
fleet operators of America, to equip their trucks with complete 
Bendix-Westinghouse air brake systems. 


BENDIX-WESTINGHOUSE AIR BRAKE SYSTEM 





To Chrysler Motors Corporation Dealers 


FAST PARTS DISTRIBUTION 


MoPar spans the nation to give you fast delivery for any 
MoPar part or accessory you need. 
More than 120 MoPar Parts. Wholesalers put you within 
a short distance of a major MoPar distribution point, which 
is stocked to furnish all your normal parts requirements. 
Each MoPar Parts Wholesaler is supported by one of 
MoPar’s six parts plants. This national distribution network 





can effect speedy shipment of any MoPar part from any point. 


MoPar’s speedy distribution helps you two ways: 


e Right now, it makes your service department more profitable, 
eliminates the need for stocking slow-moving parts, helps 
you keep service jobs on schedule, keeps Chrysler-engineered 
MoPar standards in the vehicles you sell and service. 


e@ Over the long haul it influences your new and used car 
sales, too. Your customers become repeat buyers when you 





give them satisfactory service on their present cars. The use 
of MoPar parts in all your service operations helps improve 
customer loyalty to you and the vehicles you sell. 


g * * 


There is a MoPar Wholesaler as near as your telephone. 
Call him—he will gladly give you more information on how 
you can benefit from MoPar’s “fast distribution network.” 


Sell the line that keeps your customers sold on you... 
genuine Chrysler ‘Corporation Parts and Accesseries. 


Center Line 
Michigan 


Newark 
Delaware 


Atlanta Heme 
Georgia 


San Leandro 
California 


Kansas City 
Kansas 


Michigan 


MoPar Division, Chrysler Motors Corporation 
Detroit 31, Michigan 
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Used-Car Expert Advises... 


‘Establish a Selling Policy’ 








HARLAN G. LOUD, HARLAN G. LOUD-FORD, Pasadena, Calif., says: 





“My Yellow Pages advertising turns 
newcomers into new customers!’’ 





“When newcomers and visitors in our community want 
Ford cars, trucks or service, they naturally look in the 
classified telephone directory for a Ford dealer. Then 
my Yellow Pages advertising helps direct them to me!” 


National advertising builds preference for cars and 
service. But it’s the Yellow Pages that leads interested 
prospects to you for the cars and service you offer. Call 
your local telephone business office for more information 
on how this proven business-getter can work for you! 


THIS %-PAGE AD (shown reduced), one | 
of three, pinpoints the Loud Agency 
as Pasadena’s oldest Ford dealership. 


TRADE-MARK LISTINGS under Ford 
trucks and Ford automobiles 
identify Mr. Loud as an author- 
ized dealer. 





1365 E. COLORADO - AT HILL 





VALUABLE FRANCHISES 
NOW AVAILABLE... 


*% The only authentic full-size 
reproduction of 1901 model. 


% Now tooled and in produc- | 
tion. 


* immediate delivery. 


%* Full line includes 4 reproduc- 
tion models of early American 


Cars. 


For full franchise information, write or phone today. 


AMERICAN AIR PRODUCTS CORP. 


4340 NORTHWEST 10TH AVENUE 
Phone: LOgan 6-6521 


FORT LAUDERDALE, FLORIDA 





DETROIT.—A_ definite selling 
policy is one of the first matters 
to consider in any used-car man 
agement program, according to H. 
L. Crawford, automotive merchan- 
dising authority. 

Crawford devotes considerable 
space to discussing such a policy 
in “Used Car Management,” a 
409-page book that is a com- 
panion volume to his “Selling 
Used Cars.” Both are published 
by Associates Investment Co. 

“Your policy,’ Crawford writes, 
“can be designed to attract people 
who would hesitate to buy a used 
car if it were not for the confi- 
dence built up by your reputation 
and selling policies ... It is your 
business platform.” 

Among the things the policy may 
include are how he reconditions 
his cars, the guarantee he offers, 
the quality of merchandise he sells, 
the selection he offers, his financ- 
ing facilities—or any combination 
of these. 

Crawford recommends that each 
car bear a price tag or that the 
price be listed on a sheet in pos- 
session of the salesman, 


“If the price is not plainly 
marked,” he said, “the buyer al- 
most always feels that any price 
quoted him verbally is influenced 
by his interest in the car or his 
demand for a tradein allowance 
—and that some other price may 
be given another buyer under 
different circumstances. 

“This is no way to establish con- 
fidence, although many dealers feel 
it is necessary. As a minimum, it 
suggests to the buyer to get ready 
to ‘bargain.’” 

The written used-car guarantee, 


Financial 


Hertz Corp. reported second- 
quarter earnings of $1,001,872, up 
54 percent over the first quarter’s 
$647,509. 

Revenues for the first six months 
of this year amounted to $44,635,- 
669, more than 14 percent over the 
$39,085,198 for the corresponding 
period last year. 


Net income after taxes in the first | 


six months was $1,649,381. For the 
like six-month period last year, net 
income totalled $2,470,885. 


* > 7 


Reynolds Sales, Profit 
Top °57 First Half 


Reynolds Metals Co. sales and 
earnings were higher in the first 
half of 1958 than in the correspond- 
ing 1957 period, according to 
Richard S. Reynolds jr., president. 

Consolidated net profit for the 
first six months of 1958 amounted 
to $19,210,266, compared with $18,- 
546,817 in the first half of 1957. Net 
sales totalled $222,608,812, against 
$216,921,613 for the first six months 
of last year. 

Consolidated net profit for the 
second quarter amounted to $9,299,- 
921 compared with $8,666,246 in the 
similar 1957 quarter and with $9,- 
910,345 in the first quarter of 1958. 

Second-quarter net sales totalled 
$106,863,164, against $111,740,230 in 
the second quarter of 1957 and 
$115,745,648 in the first quarter of 
this year. 


Houdaille Industries 


Net sales of Houdaille Industries, 
Inc., for the first half of 1958 were 
$27,456,000, compared with $41,569,- 
000 a year earlier. Net income for 
the six months, after taxes, 
amounted to $546,000, or 26 cents 
per share of common stock, after 
provision for preferred dividends, 
as against 1957 first-half net earn- 
ings of $1,769,000, or $1.20 per com- 
mon share. 


Commercial Solvents 


Commercial Solvents Corp. re- 
ports for the quarter ended June 
30, 1958, consolidated net earnings 
of $378,654, equal to 14 cents per 
share. Sales for the quarter were 
$15,117,883. Net earnings for the six 
months ended June 30, 1958 were 
$735,925 equal to 27 cents per share. 
Sales for the six months were $28,- 
412,137. 


’ 








Crawford says, is an important 
sales weapon because “it is ¢eon- 
crete evidence to buyers of this 
part of your sales policy. The form 
of guarantee should depend on the 
condition of the car. There is no 
rule that requires you to use only 
one guarantee.” 

By way of explanation, the au- 
thor lists several types of warranty 
programs and tells how each may 
be worded. He emphasizes that the 
time and terms of the guarantee 
should fit the individual car. 


Crawford has drawn up a five- 
section used-car selling code. In 
explaining it, he notes: “Your 
policy may include all these sec- 
tions, or it may exclude any of 
them. Don’t make it too long or 
fussy. Use simple, easy-to-under- 
stand words. Make it say what 
you mean.” 

Here is his suggested “Code of 
Business Ethics:” 

1. General business practices. 
“State your policy on price or 
value; describe your guarantee and 
what it means; explain your pro- 
cedure for demonstrating; give 

your policy on refund of deposits.” 

2. Financing and insurance. 


“Tell how you tailor your financ- 
ing to the customer’s needs; ex- 
plain your accommodations for in- 
surance coverage, etc.” 

3. Advertising and selling. 

“Say that you have the cars 
you advertise; explain that you 
describe cars accurately and hon- 
estly; describe how you sell—‘We}| 
don’t oversell, switch,’ etc.; give 
your policy on tradein allowances.” 


4. Service. 

“Describe your facilities and 
personnel; state your policy on 
use of repair parts and prompt- 
ness of delivery; tell the basis 
on which charges are estimated.” 


5. Treatment of customers. 

“Say how you feel about custom- 
ers.” Among Crawford’s “10 com-| 
mandments of customer relations” | 
are: “Customers are the most im- 
portant persons to our business” | 
and “Customers do us a favor by 
stopping in—not we them.” 





4-Point Program 
Boosts Volume 
For Dodge Deal 


HEMPSTEAD, N. Y. — A four- 
point service program has helped 
boost parts and service gross for 
Schneider-Trotte Corp. (Dodge-| 
Plymouth) nearly 50 percent above} 
the same period last year. | 

Joseph Schneider, dealership} 
president, outlined the program: 

1. Three lube racks are exposed) 
to public view. Schneider believes 
there is a big plus factor in letting | 
the customer see the work being 
performed. 

2. All seven customer-service me-| 
chanics are on a piecework basis 
te speed service and cut lost time. 

3. Schneider-Trotte puts its “test- 
ers” or “greeters” on a salary plus 
percentage of total labor charges) 
to help induce them to sell the 
extra service work. 

4. All service employes are given 
a small bonus for additional needed | 
service work they spot—and which 
is sold—while they are making 
ordered repairs, 

Three “extras” also help. One is 
a night-deposit for car keys—an| 
adaptation of bank deposit service. 





















“The customer takes an envelope 
from our outside dispenser,” 
Schneider explained, “and checks 
off the services he wants. Then he 
writes his name, address and li- 
cense number, places his keys in 
the envelope and puts the envelope 
in our mail slot. 

“He can leave the car with us 
anytime at night or early in the 
morning before we are open, and 
can usually pick it up when he 
comes home from work in New 
York that evening.” 

The second “extra” is a two-year 
free service .warranty on new cars 
and a onexyear free warranty on 
used vehicles. Finally, the dealer 
offers a seven-day, money-back 
guarantee on all used cars. i 
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DIFFERENCE 


... when they change to WoLF’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 

@ Lower oil consumption 

@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 


<I 
as 
WOLF'S HEAD OIL REFINING 
a. 











BLITZ 


BATTERY CHARGERS 
Are Money Mokers For Any Shop 


Write today for 
new catalog, ° 
prices and detai 


BLITZ ELECTRIC CO.., Inc. 


5718 Wentworth Ave., Chicago 21, til. 





WANTED! 


AUTO PARTS 
MANUFACTURING CO. 
With National Distribution 


SINGLE OR 
DIVERSIFIED LINES 
LARGE OR SMALL CO. 


Will Also Consider Auto- 


motive Wholesaler with . 
National Distribution. 

ALL REPLIES HELD IN 

STRICT CONFIDENCE A 


NO BROKERS, PLEASE 


BOX AN-4 
Automotive News 
Detroit 26, Mich. 


MOTOR oy 
MASTER 


“MOTOR MASTER PRODUCTS CORP. 
BOX 96.,_ DEFIANCE, OHIO 
| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 





PLUGS. 
GQMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 

NAME 






CITY & STATE 
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non-fall-out trays 
have individual label holders and 
stops to prevent falling 








adjustable dividers 


snap into position any place you 
want them . . . designed to permit 


change-over 
change-over 





traveling label holders 


travel with dividers . . . holders 
and dividers stay with parts when 
rranged 


no bin offers more features than Borroughs 





Borroughs Bins 





sliding shelves 
adjustable without bolting . . . they 
slide in and ovt instantly, on 14” 
centers 


Make this change-over time the most efficient in your history. With BORROUGHS BINS you can cut your dollar investment and 
increase your profits by maintaining easy balance of inventory, and at the same time, have every part in its proper place. 


BORROUGHS BINS will save you time in preparing orders and finding parts. You cut the possibility of overstocking and obso- 


LOUIS A. ALEXANDER CO. 


Watertown 4-4140—4-7204 


Webster 3-6445 


Elmwood 7047 


1220 Richmond, Cincinnati 3, Ohie 
MAin 1-5975-6 


a 


OLympic 1-6620 


54 West 30th, indianapolis 8, Ind. 


TAlbot 7503 


204 Builders Bidg., Lewisville, Ky. 
Wniper 5-2783 
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BINS & EQUIPMENT CO., INC. 
264 N. Beacon St., Watertown 72, Mass. 1918 Buford Highway, 1E., Atlanta 9, Ga. 
AUTOMOTIVE BIN SERVICE CO., INC. BORROUGHS MFG. CORP. 


10040 Freeland Ave., Detroit 27, Mich. 121 Vorick St., Mew York 13, M. Y. 
Algonquin 5-147 


20 East North St., Bulfale 3, N.Y. 
S 114 Virginia St., Seattle 1, Wash. 
2-0464 


1616 0.W. Glison, Portland, Ore. 
8905 Lake Ave., Cleveland 2, Ohie 


25th and Holgate, Tacoma, Wash. 
7 


WwW. W. CANNON CO. 
9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 
1961 Winter St., Hewsten, Tex. 
PReston 7688 


S. 1. DAIGLE & CO. 


437 Philip St, New Orleans 10, La. 


EXpress 2138 
EAST COAST DISTRIBUTING CO. 


327 Hopkins Rd., Baltimere 12, Md. 


DRexel 7-8042 


1580 N. 52nd St., Philadelphia 31, Pa. 
GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 
5604 W. North Ave, Milwaukee 8, Wis. 


Hilitop 2-0145 


INDUSTRIAL PRODUCTS CO. 
611 S. Queen St, Heneluls 13, Hawaii 
Telephone 66-288 
WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWinooks 3-7233 
1732 Ist St., S., Seattle 9, Wash. 
MUtual 2-125) 


GREEN-PENNY CO. 
4180 E. Noakes St., Les Angeles 23, Calif. 
Aligelus 8-3321 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicage 20, til. 
HUdson 3-5353 
METAL PRODUCTS CO. 
359 Madison Ave., Memphis 3, Tenn. 
Jackson 7-0572 


3026 NORTH BURDICK AMP. ar amazoo, MICHIGAN 


lescence. BORROUGHS BINS are stronger. . shelves are 18 gage . . frame has separate base and top bolted to uprights and back 
to give greatest rigidity. And as to color — you can choose green, gray, buff, white, cascade or tile, in electrostatically baked-on 
enamel. Get in touch with your BORROUGHS distributor today and you'll get quick action. 


Borroughs warehouse distributors - always at your service 


SIGGINS CO. 
704 Broedway, Kenses City 5, Me. 
HArrison 1-7670 
1236S. 13th St., Omaha, Nebr. 
2315 University, Des Moines, lowe 


SIGGINS EQUIPMENT CO., INC. 
901 S. Boyle Ave., $t. Lewis 10, Me. 
JEfferson 3-8822 —3-8042 
SPARKMAN-BARKER CO. 
421 Santa Fe Dr., Denver 4, Cole. 
KEystone 4-1328 
WICKWARE-STACKBIN, LTD. 
P. 0. Box 740, Perth, Ontarie, Canada 
* (CEntral 1470 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
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FUSE TUBES—Vori-size Fuse-in-Lines, a 
different concept for proper circuit pro- 
tection, are being marketed by Signal- 
Stat Corp., 523-539 Kent Ave., Brooklyn 
11, N. Y¥. The units may be spliced into 
the line close to the source of current or 
wherever desired, making it easy to prop- 
erly fuse each piece of equipment sepa- 
rately, it is claimed. Once the original 
installation is made, the fuse rating may 
be changed as often as electrical load 
requirements demand. A twisting motion 
detaches the fuse tube and fuse from 
the line and a new one can be inserted. 

> > 
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FRAME STRAIGHTENERS — The line of 
John Bean frame straigteners is said to 
provide equipment for all types of frame 
correction work in addition to body press 
equipment for body correction operations. 
This specially engineered equipment has 
been introduced by John Bean Division, 
Food Machinery & Chemical Corp., Lan- 
sing, Mich. Outstanding features of the 
John Bean Frame Straighteners and Body 
Press ore said to include specially 
designed tools that allow combination 
setups, thus reducing the total number 
of setups required for a given job. 
Friction-free roller carriages and rocker 
bors permit a full 20,000 pound correction 
force to be applied to any point and at 
any angle on the frame or body, it is 


said. 
os * . 





HYDRAULIC LIFT—A one-end hydraulic 
lift, designed to lift all cars and light 
trucks, has been announced by Walker 
Mfg. Co. of Wisconsin, Racine, Wis. The 
1%-ton lift, known as the No. 99, is said 
to feature variable bumper clearance to 
lift low-slung, long-overhang automobiles. 
Because of Walker's exclusive wide angle 
V-beom design, the distance between the 
bumper and the jack increases from 94 
fo 15 inches as the saddles are spread, 
eliminating “‘dinged" or distorted bump- 
ers, it is said. Saddles adjust from 24 to 
43 inches and may be reversed for a 
minimum spread of eight inches. Twin 
sofety locks protect load and operator 
from accidental Jowering, it is claimed. 


Work Station Designed 


As Desk, Storage Area 


Dual-purpose work stations speci- 
ally designed for research, engineer- 
ing department or laboratory use 
are offered by the Columbia Hallo- 
well division, Standard Pressed 
Steel Co., Jenkintown, Pa. 

A desk-height table top supported 
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NEW PRODUCTS 


by a pedestal-type arrangement of 
cabinet files, the unit, called a re- 
search and engineering station, 
combines a large open work sur- 
face with a great variety of avail- 
able storage space, the firm said. 

* + * 





BATTERIES—tlee Rubber & Tire Corp., 
Conshohocken, Pa., has announced a sim- 
plified line of Lee Powersealed batteries 
in either six- or 12-volt models, wet or 
dry charged. The exclusive Lee feature 
is said to be Powerseal, an active mate- 
rial which coats the grids with silver and 
cobalt to protect against grid corrosion 
and power loss, The coating seals the 
antimony in the positive plate and pre- 
vents its escape to the negative plate 
where it will cause self discharge and 
accelerated grid corrosion, it is claimed. 





TIRE BUFFER—Wyzenbeek and Staff, 
Inc., 223 N. California Ave., Chicago 12, 
lll., has introduced heavy-duty suspension- 
type Wyco tire buffers. Joining the line 
of Wyco buffers are the %, one, and 
1% horsepower models. The suspension- 
type machines in large or small shops 
conserve floor space, as they are easily 
mounted on a hook or track overhead, 
it is said. Handy hangers are provided 
on the bracket, which also mounts the 
toggle switch in easy reach of the oper- 
ator. Wire brushes, rasps, and sanding 
drums are mounted on their own hand- 
piece and are kept in the handy hangers 


for tool changes. 
* * 





NUT BUSTER—A tool that is said to 
free frozen nuts from rusted or corroded 
stud-end shock absorbers —the Gabriel 
“Nut-Buster"—is available from Gabriel 
Co., 1148 Euclid Ave., Cleveland, O. Made 
of special alloy steel, it operates with a 
socket and ratchet. A few turns of the 
driving head splits the nut so that it can 
be removed with little effort. With a bite 
on each side, the nut falls off in two 
pieces, it is said. The tool is available 
through distributors and jobbers of 
Gabriel shock absorbers. . 


Metal-Coating Unit 


A method for treating metal 
friction parts with protective oil 
absorbent coating is provided in 
the newly developed DURALUBE 
processing unit, manufactured by 
| Durabilt Co., 7500 Maie Ave., Los 
Angeles 1, Calif. 

* 


* « 











BODY TOOL—Bilair Equipment Co., 902 
Blair St., Flint, Mich., has announced a 
labor-saving body tool; the Dolypick. It} 
reaches deep into inaccessible or awk- | 
ward areas such as doors, hoods, roofs, 
fenders, quarter panels and deck lids, | 
and enables pinpoint picking and easy! 
dollying, it is said. Manufacturer states | 
that a door on the car, with trim pad 
in place, is easier to hammer and dolly, | 
and to pick, than if it were on a bench 
with trim removed. 





Device Limits Air-Cooling 
To Occupied Parts of Auto 


Aire-Gard Co., P. O. Box 6733, 
Dallas, Tex., has introduced a 
device which, it says, “provides air- 
conditioned cooling where you want 
it and when you want it.” 

The product, called Aire-Gard, is 

* +. 





FLOOR COVER—Latest Rubbermaid auto accessory is this one-piece Kover-All of 
heat molded rubber for rear floors. Companion to the front floor Styleliner, the 
Kover-All has the same dirt-trapping rib design, with nubbing underneath to hold it} match the increased load and compres- 
in place over both passenger sides as well as the drive shaft hump. It is available 
in 10 colors which are compatible with interior of cars. Rubbermaid, Inc., Wooster, O. 





s 


| The rivets have their own special wire for 


a clear plastic tube which hangs 
from the interior of the car, closing 
off those portions of the auto which 
are not occupied. When not in use, 
it may be rolled up. 


* * > 








TIRE RIVETS—tTubeless tire punctures up 
to Y% inch in diameter are said to be 
permanently repaired with pull-through 
compression rivets available from A. 


Schrader's Son, division of Scovill Mfg. 
Co., 470 Vanderbilt Ave., Brooklyn, N. Y. 


quick insertion into the puncture. Since 
up to 90 percent of all tubeless punctures 
do not exceed % inch in diameter, the 
Schrader compression rivet can handle 
all 90 percent of tubeless punctures, 





without the need for vulcanization, it is 
claimed. The rivets also eliminate the 
usual buffing operation and the need for 
special tools. 








TIRE-TOOL — A tire-changing tool is 
being offered by Coats Co., Fort Dodge, | 
la. Cailed the Combination Tool (3S-223), | 
it features a mounting device on the 
opposite end of the Coats Roller-Action | 
dismounting tool. The tool, which will| 
handle dismounting and mounting of tires 
from 12 to 21 inches in diameter, tube- 
less or regular, can be used on any ftire- 
changing equipment viilizing a center | 
post, it is said. Absolutely cannot damage 
delicate tubeless tire sealing surfaces. | 











PISTON —A piston, manufactured by 
Thompson Products, Inc., Cleveland 17, 
O., through an exclusive forging process, 
is said to offer an increase in strength 
of up to 70 percent over cast aluminum 
pistons without adding extra weight. The 
piston is known as Powerforged. It is 
made by forging aluminum slugs into 
piston forms with tremendous force, 
changing the grain flow and increasing 
strength by increasing the density of the 
aluminum, it is claimed. The Powerforged 
piston is the same weight as conven- 
tional pistons and will balance perfectly 
when used for replacement, yet will 


sion ratios of more powerful engines, ac- 
cording to the manufacturer. 





IGNITION GUIDE—A catalog of Filko 
small engine ignition parts, said to be 
the first complete listing of these parts 
available to the avtomotive trade, has 
been released by F & B Mfg. Co., 4248 
W. Chicago Ave., Chicago 51, Ill. Designed 
for quick, simplified reference, ignition 
parts listings for all makes of engines 
are sectionalized in a “small engine ap- 
plications guide” according to type of 
equipment. Each alphabetized section lists 
the engine manufacturer, his magneto 
model number and Filco replacement con- 


tacts, condenser and coil required for 
each specific engine, it is said. 
* ola 





BRAKE DRUM GRINDER—Ammoc Tools, 
Inc., North Chicago, lll., has announced 
a low-cost No. 4050 brake drum grinder 
for use with the model 3000 “Sofe-Turn” 
Broke Drum Lathe. When not in use, it is 
out of the way in its special storage rack 
which can also be used as a tool tray. 
The grinder is said to be ball bearing 
equipped and permanently lubricated. It 
comes with diamond dresser, tool tray, 
storage rack, ond grinding wheel. 





BUMPER JACK—A load member to ac- 
commodate all automobile bumper con- 
tours has been incorporated into the 
Ausco Saf-Lift twin leg bumper jacks. 
The unit has a low height of 2% inches. 
To conform to bumper contours, the load 
hook is hinged to the malleable iron lift- 
ing nut. Lifting contact is made at either 
the top of the load rest or at the bottom 
hook providing dval lifting points. Auto 
Specialties Mig. Co... St. _losorh. Mich. 


Maker Says Posture Seat 


Reduces Driving Fatigue 


The Sacro-Ease orthopedic seat 
with back rest cuts driver fatigue 
and backache and increases alert- 
ness and driver safety, according to 
McCarty’s, Inc., Oakland, Calif. 

The seat is a one-piece sleeve 
of latex rubber suspended on a 
one-eighth-inch frame of high- 
carbon tool steel, the firm said, and 
the gripping quality of the rubber 
forces the body to sit in an erect 
position. 
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DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTO- 
moTIVE News. 


For All Servicemen 


AMERICAN MOTORS SALES 
CORP. — American Motors zone 
parts and service personnel will be 
conducting schools with their deal- 
ers during period of Sept. 22-Oct. 
24 on 1959 carburetion, 1959 product 
and Flash-O-Matic transmission re- 
view. These schools will be con- 
ducted by our representatives either | 
in group or single dealer point} 
meetings. 

FORD DIVISION — From Sept. 
22-Oct. 24, the 35 Ford district 
school instructors will be conduct- | 





ing 1959 model introductory courses 
on the Ford car, Thunderbird and | 
truck. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved | 
overhaul, maintenance and diag-| 
nosis procedures using the latest 
tools and equipment 
free of charge to all service per-| 
sonnel sponsored by a GMC truck} 
dealer, or a GMC truck fleet opera- | 
tor. The following courses are 
offered: 1. rear axles. 2. standard 
transmissions, 3. automatic | 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhaul), 5.| 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. | 
GMC maintains classrooms in the} 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, | 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis | 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVESTER 
CO. MOTOR TRUCK DIV., Atlanta, 
Ga., and Dallas, Tex., Motor truck 
technical training centers. Training 
is now being conducted for south- 
east and southern regions dealers’ 
servicemen and fieet maintenance 
supervisors at Atlanta, and for 
southwest and west central regions 
dealers’ servicemen and fleet main- 
tenance supervisors at Dallas. The 
training centers cover engine over- 
haul procedures emphasizing the 
fitting of pistons and rings, crank- 
shaft bearings and the importance 
of valve reconditioning. Engine 
performance, diagnosis, ignition, 
and carburetion, together with 
minor and major tuneups, is part 
of the training provided. Auto- 
matic, Select-O-Matic, and Road- 
rangers transmissions, the new In- 
ternational Harvester rear axles as | 
well as air and hydraulic brake sys- | 
tems are included. The training is | 
conducted by the tell-show-do | 
method. As each serviceman per-| 
forms the various service opera- 
tions, correct diagnosis, service pro- 
cedures and the use of special tools 
are emphasized. Atlanta classes are 
limited to 18 per week and Dallas 
classes to 20 per week to allow the 
instructors to give individual atten- 
tion to each serviceman, Separate 
classes are conducted for the fleet 
maintenance supervisors. 

STUDEBAKER-PACKARD 
Mercedes-Benz and Studebaker 
Packard training centers at New 
York, South Bend and Los Angeles 
will continue to hold dealer schools 
throughout the period of Sept. 22- 
Oct. 24. The schools are of one-week 
duration and cover regular and 
specialized courses on all Stude- 
baker-Packard and Mercedes-Benz 
products. Major emphasis at this 
time is. being placed on the new 
Hydrak clutch in Mercedes-Benz 
219 and 220 models and the diesel 
engine in the Mercedes-Benz 180D 
model. Training school managers 
are: F. X. Coghian, New York; A. 
S. Kidder, South Bend, and L. J. 
Young, Los Angeles. 

WHITE—1. Practical demonstra- 
tion courses for maintenance su- 
pervisors at the White factory 
school, showing latest maintenance 


AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


Service Schools in Field 


| Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


methods and supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 
the individual and his position. 2. 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques. 3, College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 
Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. 


For All Servicemen 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.—The 








| diagnosis and correction of engine 
| and electrical performance troubles, 
includes training on regulators, gen- 
|erators, batteries, distributors, igni- 
| tion circuit and use of Allen Scope. 
| Also Allen PM Tuneup school for 
|learning the fundamentals of the 
| tuneup business including servicing 
; and merchandising. Both schools are 
|sponsored by Allen wholesalers in 
| the U. S. and Canada. A nominal 
fee is charged. For starting dates, 
|}contact local Allen wholesaler or 
| write to Educational Department, 
| Allen Electric and Equipment Co., 
2101 N. Pitcher St., 
| Mich. 
AMMCO TOOLS, Inc., North Chi- 
cago.—Brake Servicing instruction. 
| Contact Richard Stevenson, Ammco 
|Tools, Inc., 2128 Commonwealth 
| Ave., North Chicago, Ill. Instruction 
facilities available through 28 
mobile units manned by factory- 
trained technicians. 
| charge. 


| BARRETT EQUIPMENT ©CO.,| 


St. Louis, Mo.— Brake School — 


Theory, principles and practical ap- | 


plication. Training conducted by the 
Barrett Brake Schools in St. Louis, 
Miami and Los Angeles with a new 


school opening in Philadelphia. For | 
is available! Allen Power-Tune course, covering/ dates of scheduled classes and en- 


Kalamazoo, | 


No instruction | 











A car requiring no gas was 
introduced in England in 1928. 
Called the “footmobile,”’ it was 
powered by foot-propelling mech- 
anism. 





rollment contact Barrett Equip. Co., 
2101 Cass Ave., St. Louis 6, Mo. | 

BEAR MFG. CO., Rock Island, | 
Ill.—School offers training in align- | 
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ment, balancing and frame 


| straightening and is located at 2103 


Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
Clark, registrar. Next class Sept. 
29 and Oct. 13. 

BENDIX PRODUCTS DIVI- 
SION, South Bend—Courses are 
offered covering service and sales 
training on Bendix power brakes, 
Stromberg carburetors, basic brake 
and power steering. The length of 
the course covering an. individual 
product is normally one week and 
no tuition fee is charged. Addi- 
tional information may be obtained 
by contacting the nearest Bendix 
distributor or writing to the Bendix 
training director. 

DE VILBISS CO., Toledo.—Spe- 
cial schools in industrial product 
finishing, maintenance, painting, 
general refinishing, service training, 
automotive jobber and portable- 
equipment jobber personnel are 
offered. 

The week-long classes are held 


}at the factory in Toledo, with the 


daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 


|sellers of DeVilbiss equipment or 


their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
(Continued on Page 48, Col. 3) 





Look at the PAY DIRT 


in air filters! 


“LAST MONTH’S PROFIT: *145.95! 


FRAM INSPECT-O-SCOPE DOES THE TRICK,” says 
Ted Lach, Indianapolis Texaco dealer. ‘“Now we con- 
vince them that dirty air filter cartridges cause poor 
performance. It’s easy to sell them now.” 


FRAM MAKES IT EASY for you to rack up big sales and 
earn high profits with one of the fastest growing items in the 


accessory field. 


The two inexpensive FRAM selling tools, pictured here, 
show customers quickly when filters are clogged and need 


replacing. 


Why not start now—and pull in the profits that FRAM 
Air Filter Cartridges are earning for other FRAM dealers. 


FRAM CORPORATION, PROVIDENCE 16, R. I. 























“Free Test’’ sign... 
new Air Filter 


Application Chart... and practical 
Sales Tip Sheet. Order now! 


DON’T WAIT! 
Get this FRAM 


air filters fast— 
right at each 
customer’s 
car! Only 
$6.75. 


*Pat. Pending 









Portable Inspect- 
O-Scope* now. Sell 


ry aaa, 
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“LAST MONTH’S PROFIT: *60.30! 


USING THE FRAM INSPECT-O- 


LIGHT AND DIS- 


PLAY, sales jumped from one cartridge a month to 


over 30. Seeing is believing,” says 
Tulsa Cities Service dealer. 





wholesaler salesman 












FRAM Inspect- 
O-Light and 

~ Display* sells air 
™ filters day and 









cartridge tester. . 
also a brilliant 
lighted display. 
Now, only $7.95. 


DOUBLE VALUE! 


night! An effective 


Chuck Schlemme, 


OiL*+ AIR + FUEL+ WATER 





For full, quick information, see your 
































48 









MEWA's Executive Board Meets— 


AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


Meeting in Chicago, the executive board of the Motor and Equipment Whole- 
salers Assn. adopted a resolution reaffirming MEWA's support to the Pacific Auto- 


motive Show and other successful product shows. 


The group also recommended the 
establishment of a show committee to avoid conflicts of dates of trade shows. Execu- | 


tive participants in the meeting were, seated, from left, B. W. Ruark, general manager; 


J. A. Bryant, Bowling Green, Ky., 
John F. Creamer, New York. Standing: Albert S. Hatcher, 
Smith, Ann Arbor, Mich.; J. P. Farber, Rochester, 


vice-president; A. J. Thompson, Seattle, president; 
Macon, Ga.; Virgil C. 
N. Y., secretary; Jay T. Davis, 


Corpus Christi, Tex., immediate past president; Lovis J. Cresta, San Francisco, presi- 


dent, and James W. Cassedy, general counsel. 


ry 
CY 





protection th 
at economy prices! 


COLD! 





For safety’s sake sell the best... 
sell Delco Brake Fluids 


aos 








transportation and living expenses. 
The school is maintained as a 


increase their knowledge of the 
operation and use of the com- 


unable to arrange a trip to Toledo | 
for training, the company conducts | 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
|is broken down into four categories: 
Industrial, auto refinishing, 
| motive jobber, and portable equip- 


writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 47) 





service to users and distributors to} 
| tributor. 


|Kansas City 8, Mo., 
| motive Service technicians training | 
auto- | 


ment jobber. No instruction charge. | 
| Applications may be obtained by | 





starting each Monday for a three- 
week duration will begin October 
20th. Contact nearest Carter dis- 


ELECTRIC AUTO-LITE CO., 


pany’s products. For those who are | Toledo, O.— Instructor qualifying 


| schools will be sponsored by Service 
Sales of Pittsburgh, Inc., 4725 Cen- 
tre Ave., Pittsburgh, Pa, Sept. 22; 

Birmingham Electric Battery Co., | 
Ave. “B” and 23rd Street, Birm..,| 
Ala, Sept. 29; The Battery &| 
Starter Co., 2505 Main Street, Buf-| 


|\falo, N. Y., Sept. 29; E. S. Cowie 


Electric Co., 1819 Wyandotte St., 
Oct. 6. Auto- 


will be sponsored by Gravois Auto| 
Parts, 9008 Gravois, St. Louis, Mo., 
Oct. 1. 

INLAND MFG. CO., Omaha- 


|Classes start each Monday morn- 
jing. Time required to complete 

CARTER CARBURETOR, Div. of | course varies from one to two 
| ACF Industries, Inc., St. Louis, Mo. | weeks. No tuition if equipment is | 


|—Classes of 12 men in carburetion | purchased—$200 otherwise. Course 





DELCO SUPER 93 
BRAKE F 


roughout 400 range 


HOT! 





For extra cold weather safety, it’s 


new Delco Super 99 Brake Fluid! 
Flows freely at minus 60° F. AND 
exceeds the minimum boiling point 


pressures. 


of SAE-70R1 specification by 50 
degrees plus. Delco Super 99 is 
chemically and physically stable, 
compatible with all rubber or 
metal brake system parts and 
with other quality brake fluids. 


Give your customers 400° range 
heavy-duty protection with Delco 
Super 99. Order through the 
United Motors System, or through 
Chevrolet. 


*In wheel cylinders under normal static 





In a wide variety of sizes in- 
cluding this new 12-oz. can. 


)) Moraine Products 


Division of General Motors, Dayton, Ohio 


teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St, 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos Brake Service School and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered, Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound motion picture show- 


| ing adjustment procedure as well as 


changes made in 1957 and 1958 
brakes. Individuals who successfully 
complete the course will receive a 
certificate showing that they are 


| qualified to work on all types of 


automotive brakes. The course will 
be conducted by A. D’Andrea, di- 
rector of service training. For fur- 
ther information, write to J. Kane, 
Raybestos Division, Bridgeport 2, 
Conn. 

THERMOID CO., Trenton, N. J. 
— Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering depart- 
ment test garage in Trenton, N. J. 


UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
|in these cities: Detroit, Cleveland, 
| Boston, New York (two centers), 
| Chicago, Washington, Jacksonville, 
| Fla; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
jlanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


Louis Steadman 
Promoted in Sales 


By Liquid Glaze 


LANSING.—Louis B. Steadman 
has been appointed assistant gen- 
eral sales manager of Liquid Glaze, 
Inc. He joined the firm a year ago 
as a Michigan 
representative. 

Harvey s. 
Steadman, Liquid 
Glaze president, 
also announced 
the appointment 
of five new sales 
representatives. 
They are: 

Howard Wilson, 
Indiana; Harry 
Gauker, Tennes- 
see and Ken- 
tucky; John Joseph, Eastern Penn- 
sylvania and New Jersey; Harry 
Rosen, North and South Carolina, 
and Richard Wille, Eastern Mich- 
igan, including Detroit. 


L-O-F Earnings 
Decline Sharply 


Net earnings for the first six 
months of 1958 reported by Libbey- 
Owens-Ford Glass Co. were $5,941,- 
827, compared with $14,279,561 in 
the comparable period last year. 

Sales of L-O-F products in the 
half-year declined 22 percent below 
the same period a year ago, it was 
stated. 


The report issued by John D. 
Biggers, chairman, and G. P. Mac- 
Nichol jr., president, said “reduced 
activity in building and automotive 
production, our principal glass mar- 
kets, prevailed throughout the pe- 
riod but there has recently been 
a slight improvement in building 
glass sales.” 





L. B. Steadman 
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DEMONSTRATIONS 


That’s why they’re original equipment on over 99% of all new cars! 


Tires are important in turning a demonstration * QUIETER—up to 33% quieter running than the other 
into a sale, For example, Super Rayon Cord Tires more expensive cord! 

run up to 33% quieter .. . never set up an annoy- * SMOOTHER RIDING—because they never develop 
ing hum while you’re trying to make the sale. annoying fat spots or “morning tamp. 

You don’t have to worry about “morning thump” * MORE ECONOMICAL —cost less manny - . . also 
when starting out ... Super Rayon Cord Tires Pe Ser ere ee 

hold their shape. And when you point out that SUPER RAYON TIRE CORD 
Super Rayon Cord Tires are safer and give up Premium Performance plus safe, smooth, quiet ride 

to 26% more carefree tread life . . . you’re that 
much closer to closing the sale. 








AMERICAN VISCOSE CORPORATION ©®* 3650 Fifth Avenue, New York 1, N.Y. 
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Across the Nation... 





American Motors Corp. added 111 
more dealers in April, bringing to 
391 the number added in the first 
four months of 1958, according to 
L. W. Stevens, director of automo- 
tive dealer developments. They are: 

McFadden Rambler, Elmira, N. 

Y.; Buchanan Rambler, Monti- 
cello, Ill.; Economy Motors, Wil- 

mington, Del.; Oakridge Automo- 

tive Service, Tuckahoe, N. Y.; 
T. L. Guess Garage, Carrollton, 

O.; Steele Motors, Inc., Monroe, 
La.; Dean Lively Motor Co., Sa- 
linas, Calif. 

Ardes Rambler, Phoenixville, Pa.; 
Bayou Motors, Inc., Houma, La.; 
Lilien & Lee, Inc., Burlington, N. 
C.; Foreign & Sports Cars, Inc., 






SF one esnt eee TS 


- ss : i Worcester, Mass.; Plaza Motors, 
Inc., Paramus, N. J.; Tomecek 
S-P Sports Car Clinic— Motor Co., Killeen, Tex.; Austin 


Rambler, Paris, Tenn. 

Steamboat Garage, Steamboat 
Springs, Colo.; Smith & Waldrop 
Rambler, Cullman, Ala; J & S 
Motors, Inc., Chicago Heights, Ill; 


Sports car enthusiasts from eight states gathered at the Studebaker-Packard Corp. 
Proving Ground, 12 miles west of South Bend, to attend the first in a series of sports 
car clinics, The clinics are being conducted by Paul O'Shea, three-time top sports 
cor driver, now S-P sports car director. Shown above is a Mercedes-Benz 300-SL 
roadster being driven at 150 m.p.h by O'Shea at the proving ground. 


For fuel pumps 
with top 
reputation 


|Ga.; Larry Brink Rambler, 
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Auto Dealer Changes 


Loudon Motor Co., Loudon, Tenn.; 
McLamb Machinery Co., Inc., Dunn, 
N. C.; Tews Rambler, New London, 
Wis.; Yale Rambler, Inc., South 
Hill, Va.; Good Rambler, Williams- 
port, Pa.; Ware Motors, Valdosta, 
Mill 
Valley, Calif. 

Cloverland Garage, Ontonagon, 
Mich.; Yankton Rambler Sales, 
Yankton, S. D.; Major & Thomas, 
Ellensburg, Wash.; Schaefer & 
Strohminger, Inc., Towson, Md.; 
Tom Endicott Auto Sales, Delray 
Beach, Fia.; Country Fair, Inc., 
Columbus, O.; Stewart Motors, 
Inc., Baltimore; Rambler Center, 
Denver, Markel Auto Sales & 
Service, Aurora, Colo.; McInnis 
& Palmer Motors, Inc., Hender- 
son, N. C.; Leaming Rambler, 
Inc., Philadelphia; Smart Motor 
Co., Auburn, Calif. 

Ray Hodgson, Inc., Sturgis, Mich.; 
Ray Davis Rambler, Creston, Ia.; 
S & H Motor Co., Pocahontas, Ia.; 
Miller Motor Sales, Princeton, IIl.; 





MODERN <@& FUEL SYSTEMS 


Bigger sales ahead two ways! Rugged performance and 
durability of extra-capacity CARTER Fuel Pumps are rec- 
ognized more and more by leading automobile manv- 
facturers. And CARTER pre-sells your customers through 
national advertising they remember. 


Two sales-motivating reasons why CARTER Fuel Pumps have 
top reputation...why you'll gain greater customer confi- 
dence when you install them. See your Carter Supplier. 


CARTER 


CARBURETOR 





Chicoine Rambler Co., Valentine, 
Neb.; Woods Mercury Rambler, 
Sweetwater, Tenn.; Vigeant Motors, 
Inc., Marlboro, Mass. 

Mel’s, Inc., North Westport, 
Mass.; PT Automotive Service, 
Juneau, Alaska; Bohn Rambler, 
Prairie du Sac, Wis.; Bill Moyer 
Co., McAllen, Tex.; D’Armond 
Buick-Rambler Co., Crossville, 
Tenn.; Smith Rambler, Wayland, 
Mich.; Cummins Motor Sales, 
Canonsburg, Pa. 

West Fork Motor Co., Shinns- 
ton, W. Va.; Cummings Motors, 
Inc., Schenectady, N. Y.; Thomp- 
son Motors, Tupelo, Miss.; E. C. 
Bagley Motor Co., Maryville, Mo.; 
Marion Rambler Co., Marion, N. 
C.; Boat & Motor Center, Inc., 
Walterboro, S. C.; Dial’s Auto 
Service, Batavia, O. 

Wilson Graff, Inc., Springfield, 
Ill.; Benson Motors, Cordele, Ga.; 
Hamilton Motor Co., Greenville, O.; 
Gennrich Rambler, Neillsville, Wis.; 
Wagner Rambler, Inc., Washington, 
Mo.; Hess Motor Co., Pennsboro, 
W. Va.; Davis Auto Sales, Colum- 
bus, Ind. 

Pence-Briggs, Inc.. Richmond, 
Va.; Lewis Motor Co., Mullins, §. 
C.; Zicko Auto Sales, Natick, Mass.; 
Clyde Jonas Motor Co., Pampa, 
Tex.; Wisdom Auto Sales, Salem, 
Mo.; Taylor Motor Co., Inc., Forest 
City, Ark.; Shaker Lee Motors, Inc., 
Bedford, O.; Fox Motors, Anacortes, 
Wash.; Mallory Motor Co., Thomas- 
ton, Ga.; Timmerman Motors, 
Aiken, S. C.; LaHue Pontiac- 
Rambler, Guthrie Center, Ia.; Jones 
Motor Sales, Maquoketa, Ia. 

Bowie Rambler Motor Co., 
Bowie, Tex.; French Sales & 
Service, Evart, Mich.; Dwight 
Eubank Rambler, Torrance, 
Calif.; Winnebagoland Motors, 
Inc., Neenah, Wis.; Lykken Ram- 
bler, Grafton, N. D.; Delaware 
Auto Sales, Dover, Del; Penin- 
sular Rambler Sales Co. San 
Bruno, Calif. 

Kolligian Rambler, Inc., Somer- 
ville, Mass.; Derrow Motor Sales, 
Inc., Defiance, O.; Davenport 
Motors, Guntersville, Ala; Sonen 
Motors, Inc., Port Jefferson, N. Y.; 
Snyder Bros. Rambler, Napoleon, 
O.; Welter Motors, Gary, Ind. 

Carey Motor Service, Inc., Carey, 
O.; Wannemachers Garage, Celina, 
O.; Greer Auto Sales, Clare, Mich.; 
20th Century Motors, Oceanside, 
Calif.; Lee White Rambler, Downey, 
Calif.; Leiter Auto Co., Delano, 
Minn.; Victory Garage, Inc., Hen- 
sonville, N. Y.; Green Auto Service, 
Charleston, Ill.; Murphy-Tenge Mo- 
tors, Inc., St. Louis; Continental 
Car Co., San Francisco; Sauerhoff 
Motor Sales, Salisbury, Md.; Dur- 
ham’s, Bainbridge, Ga. 

Mixon Bros. Rambler Co., Bun- 
kie, La.; O. M. O. Motor Service, 
Inc., Glencoe, Minn.; Daigle Ram- 
bler Co., Inc., Gonzales, La; Der- 
mott Motor Co., Dermott, Ark.; 
Myers & Myers Motor Sales, Oak 
Ridge, Tenn.; Vandenberg Rambler, 
Holland, Mich.; Joe Gatliff Auto 
Sales, Newport, Ky.; Valley Motors, 
Inc. Newberg, Ore.; Sunnyside 
Motors, Inc., Sunnyside, Wash.; 
Waverly Motors, Inc., Albany, Ore. 

” 2 > 


Hensley Buys Sides Pontiac 


Murray D. Hensley, Harlingen, 
Tex., purchased Sides Pontiac Co. 
(Cadillac-Pontiac-GMC), Carlsbad, 
N. M., from Joe Sides. The firm 
= been renamed, Hensley Motor 


Miner Promotes Scott 


Jack Scott has become a partner 
in S. W. Miner Motor Corp. (Olds- 
mobile), Buffalo. Sperry W. Miner, 
president, said Scott has been 
named vice-president and general 
manager. 

~ ~*~ - 


Waters Buys Out Quinn 

Ray Waters has purchased the 
interest of Paul Quin in the Pon- 
tiac deal in Columbus, Miss. 
Waters and F. M. Vaughan own 
the firm, now called V & W Pon- 
tiac Co. 


Musselman Heads Ford Deal 

Roanoke Valley Motors, Inc., 

(Ford), 1337 W. Main St., Salem, 

Va., has announced the appoint- 

ment of Frank B. Musselman as 

president and general manager. 
” * ~ 


Pair Open Mercury Deal 
C. J. Solomon and Jack Ostran- 
der have opened Carroll Mercury 
Sales Co., Mt. Vernon, O. They 
will continue to operate a sports- 

(Continued from Page 51, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 50) 


car dealership they opened previ- 
ously. 
+ * * 


Going with Goggo 
A. F. L. Motors, Inc. (DeSoto- 
Plymouth), 1920 W. North Ave., 
Milwaukee, has been franchised to 
handle Goggomobil. 
* * > 


Rancho Opens 


Rancho Chevrolet has opened 
its new 48,000-square-foot quar- 
ters in Reseda, Calif. B. H. 
Jacobson is president. 


45 Dealerships 
In 28 States 
Added by S-P 


Studebaker-Packard Corp. has 
announced it has signed 45 new 
S-P dealerships in 28 states. They 
are: 

Boston Auto Sales Co., Boston; 
Town & Country Motors, Joplin, 
Mo.; Gray’s Motor Sales, Bellmore, 
Ind.; Frettim’s Garage, Sidney, 
Mont.; Troup Imported Motors, 
Inc., Edgewater, Fla.; King Motor 
Co., Reidsville, N. C.; Jett Motor 
Co., Salem, Ill; Bedford Imports, 
Inc., Brooklyn; Tri-City Oldsmo- 
bile Co., Louisville; Tri-County 
Motor Co., Mountain Grove, Mo.; 
Paul Abel Motors, Inc., Muncie, 
Ind.; Earl's Oldsmobile, Vivian, La.; 
Earl Smith Motors, Brookhaven, 
Miss.; Hookersmith Motors, Ben- 
ton, Ark. 

Malaga Service Garage, Malaga, 
N. J.; Lambert Jones Motors, Inc., 
LaSalle, Ill; Village Motor Sales, 
Lansing, Ill.; Everitt Hilty Motors, 
Inc., Carlsbad, N. M.; Tom’s Auto 
Masters, Harvey, Ill; Bristol's 
Richland Center, Wis.; Johnson 
Motor Co., Greenwood, S. C.; Dean 
Motors, Inc., Tallahassee, Fla.; 
Hauser Motor Sales, Inc., Chicago; 
Sima Motors, Inc., Maple Heights, 
Ohio. 

Moorman, Inc., Topeka, Kans.; 
Stratford Motor Sales Co. La 
Grange, Ill; Kraynec Motor Co. 
Price, Utah; Winter Motor Co. 
Pendleton, Ore.; Sauter Motor Co., 
Santa Fe, N. M.;: Heskin Motor 
Co., Hatton, N. D.; Ray Buick Co., 
Gresham, Ore.; Emil Vandergriff 
Motors, Grand Prairie, Tex.; Tabor 
Buick Co., Toccoa, Ga.; West Side 
Motor Sales Co., Inc., Argo, Il. 

Sheyenne Motors, Valley City, 
N. D.; Oritani Motors, Hackensack, 
N. J.; Hartsough Motor Co., Lin- 
coln, Neb.; Hollon Motor Co., Mont- 
gomery, Ala.; Snyder Implement & 
Auto Co., Windom, Minn.; Anthony 
Molinski, Thompsonville, Conn.; 
Vinton & Larsen, McMinnville, 
Ore.; Campbell Motor Co., Leon, 
Ia.; Millhollin-Willitt, Corning, Ia.; 
Gem Buick, Inc., Spring Valley, 
N. Y.; G & C Edsel, Inc., Spring- 
field, Til. 


McAllister Deal Opens 


McAllister Motors, Inc. (Ford) 
has opened at Ninth St. and Joplin 
Ave., Joplin, Mo. E. C. McAllister, 
former St. Joseph (Mo.) Ford rep- 
resentative, is president of the new 
firm and Dan Stanley is vice- 
president. 

> 7” 


VW Outlet Makes Bow 


Vonderhaar Motors (Volkswagen) 
held its formal opening at 1617 
Twenty-fifth Ave., Gulfport, Miss. 

a - ” 


Carpenter Opens Deal 


Lee Carpenter (Volkswagen- 
Porsche) has opened his new deal- 
ership at 1150 E. Compton Blvd., 
Compton, Calif. 

* 


Triumph Sig 
25 More Dealers; 
Total Tops 670 


The addition of 25 new dealers 
to the Standard-Triumph distribu- 
tion organization brings the total 
to more than 670, according to Guy 
Fox, general sales manager. 

The new dealers include Tatum 
Motor Sales, Tulelake, Calif.; Chet 








Dickson, Petaluma, Calif.; Jack 
Hodson Triumph, Fontana, Calif.; 
Cope Motors, Chico, Calif.; Cheq- 
uered Flag, Alameda, Calif.; How- 
ell & Barwick, Napa, Calif.; and 
Reeves Motor Co., Auburn, Calif. 

Hover Motors, Inc., Denver; City 
Service Motor Corp., Lafayette, 
Ind.; Henderson Foreign & Sports 
Cars, Vicksburg, Miss.; Perry 


Smoak Chevrolet, Farmington, | 


N. M.; Art McLaughlin, Inc.; Penns 
Grove, N. J.; Bishop, White & 
Babb, Inc., Mineola, N. Y.; Peter- 
son Buick Co. Inc., Wellsville, 
N. Y.; Brown Motors, Inc., Ken- 


more, N. Y., and Dewey, Taber ra 


Dutton, Inc., Elmira, N. Y. 
Foreign Cars, Ltd., Carrboro, 
N. C.; Bill Templeton Buick, Leb- 
anon, Ore.; Bonestecele Sales & 
Service, Salem, Ore.; Werner Mo- 


tors, Lansdale, Pa.; Glenside Mo-| 
tors, Glenside, Pa.; Bill Ballentine | 


Motors, Anderson, S, C.; Smico 


Motors, Greenville, S. C.; West Se- 
attle Dodge, Inc. Seattle, and 
Pringle Motor Service, Clarksburg, 
W. Va. 


* * * 


J & H Rambler Opens 


J & H Motors, Inc. (Rambler), 
has opened at 2401 Broadway, Oak- 
land, Calif. Mike Hacker and Henry 
R. Jory are partners in the new 
firm. Grand opening was held Aug. 
7 and 8. 


++ = 
Anthony Adds Mercury 
Earle C. Anthony, Inc. (Lincoln- 
Edsel), has received a franchise to 
handle Mercury at its present loca- 
tion, 1000 S. Hope St., Los Angeles. 


* * * 


* 


Gardner Motor Opens 


Gardner Motor Co., 308 W. Main 

St., Walla Walla, Wash., has be- 
come an authorized dealer for 
Jaguar, MG, Morris Minor, Austin, 
Austin-Healey, Renault Dauphine, 
| Borgward and Vespa. 


* * * 


'7 Dealers in 8 States 
_Are Appointed by Fiat 

Fiat has appointed eight deal- 
ers in seven states. They are: 


Wilson Motors, 820 E. Santa Fe, 
Flagstaff, Ariz.; C. Harry Dow, 





Quality Dealer— 


Leonard Ely, left, of Ely Motors Co. 
(Chrysler-Plymouth), Redwood City, Calif., 
receives a Quality Dealer Award from 
Chrysler San Francisco 
Ely, who is president 
of the Plymouth Dealers’ Assn. of Northern 
California, is the first Chrysler Corp. dealer 
in Northern California to receive the award. 


George Merrill, 
regional manager. 


7711 Van Nuys Bivd., Van Nuys, 
Calif.; Ellsworth Bros., Inc., 1490 
N. Yelowstone, Idaho Falls, Id.; 
West Caldwell Auto Mart, Inc., 
1071 Bloomfield, West Cald- 
well, N. J. 

Wentworth Motors, Inc., 139 E. 
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First, Albany, Ore.; Didk Niles 
Edsel Sales, 1223 Main, Oregon 
City, Ore.; Bartlett Motor Co., 
2661 Washington, Ogden, Utah, 
and Sexton Motor Co., 620 Co- 
lumbia, Kennewick, Wash. 


* * * 


Howard Picks Borgward 


Howard Motors, 40 W. Main St. 
East Williamson, N. Y., has been 
appointed dealer for Borgward. 


The firm also handles Studebaker, 


Packard and Mercedes-Benz. 


ae Bd * 
Dodge for Gregg-Lewis 
Gregg-Lewis Dodge has opened 
at Lankershim and Riverside, 
North Hollywood, Calif. Lloyd 
Gregg and Mel Lewis are the 
owners. 
* + 7 


Harrison Buys Deal 


Clyde Harrison of Harrison 
Motor Sales (Edsel) has purchased 


Kuhl Motors, Ine. (Lincoln- 
Mercury), in Taylorville, Ill. 
* + od 


Anthony Adds Mercury 
Earle C. Anthony, Inc., (Lincoln- 
Edsel), has received a Mercury 
sales agreement at 1000 South 
Hope in Los Angeles. George 
Wagner is executive vice-president 
of the firm. 





Call it pride . . . call it 


...call it anything you like — but deep down in 
the heart of every real mechanic there’s a hankerin’ 
for a tool layout like this. 


When you've got a rush job — and the tool you 
need most isn’t in your collection — that’s when 
it hits you. That’s when you whack the bench 
and say, “Some day I’m gonna have a boxful!” 


Well, sir, that “some day” is here. Snap-on 
will roll this handsome chestful right into your 
shop — tomorrow—on an easy payment plan 
that will fit your budget. 


And it isn’t just pride—or feel. 
Snap-on tool layout is a solid income booster for 
the individual mechanic, repair shop, or service 
station operator who really wants to make money 


in the repair business. 


speed with which you turn out jobs. Speed 
comes from both tool selection and quality. You 
get both in this Snap-on set. 


ERROR NR EN NR OE EY ATE AES TOE 


Y-in. drive Socket Set, 
19 tools 

%-in. drive Socket Set, 
45 tools 

¥-in drive Socket Set, 
38 tools 

Combination Wrenches, 
Y-in. to 1%-in. 

Half Moon Boxockets,® 
Xin. to %-in. 

Dwarf Boxockets, 
X-in. to "M%-in. 

Ignition Wrenches, 
'%.-in. to %-in. 

Tappet Wrenches, 
Xin. to Y%e-in. 

Hex Head Wrenches, 
X%-in. to %-in. 

Pliers Set, 7 tools 

Standard Screwdrivers, 
13 tools 

Phillips Screwdrivers, 
5 tools 

Chisels and Punches, 
17 tools 

Torqometer, 150 ft-lb 

Soldering Gun 

Hack Saw Frame, 
10-in. - 12-in. 


Junior Hack Saw 
and 12 Blades 


This money-making set can be 
yours on easy payments. Ask 
your Snap-on man for details. 


“feel” for really good tools 


This big 


The extra money is in the 


Tinners Snips, 
3-in. Blades 


Hammer Head Screwdriver 
Vise-Grip Wrench 

Wire Brush 

8-ft Steel Tape Rule 

4-oz Ball Peen Hammer 
12-oz Ball Peen Hammer 
2-lb Ball Peen Hammer 
1-lb Plastic Tip Hammer 
Set of Brake Cyl. Clamps 
Brake Shoe Spring Compr. 
Brake Adjusting Tool 
Electric Circuit Tester 
Brake Spring Plier 

Spark Plug Gauge 

Feeler Gauge 

Valve Adjusting Tool 
Valve Key Replacer 
Valve Spring Compressor 
Valve Lifter 

Ring Groove Tool 

Piston Ring Compressor 
Pry Bar 

Carbon Scraper 


Ratcheting Boxocket, 
Y,-in. and %-in. 





Cc oOo mF: O&O 
8082-1 


28th Avenue * 


me Ace es 





Oo N 
Kenosha, Wisconsin 
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The Man Behind the Wheel .. . 





Sales Testing the Imports 


(Continued from Page 11) ] 


power and rides on 5.60-by-13-inch| 
tubeless tires. It had the width of 
tread to hold the road and the 
power to turn the wheels. 

It features a modern panoramic} 
windshield, with slim pillars that) 
slant backward at the bottom for) 
the ultimate in visibility and with 
a rear window of wraparound de-| 


sign. 
* = > 


It Can Haul Six 


T HAULS four with ease, can 
haul six, and has a roomy 
trunk that took this correspond-| 
ent’s full-scale luggage with ease. 
It will average 30 mpg. at 50 
m.p.h. There is plenty of head 
and leg room, It has ample road 
clearance, 6% inches loaded. 

It has independent front sus- 
pension consisting of coil springs 
and stabilizer bar, with 48-inch 
leaf springs and shocks on rear. 
Steering is as easy as average 
power steering, because of the 





| conditions, the driver can see road 


\N. C. Slides 21 Pet. 


steering geometry and recirculat- 
ing ball-bearing type. There is 
an extra-spacious glove box at 
right front, and a heater in the 
center. 

It has integral frame construc- 
tion, the low level of hood and rear 
deck affords a full view of the road 
up close to the car, Under normal 


On Auto Tax Receipts 


RALEIGH, N. C.—North Carolina 
sales tax collections show that busi- 
ness slumped during the first half 
of this year for auto dealers. 


For example, according to Reve-| 
nue Commissioner James S. Currie, | 
sales tax receipts on automobiles 
and trucks were down 21.77 per-| 
cent. This meant that auto dealers 
paid in nearly half a million dollars 
less in sales tax for the period than | 
for the first half of 1957. ' 





|if there are any low ratios in this 


| 
| 
| 


| 
surface up to within three = 
of the car, a pleasant situation. 


Let’s talk about the engine. The) 


one I had was the high-compression | 
model requiring premium gas, with | 
7.8-to-1 compression ratio. I tried 
both regular and premium. It'll 
ping slightly when lugging with 
regular, but you can push her down 
all the way with premium, These 





ae ei 


Roomy Trunk— 


The trunk of the Vauxhall Victor Super 
has 16 cubic feet of space, 10% of which 


heads are plainly marked with @Nn/| are usable for luggage. It will accommo- 


“H” or an “L” marked on the right 
hand side of the engine between 
numbers 2 and 3 sparkplugs. Since | 
the high ratio is standard, I doubt} 


country. 
The 92-cubic-inch engine is 
square, three-inch stroke, 3.126- 


inch bore, four-cylinders-in-line, | 
with push-rod-operated overhead 


valves. 
a = = 


Deep-Skirt Block 


7 cast-iron cylinder block of | 
the deep-skirt type is one, in 
this instance, where the 





integral 


date standard luggage vertically and more 


| if placed flat. A tool kit and scissor-type 


jack are held rattle-proof by springs in 


front of the spare. 
* * * 


crankcase walls extend 2%-inches 
below the crankshaft center line, 
which provides rigidity and a flat 
joint for the oil pan. 

The crankshaft is a carbon 
steel forging with balancing 
counterweights formed integral 
with shaft webs. The tin-plated 
aluminum alloy pistons are oval 
ground (we call it cam) semisplit 


skirt type, with piston pins offset 





McQUAY-NORRIS makes the 
most Power lacked rings 


in the world 
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is in every set.. 
will outperform 


The Famous 
Torsion-Tight 
Aviation 

Fire Ring 


&) 
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...and the Famous 


“400 Oil” Ring 


oil ring made today 
regardless of design. 


McQUAY-NORRIS 
CHROME 
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The Duo Oil- 
Compression 
Ring with 
Chrome The Famous 
Armored 400" Oil 
Steel Rail Ring with 
Chrome 


Rails 


Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MFG. CO., ST. LOUIS + TORONTO 


Armored 


PISTON RINGS 












1/16-inch toward the thrust side 
to smooth out piston-to-cylinder 
wall pressures for quiet operation. 
Each piston carries three cast- 
iron rings above the piston pin. 

A high-duty cast-iron camshaft 
is driven at half speed by a duplex 
roller chain. Camshaft drives fuel 
pump, oil pump and distributor. 
End play is controlled by a plate 
bolted to the front of the crank- 
case. 

Incidentally, the high-compression 
head is installed as standard and 
the low compression as an option, 
evidently when ordered to fit a low 
quality of gas in some countries, 
Intake and exhaust valves are ar- 
ranged alternately to facilitate cool- 
ing of exhaust valves. Each has its 


own port. 
ca * ~ 


Throttle, Choke Linked 


—— push rods operate in re- 
\” movable guides pressed into the 
cylinder head. Valve cover is fas- 
tened with four screws around the 
flange. 

An interesting mechanical de- 
velopment is the hookup of the 
carburetor throttle valve with 
the choke, This provides a nor- 
mally fast idle when the choke 


* * > 








ee Engine— 
This compact engine in the Vauxhall 
| Victor Super has an oil-type air cleaner, 
Zenith carburetor and a pressure cooling 
system. A manual choke operates in con- 
junction with the throttle, a manually oper- 
ated fast idle for cold days. 
* bd = 
| is pulled out slightly during 
warmup. 

| Another feature is the hydraulic 
|clutch linkage. Under the bonnet 
|are two small cans. One is for hy- 
draulic fluid for the master brake 
cylinder and the other is for hy- 
draulic fluid for the clutch. The 
|clutch pedal operates through a 
| hydraulic master cylinder and 
| movement transmits the motion to 
ja slave cylinder at the clutch, 
which insures that no engine or 
| road vibration is transferred to the 
driver's foot. 

This is good construction be- 
| cause, besides the main advantages, 
|it eliminates noise from a dry 
clutch pedal. 
| The interesting owner’s manual 
tells how to service almost every- 
thing along with appropriate rec- 


ommendations for dealer service. 
> >= > 


Carburetor Info Complete 


HE carburetor information is 
most complete, with detailed 
explanation of the functions of each 
| part plus illustrations. The tool kit 
jincludes several spanners 
(wrenches) and a beautiful “tommy 
bar,” the British name for a T 
| handle. 

In my 2,000 miles, no adjustment 
of any kind was needed. The car 
never failed to start; always idled 
precisely right, and there was no 
necessity for adding any oil to the 
meager six-pint capacity of the 
crankcase, or water to the 10%-pint 
cooling system. 





‘Flexonics Closing 


Plant in Michigan 


MAYWOOD, Ill—In a move to 
improve service and reduce costs, 
Flexonics Corp. announced it will 
suspend manufacturing operations 
at its Inkster (Mich.) plant by early 
October. 

The company will continue to 
maintain its Automotive division 
and Central regional sales office in 
Detroit. 

Production of synthetic and 
plastic-hose products will be trans- 
ferred from Inkster to other Flex- 
onics plants, the company said. 








Stepman Takes Goliath 
Ben Stepman Motor Co., 6250 
Page Ave., St. Louis, has been fran- 
chised to handle Goliath. 
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Legislative Roundup 





(Continued from Page 24) 


posed next year. Other proposals 
thus far mentioned for considera- 
tion by the 1959 Washington Legis- 
lature include an increase from 6% 
to 8 cents in the gasoline tax. 
Developments in other fields re- 

ported from state capitals include 
word that so-called “right-to- 
work” proposals, to prohibit the 
union shop and other forms of 
union security labor contracts, 
will appear on the November bal- 
lot in California, Colorado, Idaho, 
Kansas, Ohio and Washington. 

With the exception of Kansas, 
where the issue is being submitted 
to the voters as the result of prev- 
ious legislative action, the proposals 
stem from initiated movements in 
which sufficient petition signatures 
were obtained. Petitions to put 
such a proposal on the November 
ballot in Montana failed to obtain 
sufficient signatures. 

= hd = 


Issue Ruled Off Ballot 
-_ NEVADA, District Judge Rich- 
ard Hanna recently issued a per- 





Seven Promoted 
To New Posts 
At Fisher Body 


DETROIT. — Seven top-level ap- 
pointments have been announced 
by Fisher Body division. Promoted 
were: 


William Dorman, now director of 
facilities planning and works engi- 
neering. He succeeds E. C. Klotz- 
burger, now Fisher Body general 
manager. 


Robert H Gathman, now general 
manufacturing manager, succeeding 
E. J. Hanson who is on special as- 
signment to the general manager. 


Carl W. Moyer, named to the 
newly created post of general fac- 
tory manager of Fisher plants in 
the Eastern states. He is respon- 
sible for plants in Tarrytown, N. Y.; 
Atlanta, Baltimore and Norwood 
and Euclid, O. 


Frederick H. Hanson, named to 
the new post of general factory 
manager for the Western states. 
He will be responsible for opera- 
tions in Janesville, Wis.; Los An- 
geles, Kansas City, Oakland, Calif.; 
St. Louis and Plant 2 in Flint. 

Ralph R. Nordyke, named gen- 
eral factory manager of Michigan 
assembly plants, succeeding Moyer. 
His plants are Fleetwood and Plant 
21 in Detroit, Plant 1 in Flint and 
the Pontiac and Lansing plants. 

Edward H. Goebel, named man- 
ager of the Mansfield (O.) stamping 
plant, succeeding Gathman. 

Raymond O. Doss, named man- 
ager of Plant 1 in Flint, succeeding 
Nordyke. 


Chev 


a 
y Dedicates 
on 
Big Supply Depot 

ST. LOUIS.—Chevrolet has dedi- 
cated its new 357,000 square-foot 
Major supply depot at nearby 
Hazelwood. The facility stocks 
more than 10,000 different auto 
and truck parts and accessories 
for distribution in nine states 
through smaller warehouses and 
retail dealerships, the firm said. 

The new supply depot replaced an 
activity formerly housed in Chev- 
rolet’s auto and truck assembly 
plant in St. Louis. The depot also 
houses Chevrolet’s St. Louis zone 
sales offices. 

George D. Schultz, superintendent 
of material parts distribution who 
heads the warehousing activity, 
said that in the first quarter of 
1958 some 410 carloads of materials 
were shipped to 13 smaller parts 
warehouses operated by Chevrolet 
and GM in Missouri, Nebraska, 
Colorado, Utah, Kansas, Oklahoma, 
Tennessee, Louisiana and Texas. 


Dealer Leases Building 


Cc. S. Hamilton Motor Co. 
(Chrysler-Plymouth) has leased the 
Property of the former Triangle 
Motors Oldsmobile in Dallas and 
Plans to occupy the new quarters 
this summer, according to Clifton 
L. Dennard. 


manent injunction to keep off the 
November ballot an initiative peti- 
tion seeking repeal of that state’s 
present “right-to-work” law. He 
held the signatures were insuffi- 
cient. 

Unemployment compensation laws 
are among other issues in the labor- 
relations field attracting attention 
in the states. As an example, en- 
actment of Maryland legislation 
authorizing a permanent extension 
of jobless benefit payments on a 
contingency basis was suggested re- 
cently by Robert B. Kimble, execu- 
tive director of the Maryland Em- 
ployment Security Department. 

Advancing an idea that might 
spread to other states, Kimble 
proposed that the State Board of 

Public Works be empowered to 

extend the period of benefits 

either for the entire state or for 
limited areas of severe unemploy- 
ment. 


In what may lead to another new 
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trend, a change in New York State’s 
unemployment insurance law to 
help the older jobless workers was 
proposed by a joint state legislative 
committee studying the problems of 
the aging. 

Headed by Senator Thomas C. 
Desmond, Newburgh Republican, 
the committee recommended that 
the state extend jobless benefits for 
the 40-plus age group because they 
are “usually out of work longer 
than younger workers and exhaust 
their benefits more often.” 

? * * 


Congress Approves Bill 
To Codify Road Aid Laws 


Congress has approved a bill to 
codify and restate the Federal-aid 
and other highway laws into one 
act to be known as “Title 23, U. S. 
Code, ‘Highways’.” The bill has 
been sent to the White House. 

The legislation, which includes 
the 1958 Act, makes it possible for 
the first time in almost 40 years to 
have available in one act all of 
the Federal laws pertaining to 
Federal-aid highways. Since pas- 
sage of the first Federal-Aid Road 
Act of 1916, a total of 40 separate 


tion acts. 





Japanese Ambassador Welcomes Datsun— 


The Japanese Ambassador to the United States, Koichire Asakai, center, welcomes 
highway laws have been enacted—| the arrival of the four-door Datsun to America during ceremonies in Washington. 
not counting the many appropria- Bunichiro Tanabe, left, presents Asokai with keys to a Datsun while Chester Luby of 


Luby-Datsun, Forest Hills, N. Y., distributor of the car, looks on. 





Socony Mobil can help boost your 


service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


over .. 


. increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 


that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 


struct your men on the most up-to-date equipment . . 
proper lubrication techniques on the make of car you sell. 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CoRP. 
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perience . . . suggest sales tips . . . give you vital retailing information 
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| 
| 
| 
| 
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. show them 


Here’s why it’s good business 
to do business with Socony Mobil 


® You get America’s top Sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 

*® You get the ‘help of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 
personnel. 


® You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 






aT ie ak 


"ee 


EN eee He tg Re 


oe 


Se 


What's New... 
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In Parts and Accessory Distribution 


Kit Aims to Boost 
Antifreeze Sales 


TERRE HAUTE, Ind. — A fall 
sales kit is now available to all 
dealers from Commercial Solvents 
Corp., makers of Peak and Nor-way 
antifreeze. This kit includes color- 
ful lithographed material for two 
programs that boost sales and prof- 
its on antifreeze and TBA items: 
The expert pre-winter checkup and 
the guaranteed antifreeze protection 
program. 

The pre-winter checkup program 
is being advertised by Peak as part 
of the largest antifreeze campaign 
in network radio history, the com- 
pany said. The kit contains two 
window streamers designed to iden- 
tify the “expert dealer” and pull in 
customers. Steering wheel tags, list- 
ing seven needed services, will help 
sell customers extra TBA and radi- 
ator chemical sales. 

The kit also provides all the ma- 
terial a dealer needs to set up his 
own guaranteed antifreeze protec- 
tion program: complete planning 
guide, window banner, record chart 
and guarantee certificates. 

* > > 


Emery Air Freight Offers 


New Rates on Auto Parts 


NEW YORK.—Emery Air Freight 
has announced new commodity 
rates for automotive parts which, 
according to the company, combine 
the lowest charges in Emery history 
for cargo over 200 pounds and a $5 
minimum that is less than regular 
air freight. 

The new rates apply on shipments 
to and between all automotive parts 
depots, key vendor areas and as- 


| 
| 
| 
| 
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sembly plants, the firm said. The 
Emery service includes pickup of 
cargo at the point of origin, super- 
vised dispatch of the shipment by 
the first and fastest carrier and de- 
livery directly to the ultimate desti- 
nation. 


Wholesalers Sign 
57 Exhibitors for 


Texas Convention 


AUSTIN, Tex.—The Automotive 
Wholesalers of Texas announced 57 


firms already have reserved booth| 


space at the organization’s silver 
anniversary convention and booth 
conference Oct, 15-17 in Galveston. 


Firms signed up thus far include: 


Airtex Automotive division, Am- 
erican Ball Bearing Co., American 
Sponge & Chamois Co., Inc.; S, M. 
Arnold, Inc.; Associated Equipment 
Corp.; Automatic Transmission 
Parts, Inc.; Bonney Forge & Tool 
Works; Branum Co.; 
son & Co.; 
Life Insurance Co.; 
Spark Plug Co. 

Continental Piston Ring Co.; E. 
I. duPont de Nemours & Co., Inc.; 


Champion 


Ewing Mfg. Co.; Exchange Parts! 


Co.; Fritz Keller Co.; Gates Rub- 
ber Co.; General Electric Co.’s 
Lamp division; Grey-Rock division; 
Guaranteed Parts Co., Inc.; Heli- 
Coil Corp.; Jack P. Hennessy Co., 
Inc. 

| Hunter Engineering Co.; Imperial 
|Brass Mfg. Co.; K-D Lamp Co.; 
|\Knicks Mend-Rite Co.; Lynn & 
Hemphill; National Carbon Co.; C. 
E. Niehoff & Co.; P & D Mfg. Co., 
Inc.; Peterson Machine Tool, Inc.; 
Raybestos division, Raybestos- 


YOU NEED 


THE NADA USED CAR GUIDE 


—published in 8 regional editions so 


you have 


complete information 


about conditions in your own 
trading area 


—published every 30 days, to 
give you the up-to-the-minute facts 
and figures you need in your 
business every day 


—gives you the average wholesale 
value, average retail value and 

{in most areas) the average loan, 
PLUS detailed line drawings of 
most models, for quick visual 
identification of features 


and it’s still 


NATIONAL 
Used CAR 


NW 


OO K Street 





1% 


Only>S-00 per year 


Quantity prices 
on request 


AUTOMOBILE DEALERS 


Guipe Co. 


Washington 6, D. C 


Bruce Dod-| 
Builders & Bankers 





Manhattan, Inc.; Rinshead-Mason 
Co.; Shroeder & Tremayne, Inc.; 
Shurhit Products, Inc.; P. Sorenson 
Mfg. Co., Inc. 

Spray Products Corp.; Standard 
Electric Co., Inc.; Standard Motor 
Products, Inc.; Storm-Vulcan, Inc.; 
Unit Parts Co.; United Motors 
Service; Van Norman Automotive 
Equipment Co.; Wagner Electric 
Co.; Warner Patterson Co.; West- 
ern Fidelity Life Insurance Co. 

Willard Storage Battery division; 
Wilson-Walther Co.; Neal Green- 
field Sales Co.; Petroleum Solvents 
Co.; Kex Products, Inc.; Bear Mfg. 
Co.; Service Warehouse; Leo Ken- 
nedy Co.; Grant & Grant; Bar’s 
Products of Texas; Ralph E. Rus- 
sell Co.; Chicago Rawhide Mfg. Co., 
and Tool & Parts Warehouse, Inc. 


2 Lines Added 
By Thompson 


To Parts Service 


CLEVELAND.—Thompson Prod- 
ucts Service Sales division has an- 
nounced the addition of automatic 





valve lifters to its replacement- 
parts service. 

M. R. Hopkins, company spokes- 
man, also said Thompson has pro- 
duced a new, easy-to-use Automatic 
Transmission Parts Manual and de- 
veloped a practical packaging pro- 
gram. 

“The new Thompson Automatic 
Transmission Manual covers every 
type of automatic transmission 
since 1940 and is so simplified with 
pictures, codes and instructions that 
it makes identification and ordering 
of parts 100 percent positive,” said 
Hopkins. 

He said, factory-packaged kits 
have three distinct advantages: 
| Saves time for jobber and cus- 
tomer in filling orders, parts can be 
identified without opening the pack- 
age, gaskets or seals, packaged in 
polyethlene-covered kits, will not 
warp, stretch or shrink due to mois- 
ture, heat or other atmospheric con- 
ditions. 


| Cohn & Shane Appointed 
|Sparton Sales Representative 


JACKSON, Mich.—Cohn & Shane, 
|Inc., Los Angeles, has been ap- 
| pointed sales representative in Cal- 
| ifornia, Nevada and Arizona for the 

Sparton Automotive division, Spar- 
ton Corp. 
| Cohn & Shane will expand the 
| sales program for Sparton automo- 
| tive and marine products in these 
states through its sales organiza- 
| tion in Los Angeles. 
- - > 


| Auto & Aero Supply 


Moving to Larger Quarters 


CINCINNATI.—Auto & Aero Sup- 
ply Co., Inc., distributor of automo- 
|tive, industrial and marine equip- 
ment, will move in early fall to 
larger quarters at Spring Grove 
Ave. and Knowlton St. Winton 
Place. The firm now is located at 
1711 Race St. 

The new site has approximately 
30,000 square feet. The new struc- 
ture, two stories in the office sec- 
tion, will occupy more than half 
of the land area and will provide 
20,000 square feet for office, service 
and warehouse operations. 


Code of Ethics 
Set by NSPA for 


Auto Warehouses 


CHICAGO.—Since it is imprac- 
tical to include all desirable prac- 
tices and functions to be performed 
by its members in an association’s 
constitution and by-laws, a 12-point 
code of ethics has been drawn up 
by the NSPA Automotive Ware- 
house Distributor’s division. 

It outlines responsibilities of di- 
vision members, and its overall 
service function to the entire inde- 
pendent automotive service in- 
dustry. 

The code was approved by the 
NSPA board of directors, composed 
of both sales and management ex- 
ecutives of wholesaling and manu- 

4 





| continuous use as a standard per- 


| respective representatives. 








| stock number and the car owners 
transmission parts and hydraulic} 


| warehouse for automotive and in-| ance of the Toyopet since its U. S. 


facturing firms in the independent 
automotive service industry. Exéc- 
utives have been urged not only to 
endorse the Code, but to specify its 


formance pattern by all of their 


It defines the responsibilities of 
warehouse distributors in regards 
to distribution, sales organization, 
functions performed, promotional 


activity, operational assistance, etc.., | 


for automotive wholesalers and 
manufacturers. 

* * * 
McQuay-Norris Offers 
Sales Aides to Dealers 

ST. LOUIS.—McQuay-Norris Mfg. 
Co. has announced a special dating 
sales and promotion plan covering 
its line of water pumps. 

Dealer sales helps offered free 
with the plan include: Two three- 
color “stop sign” banners, two win- 
terizing banners and one quick- 
reference water pump application 
chart. 

* x * 
Purolator’s New Seal 

RAHWAY, N. J.—Purolator Prod- 
ucts Inc., has just introduced a re-| 
vised Seal of Protection with two 
important additions a survey) 
proved would be of help to dealers. | 
Space has been added for the filter | 


name. } 
* * * | 





Named Warehouse 
PORTLAND, Or:.— Automotive | 
Warehouse Inc., 212 NW 14th ave.,| 
has been appointed Northwest) 


dustrial friction materials manu-| 
factured by Johns-Mansville. 


* * * 


Bear Bonanza 
Auto Equipment Users 
Offered Prizes 


ROCK ISLAND, Ill.—A new ap-| 
proach to stimulating use of Bear) 
wheel weights and other service 
supplies has been announced by 
Bear Mfg. Co. 

A “Bear Prize Bonanza” coupon! 
is included in each box of wheel) 
weights, shims and coil-spring| 
spacers. Each coupon serves as a| 
prize point certificate, program 
rules sheet, prize order form, and 
carries prize illustrations. 

Users can redeem the coupons for 
any of 12 awards illustrated on the 
coupon or any award from a 16- 
page catalog which the dealer can 
obtain for two coupons. This four- 
color catalog illustrates 400 name- 
brand awards. 








Olds Dealer Adds DKW— 
Murphy Oldsmobile Co. has been named 

Los Angeles headquarters for DKW sales, 

service and parts. Dr. Gerhard Ritzel, Ger- 


| man consul in Los Angeles, congratulates 


Cliff Murphy, center, an Oldsmobile dealer 
for 13 years, and Dick Beebe, who will 
head the DKW operation in a separate 
building at 740 S. La Brea. 


Toyopet a Hit 
In California, 
Importer Says 


LOS ANGELES. — Public accept- 





introduction in July has been “over- 
whelming,” according to Erik J. 
Hansen, general 
manager of Toy- 
ota Motor Sales, 
U. S. A., Inc., im- 
porter of the Jap- 
anese car. 

He said the nine 
Toyopet dealer- 
ships in Southern 
California report- 
ed floor traffic has 
been heavy and 
the comments ex- 
Erik J. Hansen cellent. 


“A family car in every respect 
which is not directed to the ‘hot- 
rod’ trade, the Toyopet has brought 
numerous family groups into South- 
land dealerships to see, test-drive 
and buy the car,” Hansen said. 

Toyota has signed 17 dealers in 
California and negotiations are un- 
der way with others, Hansen said. 
The Toyopet is the first Japanese 
car on the American market. 
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A Full House— 


organ field. 





The auto industry's house organs are among more than 4,000 on display at the 
Gebbie Press House Magazine Library, New York City. The firm has just published 
the 1958 Gebbie Press House Magazine Directory, which contains data on the house- 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps/ 
steering. 


indicates power 


* ® > 


DETROIT 


Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 3 
BUICK—’58 RM sedan, $2,800* (ps). 

'57 Century sedan, $1,790°; Super 2- 
dr., $1,720* (ps); Special sedan, $1,- 
750° (ps), $1,675°. 

56 Super coupe, $1,610° (ps); Special 
coupe, $1,220°; sedan, $1,245°*. 

"55 Super sedan, $1,010°. 

"54 Super 2-dr., $720*; 
$645° (ps), $610*. 

53 RM station wagon, $600* (ps). 
CADILLAC—’'56 (62) coupe, $2,325° (ps). 
CHEV ROLET—'57 Bel Air (8) coupe, $1,- 

670°, $1,540°, $1,465; 2-dr., $1,640°, 
$1,450°; Two-ten coupe, $1,550°; 2- 
dr., $1, 326; One-fifty sedan, $1,260, 


Century sedan, 





"LEADING USED-CAR AUCTION DIRECT 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 fou 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 


ALABAMA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 
Cnn 
COLORADO AUTO AUCTION 

SOUTH 


LITTLETON, COLO. 
DEALERS ONLY 


Sale Every 


Auctioneers: 
Colonels Johnny Wood ond Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 


a 
re 
DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 


Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 12th year 
continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





INDIANA 





SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, SEPT. 19th, 11 A.M. 


Checks and Titles Guaranteed 


Il years—same location—Rte. 30, 
2 miles west of Rte. 41 


UNioen 5-2361 Chicage line: REgent 1-6181 








"56 °57 
Nov. 


"56 =(°S7 
Dec. 


"ST °58 
Jan, 


"57 


Feb. 


| 





| 


$1,155. 

"56 Bel Air (8) sedan, $1,265*, $1,250°; | 
Two-ten station wagon, $1,260*, $1,-| 
110; 2-dr., $975*, $925°, $900; One- 
fifty 2-dr., $790. 

"55 Two-ten station wagon, $1,075*; | 
sedan, $775*, $670°*. 

'54 Two-ten sedan, $585° (ps), $520, 
$500; Bel Air 2-dr., $560*. 

*53 Bel Air 2-dr., $425°. 

"52 Two-ten 2-dr., $260. 

CHRYSLER—'57 Windsor Hardtop, §2,- 
010° (ps), $1,990°. 

"56 Windsor Hardtop, $1,500°* (ps); conv., 
$1,275° (ps). 

*55 NY coupe, $1,190°; sedan, $950. 

"52 Saratoga sedan, $250* (ps). 
DeSOTO—'55 Firedome coupe, $975°*. 
DODGE — '57 Royal (8) 2-dr., $1,760*; 

Coronet sedan, $1,605° (ps). 

"56 Royal coupe, $1,190*; Coronet 2-dr., 
$1,050°. 

29 sedan, $300 

FORD—'58 Thunderbird, $3,550* (ps); Re- 
tractable Hardtop, $2,630° (ps); Fair- 
lane (8) 500 coupe, $2,190* (ps). 

"57 Country sedan, $1,760*°; Fairlane! 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 





MASSACHUSETTS 





The East Coast's Leading 
Auto Auction 


TANGLEWOOD 


“ACTION AT THIS AUCTION” 
Every Thursday — 1:00 P.M. 


insured Checks *% Insured Titles 


LENOXDALE, MASS. 

Exit 2 Mass. Tpke.——1 Mi. Off US-20 
5 Miles South of Pittsfield 
Auctioneer: Arnie Johanson 

Tel. 


Lee 1240 * Pittsfield, HI 8-8145 





MICHIGAN 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 


FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management, 


MICHIGAN'S FINEST SALE 
a SALE EVERY WEDNESDAY 12:30 


M. McCollum, Vice-President and Mana 
37i1 P Western Road Phone CEdar 9-492 

















"58 "57°58 


March 


"Si °S8 
Apr. 


"57°58 


Prices of "57s added and '49s dropped in November, 1956, Prices of ’58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


(8) 500 sedan, $1,620*, $1,580* (ps); 
Custom sedan, $1, 375° (ps), $1,210, 
$900. 

’55 Fairlane (8) Victoria, $1,040; conv., 
$625* (ps); sedan, $865*; Custom 2- 
dr., $685. 

"54 station wagon, $740° (ps); Custom 


sedan, $470. 


IMPERIAL—’ 57 Hardtop, $2,900* (ps), $2-, 
790°. 
LINCOLN—Capri coupe, $500° (ps). 
MERCURY—’'5S8 Parklane sedan, $2,945* 
(ps). 
"57 Montclair coupe, $1,600°. 
‘56 Montclair sedan, $1,155°. 


‘55 Custom coupe, $880*. 


OLDSMOBILE — ‘57 (98) coupe, $2,240° 
(ps). 
"56 (88) sedan, $1,325*, $1,300. 
"55 (S88) 2-dr., $965°. 
"54 (98) coupe, $815*. 
"53 (88) 2-dr.. $315*. 


"51 (98) sedan, $175* 
PLYMOUTH—'58 Belvedere (8) conv., $2,- 
200° (ps); Suburban, $2,075°. 
"57 Belvedere coupe, $1,670*, $1,590°; 
sedan, $1,500°; Savoy sedan, $1,400°*, 







"57 °58 "ST °58 "57 =°58 
June duly Aug. 
to Date 







(Copyright, 1958, by Automotive News) 





$1,310*. 
"56 Belvedere sedan, $990*. 
*54 Savoy sedan, $300°. 
"53 sedan, $245*, $115°*. 


PONTIAC—'57 Star Chief coupe, $1,730*. 
55 Chieftain station wagon, $1,040*. 
*54 Chieftain Catalina, $375*. 

RAMBLER—’57 station wagon, $1,690, $1,- 

680. 
*56 station wagon, $1,000. 
"55 sedan, $460; station wagon, $650. 


MISCELLANEOUS—’57 Willys pickup, $1, 
225. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday, Prices are for sale of Sept. 2. 
BUICK—'55 Special Riviera, $1,355* (ps); 


| 
| 


55 





57 Bel Air (8) 4-dr., $1,815°; 2-dr., 
$1,740*; Two-ten (8) 4-dr., $1,550* 
(ps). 


’56 Two-ten 4-dr., $1,025*. 


’55 Bel Air (8) Hardtop, $1,325*; conv., 





$1,245*; Two-ten (8) station wagon, 
$1,195; 2-dr., $800°*. 

’54 Two-ten Delray, $550. 

"53 Two-ten 4-dr., $570. 

*51 4-dr., $275*, $220*. 

CHRYSLER — ’'52 Saratoga 4-dr., $335* 
(ps). 

| DeSOTO—’55 Firedome Hardtop, $1,000*. 

"50 4-dr., $120*. 

DODGE—’ 57 Coronet (8) Hardtop, $1,750*. 

53 2-dr. station wagon, $650; Coronet 
(8) 4-dr., $345*, $245°. 

| EDSEL — '58 Citation Hardtop, $2,400* 
(ps). 

| FORD—’58 Thunderbird, $3,905* (ps), $3,- 
850* (ps), $3,850*; Fairlane (8) 500 
4-dr., $2,340* (ps). 

57 Fairlane (8) station wagon, $1,950*, 
$1,775; Hardtop, $1,850* (ps), $1,725*; 
Custom (8) 4-dr., $1,275. 

| °56 Fairlane (8) Hardtop, $1,375* (ps), 

| $1,250*; Custom (8) 4-dr., $1,145* 
(ps), $1,010, $950*. 

| °S5 4-dr. station wagon, $1,350*°; Fair- 
lane (8) Crown Victoria, $1,195* (ps), 
$1,150*; 4-dr.. $1,080*, $950; Custom 
(8) 4-dr., $850*. 

54 Custom Ranch Wagon, $875*; 2-dr., 
$675*. 

"53 Custom (8) 4-dr., $500*; Custom (6) 
2-dr., $425*. 

’52 Custom (8) 4-dr., $340. 

*51 4-dr., $195. 

MERCURY — '54 Monterey 4-dr., $760° 
(ps). 

OLDSMOBILE - 58 (88) 4-dr. Holiday, 
$3,255* (ps); (88) Super Hardtop, $2,- 
655° (ps). 

"56 (88) Holiday, $1,565° (ps). 

'55 (98) Holiday, $1,350* (ps); (88) 
Holiday, $1,340°, $1,220°; sedan, $1,- 
210° (ps). 

"54 (98) Holiday, $1,025° (ps). 

"53 (88) Holiday, $640° (ps). 





2-dr., $1,200°; Super Riviera, $1,240° 
(ps); RM 4-dr., $1,075° (ps). 
"53 Super 4-dr., $400°, 
CADILLAC—'55 coupe de Ville, $2,250°; | 
(60) 4-dr.. $2,000° (ps). 
"51 (60) 4-dr., $450°. 
CHEVROLET "58 Impala (8) Hardtop, | 
$2,450°. | 





MICHIGAN 


' 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW JERSEY 
CROSSROADS OF lea} 


Pees) 


TT im A. ve 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check an 
Title Protection. (Wed.). 










North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 


of top Auto Auctions EVERY 
WEEK, 








NEW YORK | 


PLYMOUTH—’'56 (8) 2-dr. station wagon, 


$1,310°; Savoy (8) Hardtop, $1,165°. 
‘55 (6) 2-dr. station wagon, §785°; Plaza 
(6) 4-dr., $650°. 


'54 2-dr. station wagon, $665. 

"53 2-dr. station wagon, $595; Belve- 
dere Hardtop, $420°*; Cranbrook 2-dr., 
$175°. 

"51 2-dr. $305. 

"49 2-dr., 

PONTIAC 
580° 

"4 

"52 


station wagon, 
$125. 

‘56 Star Chief Hardtop, $1,- 
(ps). 

Star Chief Hardtop, $735°*. 

4-dr., $300. 


(Continued 


on Page 56, Col. 


2) 
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NEW YORK CITY'S 


Shytine Aulo Auctions | 





EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
ond checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average | 


All Titles and Checks Guaranteed | 








Thruway Auto Auction, Inc. | 


Route 18B Buffalo, New York | 

EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
| Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





Dealers‘ 
Automobile Auction 
SPORTS ARENA 
TOLEDO, OHIO 
Every TUESDAY 12:00 NOON 





| MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 


OUR 13th 
Anniversary Sale 


SEPT. 25th and 26th 


$15,000 
GIVEN AWAY FREE 


Manheim Auto Auction, Inc. 


on Route 72 
5 miles south of Pennsylvania 
Turnpike 
Manheim, Pa. 
Phone: MO 5-240! 





WASHINGTON 








|SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M, 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








WISCONSIN 








MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 4! 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 
Dyer, Indiana's aay Man, George Lawson, 
er. 








U CA D, the Dealers’ 
Leading Auto Auctions. 
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245°. 
'53 2-dr, station wagon, $550°. 


up, $815°; 
*51 Chevrolet Delivery, $220. 
48 Chevrolet %-ton pickup, 


JENISON, MICH. 


$250. 


day. Prices are for sale of Sept. 
small due to holiday. Cars sold well, 


Sold 62 cars from 92 consignments. 
BUICK—’58 Special 4-dr., $2,530° (ps). 
'ST RM conv., $1,950° (ps); 


dr., $1,475°*. 
'56 Special station wagon, $1,450*°; conv., 
$1,330°; Super 2-dr., $1,235° (ps). 
'5S Special 4-dr., $1,025*; Super 2-dr., 
$915* (ps). 
One of Five— '54 Special 4-dr., $400; Super 2-dr., 
‘ : . $515°*. 
Queen's Taste Baking Co., Kansos City, | capi pAC—’55 (62) 4-dr., $1,690* (ps). 


has placed in service five International 
AM-120 trucks with recently introduced 
9%-foot Metro van bodies. The smaller 
all-steel units have a 375-cubic foot capac- 
ity. Standard double rear doors are com- 
bined with an open-center aisle floor-to- 
roof rack storage arrangement. 


925°. 


4-dr., $1,400°. 
'56 Two-ten 4-dr., $970. 


2-dr., $685; Delray, $615°*. 
"54 One-fifty 2-dr., $530. 
"52 2-dr., $200°. 


RAMBLER—’55 4-dr. station wagon, $1,- 


STUDEBAKER’ 52 Champion coupe, $290. 
MISCELLANEOUS—’55 GMC %-ton pick- 
Ford %-ton pickup, $725. 


Grand Rapids Auction, Sale every Tues- 
2. Sale 
but 


market seems to be just a bit weaker. 


Special 2- 


CHEVROLET—’58 Biscayne (8) 4-dr., $1,- 
’57 Bel Air (8) conv., $1,490°%; Two-ten 


’55 Bel Air sport coupe, $960°; Two-ten 








Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. P-9 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 
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I a ates seniecicsialteiastaaia any 
In Canada—331 Bartlett Ave., Toronto 













Used-Car Auction Prices 
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’51 station wagon, $200; 4-dr., $135. 
CHRYSLER—’57 Saratoga coupe, $1,810* 
(ps). 
’55 Windsor 4-dr., $875*. 
DeSOTO—’57 Fireflite 4-dr., $1,600° (ps). 


’63 4-dr., $170*. 
FORD—’57 Fairlane (8) 500 4-dr., $1,695; 
Custom 300 4-dr., $1,285°*. 


’56 Fairlane (8) Victoria, $1,210*, $1,- 
075* (ps), $1,015*; 2-dr., $910; Cus- 
tom 2-dr., $865. 

’55 Custom (6) 2-dr., $750; Main (8) 
2-dr., $560. 

’54 Main (6) 2-dr., $525; Custom 2-dr., 
$450°. 

’53 Country sedan, $420; Custom 2-dr., 
$305. 

*52 Custom 2-dr., $285°. 

HUDSON—’56 Hornet 2-dr., $1,025*. 

LINCOLN—’57 Premiere conv., $2,700° 
(ps). 1 

MERCURY—’57 Montclair 4-dr., $1,750*° 
(ps). 


55 Montclair conv., $765* (ps). 
’51 conv., $120°. 
NASH—’'55 Ambassador 4-dr., $715*, $585°. 
’53 Statesman 2-dr., $290°. 
53 Country Club, $250*. 


OLDSMOBILE — ’57 (88) Super Holiday, 
$2,095* (ps); 4-dr., $1,650° (ps); (98) 
Holiday, $1,865* (ps). 

"54 (98) 4-dr., $860* (ps). 
"52 Holiday, $110°. 
PACKARD—’55 Clipper coupe, $875* (ps). 
PLYMOUTH—’'55 Plaza 4-dr., $525. 
*54 station wagon, $405*. 
’53 conv., $170. 
PONTIAC—’55 Chieftain Catalina, $840*. | 
‘54 Star Chief 4-dr., $515* (ps). 
DYER, IND. 
Len Pollak’s Dyer Auto Auction. Sale| 


every Friday. Prices are for sale of Sep- 
tember 5th. 

Very active sale with prices holding 
up on all sharp cars. Sold 174 of our 





250 offerings. 

BUICK—’57 RM 4-dr. Riviera, $2,200°| 
(ps); Super Riviera 2-dr., $2,100*;| 
Special Riviera 2-dr.. $2,100* (ps). | 

"55 Super Riviera 2-dr., $960° (ps). 
"54 Century Riviera 2-dr., $645*. 


*52 RM 4-dr., $245*. 
"51 Special 4-dr., $110, $100. 
CADILLAC—'58 coupe de Ville 4-dr., $4,- 
350° (ps). | 
"57 (62) 4-dr., $3,160° (ps). 
"50 (62) 4-dr., $215°. | 


CHEVROLET — ‘58 Brookwood station 
wagon, $2,535*; Bel Air (8) 2-dr.,| 
$2,005*; 4-dr. hardtop, $1,930°*. 

"57 Bel Air (8) 4-dr., $1,765°, $1,680°; 
coupe, $1,725*, $1,655*;. Two-ten (6) 
2-dr., $1,225; One-fifty (8) 2-dr., $1,- 
140. 

’56 Bel Air (8) 4-dr. hardtop, $1,400°| 
(ps); coupe, $1,375*; 4-dr., $1,295°, 
$1,275* (ps), $1,050°; Two-ten (8) 
4-dr., $1,120%; (6) 2-dr., $895, $815. | 

"55 Bel Air (8) coupe, $1,125°%; (6)) 


"54 One-fifty 4-dr., $235. 
'53 Bel Air conv., $500°; 4-dr., $335°. 
OCHRYSLER—’'57 Windsor 4-dr., $1,185. 
55 NY 4-dr., $1,205* (ps). 
*54 NY 4-dr., $510°. 
"52 Saratoga 4-dr., $125*. 
"50 Royal 4-dr., $110. 
DeSOTO—’'53 Powermaster 4-dr., $240*. 
DODGE—’'56 Royal 4-dr. hardtop, $1,200° 
(ps); Coronet (6) 2-dr., $715°*. 
"55 Royal 4-dr., $710°*. | 
"54 Royal 4-dr., $350. | 
*53 Coronet 4-dr., $220. 
‘52 Meadowbrook 4-dr., $180. 
FORD—'58 Fairlane (6) Victoria $1,825°. | 
57 Country sedan (6), $1,730° (ps), 


coupe, $865°. | 


$1,360°; Fairlane ‘‘500’’ Victoria, $1,- 
700° (ps); 4-dr., $1,650° (ps), $1,- 
505°, $1,500; Victoria, $1,395°. 
56 Fairlane (8) Victoria, $1,325*; conv., 
$1,300*, $1,130° (ps). 
55 Crown Victoria (6), $1,115°*; Fair-| 
lane conv., $855; 2-dr., $800°, $590. | 
| 


*54 Custom (6) 2-dr., $505*, $500°; Main 
(8) 4-dr., $385. 

’53 station wagon, $470; Victoria, $300° 
(ps). 

"52 Victoria, $270; Main (8) 2-dr., $160; 

Custom (8) 2-dr., $150. 


"51 Custom (8) club coupe, $140, $135. 
HUDSON—’'53 Hornet 4-dr., $180. | 
IMPERIAL — ‘57 Crown coupe, $2,905° | 

(ps). 
LINCOLN—'55 Capri 4-dr., $925°. 


’54 Capri coupe, $600° (ps). 

*53 Cosmopolitan 4-dr., $400. | 
MERCURY—’57 Montclair 4-dr., $1,600°) 

(ps); Monterey 2-dr., $1,350. | 

56 Montclair coupe, $1,250° (ps). 

"55 Monterey 4-dr., $830°. 

*54 Monterey 4-dr., $650; 2-dr.. $395°. 
NASH—’55 Ambassador 4-dr., $750°. | 
OLDSMOBILE — '58 (98) conv., $3,250° 

(ps). 
‘57 Fiesta station wagon, $2,240° (ps); 
Super (88) 4-dr. Holiday, $2,120° (ps); | 


2-dr., $1,825*; (88) Holiday, $2,090°| 
(ps); 4-dr.. $1,825°. 

’56 (88) Holiday, $1,600* (ps), $1,475* 
(ps); 4-dr., $1,400* (ps); 4-dr. Holi- 


day, $1,165*; (98) 4-dr., $1,590° (ps). | 
*55 (98) coupe, $1,460* (ps); (88) 4-dr., | 
$1,120*; 2-dr., $1,025°. 
*54 (88) 2-dr., $660°, $595°*. | 
*53 (88) Holiday, $405°. 
PLYMOUTH—'57 Savoy coupe, $1,450°*. 
’55 (8) 2-dr. station wagon, $800*; Sa- 
voy (8) 2-dr., $565°. 
PONTIAC—’54 9-pass. 4-dr. station wag- 


on, $545*; Deluxe 2-dr., $370°; 4-dr., 
$330. 
*53 Chieftain 4-dr., $325°. 
RAMBLER—’58 Super 4-dr., $1,830°*. 
*57 Cross Country (8), $1,525. 
*53 station wagon, $320. | 
"50 conv., $105. $100. | 
MISCELLANEOUS — ‘57 Chevrolet %-ton 


pickup, $1,315; 
$1,000. 

56 GMC %-ton panel, $625. 

’55 Ford %-ton pickup, $650. 

’54 Chevrolet %-ton pickup, $610, $530, 
$475; GMC tractor 2-speed, $450. 

"53 GMC tow truck, $530; Chevrolet % | 
ton pickup, $400; Ford panel, $265; 
%-ton pickup, $255. | 

*52 Chevrolet %-ton pickup, $265, $235; 
%-ton panel, $250. | 

"50 Dodge %-ton pickup, $190. 

’47 Ford tow truck, $350. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Sept. 5. 
good sale today. Cars 


Ford %-ton pickup, 


| 


| FORD—'57 





were selling for the *high dollar’ and we 


AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


had lots of good clean ones here, Sold over 


200. 
BUICK—’57 Riviera, $1,830*; Special 4- 
dr., $1,690*. 
’56 Special Riviera 4-dr., $1,150°*. 
'54 Special Riviera, $690. 


CHEVROLET—’58 Bel Air (6) 4-dr., $2,- 
* 060°. 
’57 Bel Air (6) 4-dr. Hardtop, $1,770°; 


$1,700*; 2-dr., $1,400%; Two-ten (6) 
2-dr., $1,350*%; One-fifty (6) 2-dr., $1,- 
025. 


’56 Bel Air (8) Hardtop coupe, $1,185°*. 


55 Two-ten (6) 4-dr., $890; $800. 
’54 Bel Air 4-dr., $640*; Two-ten 2-dr., 
$610. 
"53 Two-ten 2-dr., $420. 
‘51 Deluxe 2-dr., $320. 
"50 4-dr., $125*. 
DODGE—’56 Coronet 2-dr. Hardtop, $1,- 
100*. 
FORD —’58 Country sedan (6), $2,290°; 


Custom (6) 4-dr., $1,650*; Fairlane (6) 
500, $1,535. 

’57 Fairlane (6) Victoria, $1,680*; Fair- 
lane (6) 2-dr. Victoria, $1,620* (ps); 
Custom (6) 4-dr., $1,300*; Custom (6) 
4-dr., $1,275*. 

’56 Country sedan (6), $1,365*; Fairlane 
(6) 4-dr., $1,225*; 2-dr., $1,170; Cus- 
tom (6) 4-dr., $890*; 2-dr., $750; Main 
(6) 2-dr., $630. 


’55 Fairlane (6) Victoria, $950; 2-dr., 
$830, $750; 4-dr., $775; Custom (8) 
4-dr., $825. 

'54 Custom (6) 4-dr., $575°*. 

"53 Ranch wagon 2-dr., $640; Custom 
2-dr., $390; $225. 

"52 Crest Victoria, $365; Main 2-dr.,| 


$165. 
’51 Custom 4-dr., $375. 
"50 4-dr., $165. 


IMPERIAL—’57 4-dr. Hardtop, $3,250*. 





LINCOLN — '56 4-dr., $1,555*; Hardtop 

coupe, $1,150*. 

MERCURY—’57 Monterey 2-dr., $1,495*. 
"56 station wagon 4-dr., $900° (ps). 
55 Custom 4-dr., $725°. | = 

| °54 Custom 4-dr., $600*. 

OLDSMOBILE—’58 (98) 4-dr., $3,450°. | 
56 (88) Holiday, $1,540*; sedan, $1,150°. | 
"55 (88) 2-dr.. $650*. | 

PLYMOUTH—’ 57 station wagon 4-dr., $1,-| 

700*; Savoy (6) 4-dr.. $1,380*. 


"56 Savoy (6) 2-dr., $780°. 
"54 Savoy 2-dr., $590. 

"53 Cambridge, $325. | 
52 2-dr., $175. 


. | 
PONTIAC—'56 Star Chief Catalina, $1,-| 
250°. 
'54 Chieftain Deluxe 4-dr., $655*, 
’53 Catalina, $355*. 
STUDEBAKER—'58 Scotsman (6) 4-dr., | 


$1,575. 
"55 Champion (6) 4-dr., $560. 
ee Chevrolet pickup, 
1,260. 


EBENSBURG, PA. | 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Sept, 4. 
Prices remaining steady. Dealers making | 
room for new models—soon. Sold 44 out 
of 67 offerings. 

BUICK—'57 Special 4-dr., $1,525°, 

‘56 Special Riviera, $1,310°*. | 

‘52 Super Wagon. $200°*. 
CADILLAC—’56 (62) 4-dr., $2,065° (ps). 
ee Two-ten (8) 4-dr., $1,-| 

"56 Two-ten (8) 4-dr., $1,410* (ps). 





"55 Two-ten (8) 2-dr., $760°. | 
"54 Bel Air 4-dr., $490; station wagon 
4-dr., $410. 


CHRYSLER—’36 4-dr., $150. 


DeSOTO—'56 Firedome (8) 4-dr., $1,250°| 
(ps). 

DODGE—’55 Coronet (8) 4-dr., $750. 

‘53 Suburban (6) 2-dr., $340; Coronet 


(8) 2-dr., $330°. 

"49 Coronet (6) 4-dr., $125. | 
Del Rio (8) station wagon, 
$1,450°; Custom (6) 2-dr., $1,110. 
"56 Victoria (8) 4-dr., $1,260° (ps). 
’55 Fairlane (8) sedan, $790*; Custom 

(8) 4-dr., $675. 


"53 (8) Ranch wagon, $400; Main (8) | 


2-dr., $305*; Custom (8) 4-dr., $170*.| 
"52 (8) Ranch wagon, $365. ! 
"50 Custom (8) 4-dr., $100. 
HUDSON—'52 Hornet (6) 4-dr., $100°*. 
LINCOLN—'56 Capri (8) 4-dr., $1,650° 
(ps). 
MERCURY —’'57 Montclair (8) Phaeton, 
$1,780°. 
’50 Montclair (8) 2-dr.. $125. 


PLYMOUTH—'57 Savoy (8) 2-dr., $1,190°. 
"55 station wagon, $845°. 
"54 Belvedere 4-dr.. $325*; Plaza station 
wagon 2-dr.. $525. 
"50 Deluxe 2-dr., $130. 


Used Imported 


Cars | 


Valdosta, Ga. 


English Ford—'57 conv., $1,250. 
Triumph—'57 Minor Hardtop coupe, 
000*. 


Bordentown, N. J. 


Lieyd—'58 Alexander, $700. 
Simea-—’56 Regency, $770. 


Chicago, Ill. 
MG*~'58 Roadster, $2,100. 
Triumph—'56 TR3, $1,595. 
en came conv. Export model, $1,- 
55, j 


$2,- 





Seattle, Wash. 


Simea—'58 4-dr., $1,365. 


Albany, N. Y. 
Hiliman—’54 Minx conv., $110. 
Dyer, Ind. 


Goliath—’58 2-dr., $1,350. 
Triumph—’'58 TR-10 4-dr., $1,445. 


Flint, Mich. 
Vauxhall—'58 Super 4-dr., 
Volkswagen—'56 2-dr., $1,070. 


West Palm Beach, Fla. 


MG—’55 4-dr., $1,000. 
Volkswagen—'56 Sunroof, $1,000, 


$1,525, 


Warehouse Point, Conn. 


Renault—'55 Fregate 4-dr., $675. 
Volvo—’58 2-dr., $1,640. 





PONTIAC—’57 Chieftain (8) 4-dr., $1,865* 


(ps). 
*54 Super (8) 2-dr., $430. 
STUDEBAKER—’ 52 Commander (8) coupe, 
$100°. 
MISOELLANEOUS — ‘49 Chevrolet ca 5, 
chassis, $225. 
48 Camper (4) $500; Jeep 4-wheel drive, 
$345. 
’50 station wagon, $160. 
*51 Jeep, $200. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
Sept. 4. 

Terrific sale—80 percent sold, Could have 
sold another hundred cars. 

BUICK—’58 Super 2-dr. Hardtop, $2,850* 





(ps). 
’57 Special 2-dr. Hardtop, $1,695*. 
*56 Special 4-dr., $1,090*. 
CADILLAC—’56 Coupe de Ville, $2,670* 
(ps); (60) 4-dr., $2,385* (ps). 
’55 Coupe de Ville, $1,820* (ps), $1,720* 


(ps); (62) 4-dr., $1,860° (ps), $1,685* 
(ps). 
"54 (62) coupe, $1,425° (ps), $1,075* 
(ps). 
CHEVROLET—’'58 . Impala 2-dr. Hardtop, 
$2,400* (ps), $2,000; conv., $2,300"; 
Delray 4-dr., $1,600; 2-dr., $1,560. 


’57 Two-ten station wagon, $1,570°; 4- 
dr., $1,375; One-fifty 2-dr., $1,100. - 
56 Nomad station wagon, $1,400° (ps); 
Two-ten station wagon, $1,225; Delray 
(6) 4-dr., $685. 
'55 Bel Air 2-dr. Hardtop, $1,070* (ps), 
$900°*. 
*54 Bel Air conv., $675°*. 
"50 SL 4-dr., $175°*. 
CHRYSLER—’53 NY 4-dr., $250*. 
’51 Windsor 4-dr., $160* (ps). 
DeSOTO—' 57 Firedome 4-dr., $1,900* (ps). 
’53 club coupe, $335*. 
DODGE—’56 Coronet (8) 4-dr., $1,455*. 
(Continued on Page 60, Col. 1) 








FREE LOCK 


: NEW. ee 
FREE-LOCK 


Auto-Lock HUB 


for 4-wheel drive vehicles 





The Hub a Child Can Engage 


Available for: 
® Willys © Dodge © GMC 
® International ©@ Chevrolet 
@Fford ® Land Rover 
® Marmon Herrington 


Aa ee & o Wa sh x 


Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 
turn to “out”. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 
FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
SoD Sed 2 ed 


North Fed 
oro n y i rad 
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Family 
Weekly Nevada State Journal 


































ALABAMA: Anniston Star « Dothan Eagle « Florence- 
Sheffield-Tuscumbia-Muscle Shoals Times & Tri-Cities Daily 
e Gadsden Times ¢ Huntsville Times ¢ Tuscaloosa-Northport 
News. ARIZONA: Yuma Sun. ARKANSAS: Camden News 
e El Dorado News ¢ Hot Springs Sentinel Record « 
Magnolia Banner-News ¢ Pine Bluff Commercial. 
CALIFORNIA: Bakersfield Californian « Eureka Humboldt 
Standard Times ¢ Merced Sun-Star « Monterey Peninsula 
Herald ¢ Ontario Upland Report ¢ Sacramento Union « 
Santa Ana Register e Santa Barbara News Press « 

Santa Rosa Press-Democrat « Vallejo Times-Herald. 
COLORADO: Colorado Springs Gazette-Telegraph ¢ 
Grand Junction Sentinel ¢ Pueblo Star-Journal & Chieftain. 
CONNECTICUT: New Haven Register. FLORIDA: 

Daytona Beach News Journal e Fort Lauderdale Sunday 
News & Sentinel ¢ Fort Myers News-Press e Gainesville 
Sun & Alachua County News e Jacksonville Journal e Key 
West Citizen e Lakeland Ledger ¢ Panama City News Heralde 
Pensacola News-Journal ¢ Sarasota Herald-Tribune « 
Tallahassee Democrat ¢ Tampa Times e West Palm Beach 
Palm Beach Post-Times. GEORGIA: Albany Herald e 
Gainesville Daily Times ¢ Rome News Tribune. 

IDAHO: Boise Statesman e Idaho Falls Post-Register 
Lewiston Tribune ¢ Pocatello Idaho State Journal. 

ILLINOIS: Bloomington-Normal Pantagraph e 
Carbondale-Murphysboro-Herrin Southern Iilinoian 
Champaign-Urbana News-Gazette e Danville Commercial 
News e Kankakee Sunday Journal e La Salle-Peru- 
Oglesby News-Tribune ¢ Quincy Herald-Whig e 
Springfield Sunday Journal Register. INDIANA: 
Anderson Herald « Huntington Herald Press e Kokomo 
Tribune e Logansport Press ¢ Marion Chronicle Tribune e 


FAMILY WEEKLY’s saturation coverage of 
180 markets where 7,909,500 passenger cars are 
registered delivers your sales story into 4,494,414 
homes with the powerful impact of the influen- 
tial local newspaper. 


Nine out of ten families in 180 cities—and an 
average of over 60% of all families in 601 counties 
where its coverage is 20% or more—read FAMILY 
WEEKLY each week. 


For automotive advertisers, FAMILY WEEKLY 
influences a dual market that includes both 
dealers and their home-owning, car-owning cus- 
tomers. Dealers are alert to the local impact-in- 
depth of color pages in FAMILY WEEKLY, and are 
quick to support them with their own tie-in 
advertising in the same newspaper. 





FAMILY WEEKLY MAGAZINE, 


Leonard S. Davidow, President and Publisher 
Pot Patterson, Detroit Representative 


3-223 General Motors Building, Detroit 2 


CHICAGO 1: 153 North Michigan Avenve 
NEW YORK 22: 405 Pork Avenve 
CLEVELAND 15: 604 Honno Building 


LOS ANGELES 5: Blonchord-Nichols, Assoc., 633 South Westmoreland Avenve 
SAN FRANCISCO 4: Blonchord-Nichols, Assoc., 33 Post Street 
MIAMI 32: J. Bernhord Cashion, Chamber of Commerce Bidg 


Muncie Star « New Albany Ledger & Tribune « Vincennes 
Sun-Commercial. IOWA: Burlington Hawk-Eye Gazette e 
Council Bluffs Nonpareil e Davenport Democrat & Times e 
Dubuque Telegraph-Herald e Sioux City Sunday Journal 

e Waterloo Courier. KANSAS: Coffeyville Journal. 
KENTUCKY: Ashland Independent e Bowling Green 

Park City News e Owensboro Messenger & Inquirer ¢ 
Paducah Sun-Democrat. LOUISIANA: Bogalusa 

Sunday News e Lafayette Sunday Advertiser 

Lake Charles American Press. MARYLAND: Cumberland 
Sunday Times. MASSACHUSETTS: Lowell Sun. 
MICHIGAN: Grand Rapids Herald. MINNESOTA: Albert 
Lea Tribune. MISSISSIPPI: Biloxi-Gulfport Herald 

e Greenville Delta Democrat-Times ¢ Meridian Star e 
Natchez Times ¢ Tupelo Journal e« Vicksburg Post Herald. 
MISSOURI: Jefferson City Capital News Post-Tribune « 
Springfield News & Ledger. NEVADA: Las Vegas 
Review-Journal e Reno State Journal. NEW HAMPSHIRE: 
Manchester Sunday News. NEW JERSEY: Asbury Park Press 
e Atlantic City Press e New Brunswick Sunday Home News e 
Trenton Times-Advertiser. NEW MEXICO: Hobbs News & 
Sun ¢ Roswell Record e Santa Fe New Mexican. 

NEW YORK: Elmira Sunday Telegram ¢ Niagara Falls 
Gazette « Poughkeepsie New Yorker e Utica Observer- 
Dispatch. NORTH CAROLINA: Concord Tribune « 
Fayetteville Observer e High Point Enterprise ¢ Salisbury 
Post. NORTH DAKOTA: Grand Forks Herald. 

OHIO: Ashtabula Star-Beacon e Athens Messenger e 
Canton Repository ¢ Coshocton Tribune ¢ Ironton Tribune 

e Lima News e Lorain Journal ¢ Mansfield News Journal e 
Middletown Sunday News Journal e Zanesville Times 
Signal. OKLAHOMA: Altus Times-Democrat ¢ Bartlesville 


TH E B / G L| F T for passenger car sales 


in the giant Supercity market that 
buys 16.4% of all U.S. passenger cars . . . is 


KLamily Weekly 


the Sunday colorgravure magazine 
that delivers saturation coverage 
in 601 prosperous counties. 


FAMILY WEEKLY leads all syndicated Sunday 
magazines in car ownership; 85.3% of its families 
own automobiles. FAMILY WEEKLY readers aver- 
age 103.7 cars per household (Starch reports for 
1958). 


Top exposure of fine colorgravure and satura- 
tion coverage of 180 highly merchandisable mar- 
kets combine for a solid sales punch unequaled 
for effectiveness in a major segment of the auto- 
motive market — in FAMILY WEEKLY’s giant 
Supercity of sales. 


Your representative invites you to make the 
Map Test to see how, alone or in combination 
with other Sunday magazines, FAMILY WEEKLY 
fits perfectly into your national coverage pic- 
ture. Call him soon. 


inc. 





Where over 26 million peo- 
ple all live within easy shop- 
ping distance of the heart of 
the market 


Examiner-Enterprise ¢« Duncan Banner « Enid News e 
Lawton Constitution-Press e Muskogee Phoenix & Times- 
Democrat ¢ Shawnee News Star. OREGON: Eugene 
Register-Guard e« Klamath Falls Herald & News e 
Medford Mail Tribune e Salem Oregon Statesman. 
PENNSYLVANIA: Altoona Mirror « Lancaster Sunday 
News e Wilkes-Barre Sunday Independent. SOUTH 
CAROLINA: Anderson Independent « Florence News « 
Spartanburg Herald Journal. SOUTH DAKOTA: 
Aberdeen American-News ¢ Huron Huronite & Plainsman 
e Rapid City Journal. TENNESSEE: Jackson Sun e 
Kingsport Times News. TEXAS: Abilene Reporter News « 
Austin American Statesman e Big Spring Herald « 
Brownsville Herald « Denison Herald « Denton Record- 
Chronicle ¢ Galveston News e Greenville Herald e 
Harlingen Star e Kilgore News Herald e Laredo Times 

e Lufkin News ¢ Marshall News-Messenger ¢ McAllen 
Monitor ¢ Midland Reporter-Telegram e Paris News ¢ Port 
Arthur News e San Angelo Standard Times ¢ Texarkana 
Gazette e Tyler Courier-Times-Telegraph e Victoria 
Advocate « Waco Tribune-Herald e Wichita Falls Times. 
UTAH: Logan Herald-Journal e Ogden Standard-Examiner 
e Provo Herald. VERMONT: Burlington News. VIRGINIA: 
Danville Register ¢ Lynchburg News ¢ Suffolk News- 
Herald. WASHINGTON: Pasco, Kennewick, Richland 
Tri-City Herald ¢ Walla Walla Union Bulletin e Wenatchee 
World e WEST VIRGINIA: Beckley Sunday Register « 
Bluefield Telegraph ¢ Fairmont Times West Virginian e 
Parkersburg News. WISCONSIN: Racine Bulletin. 
WYOMING: Casper Tribune Herald & Star e Cheyenne 
Wyoming State Tribune e Rock Springs Sunday Miner, 


i 
7 
i 
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Wis. Revives 
Interest in Auto 


Inspection Law 


MADISON, Wis.—The idea of 
periodical inspection of the mechan- 
ical condition of motor vehicles, 
through force of state law, is re- 
turning to public discussions here 
with significant frequency. 


Compulsory inspection bills have 


been repeatedly defeated in the) 
state legislature in past years, but} 


there are signs that the more vigor- 
ous public interest in reducing the 
toll of highway accidents may force 
the plan to the floor of the legisla- 
ture again. 


Twice recently, the idea has had | 
inferential endorsement from emi-| 


nently respectable safety promotion 
groups. 

The National Safety Council, 
grading the Wisconsin highway 
safety effort recently, noted point- 
edly that Wisconsin missed a pos- 


sible score because it has not yet! 


enacted the compulsory vehicle 


inspection law that is effective in| 


other states. 

The Wisconsin Safety Council, 
announcing here its intention to ex- 
pand its work into the highway 
field, said it would study the advis- 
ability of urging such a vehicle 
inspection law for Wisconsin. 

The Wisconsin Automotive Trades 
Assn. in past years sponsored ve- 
hicle inspection legislation, but un- 
successfully. 

The legislature about a decade 
ago showed enough interest to 
order an interim study, which 
brought in a favorable report. But 
the bill was snagged when the 
lawmakers were unable to agree 
whether the inspections should be 
at state-operated stations or at 
private garages and stations licen- 
sed by the state motor vehicle de- 


partment. 


Associates Names 
2 Vice-Presidents 


SOUTH BEND.—Election of 
Gordon E. Areen as executive vice- 
president of branch operations has 
been announced by Associates In- 
vestment Co. 

With the firm since 1947, Areen 
was appointed assistant comptrol- 
ler in 1949 and served approxi- 
mately four years as assistant to 
the chairman prior to January, 








Gordon E. Areen 


1957 when he was appointed to his 
most recent position of assistant to 
the president. 

The company also announced the 
appointment of Wayne M. Singer 
as central division vice-president 
to succeed V. Beryl Hungate, who 
will retire at the end of this year. 
Singer has been with Associates 
for 28 years. 


Phil Macklin Expands 
Phil L. Macklin Co., Decatur, 
Ind., has added Dodge to its 
Chrysler-Plymouth franchise, Phil 
- Macklin formed the dealership 
1926. 


Wayne M. Singer 
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ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 


Country Squire, $2,793.90. Thunderbird — 


away Hydra-Matic 
(V-8 standard)—2-door hardtop, $3,630.85; 


brakes standard on Series 98.) 


, Power steering, 


power 





| (Flightomatic and power brakes are stand- 
ard on all models.) 


2-dr. hardtop, $2,695. -Hawks—Silver Hawk 


6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 


> PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-cir, 
urren rices on ee eee a 
< 32,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, '$2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
The following prices include the sug- | $2,915.25; 2-dr. hardtop, $2,854. Custom ; $4,838.50. Crown—4-dr. sed., $5,632; 4-dr. | 4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
gested base factory list prices, Federal Royal—4-dr, sed., $3,030; 4-dr. hardtop, | hardtop, $5,632; 2-dr. hardtop, ; | 456.50; conv, (V-8 std.), $2,762. Fury— 
excise tax amounts and suggested dealer | $3,142; 2-dr. hardtop, $3,071; conv., $3,298. | conv., $5,758.50. LeBaron—4-dr. sed., $5,-|2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
delivery-and-handling charges. Not in- | Regal 2-dr., hardtop, $3,245.25. 968.50; 4-dr, hardtop, $5,968.50. (Torque- tion Wagons (Suburbans)—2-dr. 2-seat De- 
cluded are variable items passed on to | Station Wagons—2-dr. 2-seat Suburban, | Flite, power steering, power brakes stand-/| luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
the retail buyer, such as State and local | $2,970.25; 4-dr., 2-seat Sierra, $3,034.75; | ard on all models.) . 485.50; 2-dr. 2-seat Custom, $2,553.25; 
taxes, transportation charges and op- | 4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat LINCOLN—Capri—4-dr. sed., $4,951; 4-|4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
tional equipment, Custom Sierra, $3,212.25; 4-dr. 3-seat Cus-| dr. hardtop, $4,951; 2-dr. hardtop, $4,803.| Custom, $2,747; 4-dr. 2-seat Sport, $2,- 
(Copyright, 1958, by Automotive News) tom Sierra, $3,354.25, Premiere—4-dr. sed., $5,565; 4-dr. hardtop, | 759.75; 4-dr. 3-seat Sport, $2,899.75. 
’ ’ ; EDSEL—Ranger—4-dr. sed., $2,592; 2- | $5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, PONTIAC—Chieftain—4-dr, sed., $2,633; 
BUICK—Special—4-dr. sed., $2,700; 2-dr.| dr. sed., $2,519; 4-dr. hardtop, $2.678; | power steering, power brakes standard on/|2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr.|2.ar. hardtop, $2,593. Pacer—4-dr. sed., | all models.) 2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat | g9 735: 4-ar, hardtop, $2,863; 2-dr. hard- MERCURY—Medalist—4-dr. sed., $2,617; | 2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
stat, wag., $3,145; 4-dr. 2-seat hardtop top, $2,805; conv., $3,028, Corsair—4-dr.|2-dr. sed., $2,547. Monterey—4-dr. sed.,| wag., $3,088. Super Chief—4-dr. sed., $2, 
stat. wag., $3,261, Century—4-dr. sed., $3,-| hardtop, $3,425; 2-dr. hardtop, $3,346. | $2,721; 2-dr. sed., $2,652; 4-dr. hardtop,| 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, | © -dr, hardtop, $3,615; 2-dr. hard- | $2,840; 2-dr. hardtop, $2,769; conv., $3,-| $2,880. Star Chief—4-dr. sed., $3,071; 4- 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop top, $3,535; conv., $3,801, Station Wagons | 081. Montclair—4-dr. sed., $3,236; 4-dr.| dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 
stat. wag., $3.831. Super—4-dr. hardtop, | _Roundup—2-dr. 2-seat, $2,876. Villager— | hardtop, $3,365; 2-dr, hardtop, $3,284; | 4-dr. 2-seat stat, wag., $3,350, Bonneville 
| $3,789; 2-dr. hardtop, $3,644. Readmaster 75 | 4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990.|conv., $3,536; Turnpike Cruiser 4-dr,|—2-dr. hardtop, $3,481; conv., $3,586. 
| —4-dr. hardtop, $4,667; 2-dr. hardtop, $4,-| Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3-| hardtop, $3,577; Turnpike Cruiser 2-dr. RAMBLER — American — Deluxe 2-cr, 
557; conv., $4,680. Limited—4-dr. hardtop, | seat, $3,247. (Automatic transmission |hardtop, $3,498. Park Lane—4-dr. hard-| sed., $1,789; Super 2-dr. sed., $1,874. 
$5,112; 2-dr, hardtop, $5,002; conv., $5,125. | standard on Corsair and Citation.) top, $3,944; 2-dr, hardtop, $3,867; conv., | Deluxe Six—4-dr. sed., $2,047. Super Six— 
| (Variable-pitch Dynafiow standard on Cen-| FORD — (Prices are for six-cylinder | $4,118. Station Wagons—2-dr. 2-seat Com-| 4-dr. sed., $2,212; 4-dr. hardtop, $2,287; 
|tury and Super; Flght-pitch Dynflow | models. For V-8s add: $107 for station| muter, $3,035; 4-dr, 2-seat Commuter, | 4-dr. 2-seat stat. wag., $2,506. Custom Six 
standard on Roadmaster 75 and Limited. | wagons, Fairlane sedans and Fairlane 500 | $3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr.| —4-dr. sed., $2,327; 4-dr, 2-seat stat. 
Powering steering standard on Super, Road-| sedans and hardtops; $123 for Fairlane | 2-seat Voyager, $3,535; 4-dr. 2-seat Voya-| wag., $2,621. Rebel V-8—Super — 4-cr. 
| master 75 and Limited. Power brakes | hardtops; $137 for Custom 300.) Custom| ger, $3,635; 4-dr. 2-seat Colony Park,|sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
standard on Roadmaster 75 and Limited.) | 399—4-dr. sed., $2,109; 2-dr. sed., $2,055; | $3,775. (Multi-Drive Mere-O-Matic, power | 636. Custom — 4-dr. sed., $2,457; 4-dr. 
CADILLAC — Series 62 — 4-dr. hardtop, | business sed., $1,967. Fairlane—4-dr. sed, | steering, power brakes standard on Park/| hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$4,891; 4-dr, extended-deck hardtop, $5,- | $2,275; 2-dr. sed,, $2,221; 4-dr. hardtop, | Lane; Mere-O-Matiec standard on Montclair, | $2,751. Ambassador — Super — 4-dr. sed., 
079; 2-dr,. hardtop, $4,784; conv., $5,454; a 418. 73; 2-dr. hardtop, "$2,354.12. Fair- | Voyager and Colony Park.) $2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe lane 500-—4-dr. sed. $2,427.72; 2-dr. sed., OLDSMOBILE — Series 88 — 4-dr. sed.,| tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
de Ville 2-dr. hardtop, $5,251. Eldorado— | $2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. | $2,837; 2-dr. sed., $2,772; 4-dr. hardtop, | 822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
Seville 2-dr. hardtop, $7,500; Biarritz conv., | hardtop, $2,434.72; conv., $2,649.88; re-| $2,971; 2-dr. hardtop, $2,893; conv., $3,-| 2-seat hardtop stat. wag., $3, 116, 
| $7,500; Brougham 4-dr. hardtop, $13,074.| tractable hardtop (V-8 standard), §$3,-|221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. STUDEBAKER—Scotsman 6—4-dr., sed., 
| Sixty Special—4-dr. hardtop, $6,232. Series | 162.69. Wagons — 2-dr. 2-seat | 2-seat hardtop stat. wag., $3,395. Super 88 | $1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
| 75—S8-pass. sed., $8,460; 8-pass. limousine, | Ranch Wagon, $2,396.76; 2-dr. 2-seat Del |—4-dr. sed., $3,112; 4-dr. hardtop, $3,339;| wag., $2,055. Champion 6 —4-dr. sed., 
| $8,675. (Hydra-Matic, power steering,| Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat | 2-dr. hardtop, $3,262; conv., $3,529; 4-dr. | $2,253; 2-dr. sed., $2,189, Commander V-8 
power brakes standard on all models.) Ranch Wagon, $2,450.76; 4-dr. 2-seat | 2-seat hardtop stat. wag., $3,623. Series 98 | —4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
| OHEVROLET — (Prices are for six-| Country Sedan, $2,557.24; 4-dr. 3-seat |—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; | 4-dr. 2-seat Provincial stat. wag., $2,644. 
| cylinder modeis. For V-8s, add $107.) Del-| Country Sedan, $2,664.24; 4-dr., 3-seat|2-dr. hardtop, $4,020; conv., $4,300. Jet-| President V-8—Classic 4-dr. sed., $2,639; 
! 


sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. | 
hardtop, $2, 511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2- dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, | 
$2,728. Corvette — hardtop cpe. or conv. | 
| (V-8 std.), $3,631. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, | 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 





dr, 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; | 
2-dr. hardtop, $3,878. New Yorker—4-dr. 


sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. | 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 


conv., $3,913.85. PACKARD — 4-dr. sed., $3,212; 2-dr. | 352; ‘Golden Hawk V-8 2-dr. hardtop, 
IMPERIAL — Imperial—4-dr. sed., $4,-| hardtop, $3,262; 4-dr. 2-seat stat. wag., $3,282. (Overdrive standard on Golden 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, | $3,384. Hawk -— 2-dr. hardtop, $3,995.| Hawk. Heater standard on ) 





New Commercial Car Registrations, 
48 States for July, 1958-1957 








conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr, sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- | 
ing, power brakes standard on all models.) | 
DeSOTO — Firesweep — 4-dr. sed., $2,-| 
$18.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. | 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | 
177.50; conv., 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat | 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlilte standard on 
Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr.. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, | 


Wyler Named President 


Of Overseas Club 


CHICAGO. —E. R. Wyler, vice- 
president of the export division, | 
Thor Power Tool Co., has been| 
elected president of the Overseas | 
Automotive Club) 
for 1958. 

Wyler, who is 
headquartered at 
Thor’s New York 
export offices, 
long has been ac- 
tive in the club, 
which is composed 
of export execu- 
tives of more than 
1400 American 
manufacturers of 








E. R. Wyler automotive tools, 
equipment, and parts. The OAC 
promotes trade and cooperation 
between automotive manufacturers 
and exporters in the U. S. and the 
trade abroad. 


$3,488.50. Fireflite — 4-dr. | =- 
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Minnesota ‘58 } 372) 8 bb 323 89) 228) 33 is 14 5) 28 118! 
‘57 z 438 _ 12; —s 8 486 _7i|_ 248} 14 13 2 — 20 : 24 : 1414 

Mississippi ‘ss | 452 2 29) 573 92) 102) 10 3} 5 2 6; 12% 
LS 'S7 ee —> __ 38 _ 418 8!) is? : igs _ = 2 il 8 Lo 1372 
Missouri ‘s8 733 a 70 436 136! 1% 45 3 30 23 33 1709 
ee ‘57 = 7% a 7i 534 185 266 oe 17| i 480 : 18) _ 2i| a 1908 
Nevada ‘S8 124) | l 37} 13} 22) | 2) i ! 6 206 
Ti ial a ee ae a MS ee 26} 26! 
|New Jersey ‘58 13) 334 16 106 238) 126 155! 39) 8) 54 45 104 1238 
ads ‘57 mil 533} A 8 134) =a 523 s 143) y 214) = S 6) 84 i 59 io” 65 4. 1875 
New Mexico “58) 345) 2 30 187) 6s 6) 15| 5| 8) 12) it} 768 
— 57) " 509 Pe 3} ee 48 349) 116} ben _ _ 10} : it} 33 = 14} a 123 

New York ‘ss 30} 876) 7| 249) 805. 256) ot | 17} 165) 148) 243; 3430 
57) 17| 1155 308} i4ii| 293 _s __ 9___|_—136}__—sits5|_—st53|_— 4347 

Texas ‘ss 2653) 12 | 1656 383) 541) 87 24) 83) 94) 77) 5810 
sgl ‘57 | 2787|__—16|__—*77|_-209i|_—«280| 565) ot] 29) 133) 73) _21|_6233 
Washington ‘ss 404) 6!) sss 119) 174! 16 6) 10 27 an 
Oey. ‘57| __ 621 S| 134) 555] _—stS9| 208] = 35] Sa] 5 ge] les 
West Virginia ‘S58 | | a 7 es 5 6; S| —o8) SC) 
oer os ‘57| 365 | i 457, |S | en a 
48 States Reported ‘58) 74| 723044) | 3 ~ 17846) 4773! ~—=«O7325 1209 | 978; 1523 2680| 63383 
To Date for July ‘s7|___—«S eel _ 300] 3942 25186} 5195| 9099] 123/516} +1333) _—«*1754| ~—«*1800| 77684 
Year *58| ao 1a oe ~ 22159) 116405! 30327) 50464 6802 2645 6923) 10543; 16971 | ~ 410972 
To Date ‘57) 173105 28173) 160737| 37242| 54154 7798 | 4305 9304; 12461 10784| 500496 





“The information contained in this report has been Lon aied from official state documents. Every reasonable Precaution has been 
ons to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
' Polk & Co. 


RL k & Co. 


cannot assume any liability by reason of inaccuracies or omissions. 


eR. L, 





New hae Car Registrations, 48 States for July, 1958-1957 












































Chev- | Olds- 

rolet |mobile| tiac |TOTAL| ard 
toi ‘S7|__‘9165|_ 110s 20 fais] 2356| 053] 20810] sortt| saszs| 1109901 | 2191] aommol azii7| 270%6|_Sasa| 116370] zz] 204301 201201] a0e|_f¥s4|_ste0|_1s820) senei4 
—_ ee ‘Soe ee ee a [a 
aati a 
sive ‘S7|_1039| 128 mi ist] 304] soe] Siar] ata] a i iisse]_"7|_ $83] Sorel sszssl ayeeltivel_tnsie| _siesl sono seavel 2a] gua] aes seas) coaae 
mda a a 
To Date for July ‘S7| _tor22| 1306 12028| _815|_2795| _&8347|_24707| 8971 so 103635| 135994, | 2 59 24iaé| 162609] 312ee|_ 11338] 133794, 2eugs| 27Osel 2szt47| 463 e650] 90951 Tonsol Soest 
To’ Date 7 S092 | & hk i078 | ee el a - a7aral f- | --- ee a Sesheeed & a | a Bee 1901 237960 i9eed7| latte? 3781 37807 aa i amie 


“The information contained in this report has been compiled from official state documents. Every reasonable 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 


inaccuracies or omissions.""—R 


The 1957 figures for Nash and Hudson are included in the Rambler total. iho NOt agus Ser Cenitnamted ane Suchnin® bn thee Réndche total. 


tabulated at the time the sped. ie is i. R, L. Polk & Co, cannot assume any liability by reason of 
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347235 
463814 
4658 
_ Bill 
3035 
__ ae 
40224 
5188 
5134 

_ 68 
400296 
536582 
2768645 
3607457 
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¢ 0... Deenany Cavopttiness In Letters to The Bulletin | 
Sunda Bul ' After Bumpy Oa: ae : 
The seman, pe letin “This being the top of the pot hole Readers Say: ad 
ee .weason, the City Streets Department © Objects to Burdening —_™ the window after nim Me 
sosen & someh, er Sli ae Sanam gre eet, weve eae. better Une | First Class Mail User Sx as « pocket. snd not hare 
AAYHOND B. McOOE, SECRETARY AMD ASST. TRLASUEOR for encuncing » niliiien dollar repaving ,  _#am mire many fee! as T do ing « flashlight, T had to re- 
eciatlenntatiniglliiati program for some of Philadelphia's prin- that an inerease in the rate for treat, leaving » large 


AELVELLE F. FERGUSON, EDITOR 
‘WALTER LESTE#, MANAGING EDITOR 


cipal highways. 

Broad, Chestnut, Market and Arch 
sts. can all stand resurfacing. But be- 
Piedelene |) Oe. ____mem fore the midtown motorist can enjoy 
- boulevard smoothness, he’s going to 
@ month; $3.50 tor 3 manthe; $7.90 tor 6 ments: $17 50 ter es have to live through a king-sized time of 





BILLIONS ~~ 
FOR WORLD 
ARMAMENTS 








$ 
i 
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and fourth class mail are too Hoffman and Judge 


j 


your Suraer. $1.00 @ month, $2.75 tor D manton: $3.00 tor © jow, I believe. that. it should who spoke ao ae 
Seemann eects woubles Fok. be further reduced Tele The Bulletin Forum recently 


Closing off any section of any of RE aio? tively by merely increasing siong the same lines, Let's get 
the first class rate in order t hack of then and push! It wilt 
neet deficits. ; 





~ “me _.._ these streets automatically changes traf- 

The Assotioted Pros ip eariusheety satitied te the ye tor re fic conditions from the normal condition 
Cie Todted be thee paper, and sive De letal vems pubineed Of “difficult” to “impossible.” Streets 
fee és 

















—— — Department experts are no doubt hard the rates on every class of mai) . 
SUNDAY, MARCH 9, 1958 at work devising detours, and the an- a SS bee If see Ad Tare 


nounced plan to do the Broad st. job in 
off-peak hours is encouraging. 
A major concern ought to be getting 


New Integration 
Test in Virginia 


Unreconstructed Southerners, vow- ™ over with as quickly as possible. There saan the University of Penn- 
ing to fight it out on the color line if it have been toomany spots where the bar- Curbstone Parkingin = out nbsdhande Sesion 
takes a thousand summers, seem likely Ticades have had time to season and then Front of Garages to be a Penn prafessor should 
to get their chance soon to test a new Ot while the street remained ripped up. Ie the user of the curtetone — ae pe ince Oo 


tactic In their delaying action. There were’ long years, for example, 
The Supreme Court has overturned when the great hole at 23d and Market 







Aes seemed as enduring as City Hall, Some- BILI iONS often is, “there are no ga- ente and advertising profes- 
& decision of the Federal District Court ‘ 7 : ° 
granting Prince Edward County, Vir- times this can’t be helped; but all possible FOR WORI D rages.” If os — sions. by dows he get _ 


ginia, a delay in the naming of a dead- pains to avoid dragging it out need to be 


line for school integration. The lower taken—even when it means higher costs. 


court is expected to cal! for a beginning at 
the opening of the .next school term. 










oul 
will e s . * 
priv 
r in Philadelphia nearly everybody reads The Bulletin 
men 
as To avoid extremes in opinion and partisanship _sales messages are carefully read by the entire 
to th ...to present news honestly...to inform so family—in the home—where decisions to buy 
— that readers can think and judge for them- are made. Philadelphians like The Bulletin. : 
Ch selves. These objectives help set the editorial | They read it, respect it and respond to the * 
tone of Greater Philadelphia’s home news- _ advertising in it. 
- paper—The Evening and Sunday. Bulletin. = 
Moderation in statement is a byword at The Bulletin goes home . . . delivers more 3 
adv The Bulletin. It is one of the big reasons why copies to Greater Philadelphia families 
; this newspaper is invited into the home day every seven days than any other newspaper. = 
, after day and why, through the years, it re- » 
hou mains a trusted family friend. Advertising Offices: Philadelphia - New York + Chicago 
mu: Representatives: Sawyer Ferguson Walker Company, 
nif x To advertisers, The Evening and Sunday Detroit + Atlanta « Los Angeles « San Francisco 
a Bulletin offers important advantages. Your Florida Resorts: The Leonard Company, Miami Beach 
The Bulletin publishes the largest amount of R.O.P. 
color advertising in Philadelphia—Evening and Sunday! 
hou! 


It 
eost of living and a heavy tax burden 
eompel both father and mother to work 
all day. This means an ethpty house or 
fiat in the afternoon, and no possibility 
of supervising the children’s actiffties. 
Only the strongest characters among the 
youngsters survive with credit the ab- 


; not require it. The Government's de- ‘The iaw doesn't say anything wenen TL. 
a = that direction and discipline fense program in every range of missile about coffer breaks: this is eo- OR Man T vee 
w they have a right to expect from the of tively “up to the employer to 
their parents. development demands service of elec iom the common law gives 
tronics as does every business office. the right to set the terms and WE KNOW OUR DOG THinkS 








And some motorists with memories 
will be unenthusiastic about plans for 


taking a “breather.” 

Electric current has become the life- 
blood of American industries and homes. 
There is scarcely 9 well-established in- 
dustry that does not use it in volume 
and not a new one is set up that does 













i 
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. condi: em 
work. Now, this 

Lead Life Preservers trade” in electric appliances sparked » P90 S'S newhat we. 
An educational conference called up- rush te the shops for the lowered prices. ee ae 
on Congress to set up 80,000 scholarships ‘They are inevery home in some form. sixties setabiisting _collee- 
for bright youngsters leaving high The increased use of air conditioners last ploves through untons. A cof- 


school. College administrators figure a 
loss of $200 a year on an average $600 
tuition fee, so this forward step should 
increase total deficits in higher learning 
by $16,000,000, Everybody says it’s won- 
derful, but college treasurers can’t help 
sighing for the good old days when B.S. 
meant Bachelor of Science, and not Beat 
Sputnik.’ 


Z 
i 
: 
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CREATIVE NEEDS ! 


Moderation is a reason why 





WAS ARRESTED FoR 
USING INSULTING LANGUAGE 
To A 0ou. 

MANY TIMES MY Dog 
USES INSULTING LANGUAGE 
To ME~BuT | CANT Peeve 
iv. 








INSULTING THINGS ABOUT US. 
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AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


Used-Car Auction Prices 





(Continued from Page 56) 


’55 Coronet (8) 4-dr., $795*. 
"53 Coronet 4-dr., $300*%; 2-dr. 
$375. 

EDSEL—’58 Corsair 4-dr. Hardtop, $2,055* 
(ps); Ranger 2-dr., $1,615, $1,565. 
FORD—’58 Retractable Hardtop, $2,440* 
(ps); Fairlane 500 Victoria, $2,065* 

(ps); Fairlane (6) 4-dr., $1,665. 

’S7 Fairlane (8) Victoria, $1,465* (ps). 

’56 Fairlane (8) 2-dr. Hardtop, $1,325* 
(ps); Custom (8) 4-dr., $850*. 

*55 Fairlane (8) conv., $880*; (6) conv., 
$790* (ps); Custom (8) 2-dr., $700*, 
$675, $650, $630. 


Hardtop, 


54 (8) Victoria 2-dr. Hardtop, $670; 
Custom (6) 4-dr., $410; Main (6) 4- 
dr., $380. 


'53 Custom (8) 4-dr., $400. 
LINCOLN— 56 2-dr. Hardtop, $1,200* (ps). 
MERCURY—’55 Custom 2-dr. Hardtop, $1,- 
050°. 








NASH—'55 Ambassador 2-dr., $780*, 
"51 Ambassador 4-dr., $175. 
OLDSMOBILE — ’'58 (98) 4-dr. Hardtop, 
$3,060* (ps). 
"55 (88) 4-dr. Hardtop, $1,000* (ps). 
"54 Super (88) 2-dr. Hardtop, $880*| 
(ps). 
"51 (88) 4-dr., $215*. 
"49 (98) 4-dr.. $180°*. 
PACKARD — ‘56 Patrician 4-dr., $1,640° 
(ps). 
"52 2-dr., $285°. 
PLYMOUTH—'54 Savoy Suburban, $575. 
’52 Suburban, $325; Belvedere 2-dr.| 
Hardtop, $225. | 
PONTIAC—57 Star Chief 2-dr. Hardtop, 
$1,550° (ps). 
"56 Star Chief conv., $1,175* (ps). 
"53 Chieftain (6) 2-dr., $220. 
"52 Chieftain (6) 2-dr.. $225°. 
"51 Chieftain (6) conv. $180*. 
a — °'55 Commander 2-dr.,| 
0. | 
ee —'53 Kaiser 4-dr., 


SEATTLE 


South Seattle Auto Auction. Sale every | 


Wednesday. 
BUICK—’56 Super 4-dr. hardtop, $1,420* 
(ps). 
55 Super sport coupe, $1,230°; 4-dr., 
$1,075*. 


‘54 Century sport coupe, $875*. 
"53 Special 4-dr., $350°*. 
CADILLAC—’58 (62) coupe, $4,230° (ps). 
56 (62) conv., $2,750° (ps); Coupe de 
Ville, $2,410* (ps). 
53 Coupe de Ville, $1,100* (ps); Special 


(6) 4-dr., $875* (ps). 
CHEVROLET—’58 Impala sport coupe, $2,- 
125. 

57 Bel Air (8) sport coupe, $1,880*; 
conv., $1,810*; Two-ten (8) 4-dr. sta- 
tion wagon, $1,965°; 4-dr., $1,420; 
One-fifty (6) 2-dr., $1,255°. 


56 Nomad station wagon, $1,760*; Two- 
ten (8) 4-dr. station wagon, $1,545*; 
2-dr. station wagon, $1,425°; Bel Air 
(8) conv., $1,415*; 4-dr., $1,360°; Two 
ten (6) 2-dr., $1,185. 

565 Two-ten (8) 4-dr. station wagon, $1,- 
325*, $1,250° (ps); 2-dr., $925°, $895, 
$960; Bel Air (8) 4-dr., $1,245*° (ps), 
$1,120*. 

’54 Bel Air 4-dr., $710*. 

‘53 Bel Air sport coupe, 
$580. 

"52 SL 2-dr., $480*, $345°. 

"51 SL 4-dr., $195. 


$715°*; 2-dr., 


"50 2-dr., $270, $150°. 
CHRYSLER—’57 NY sport coupe, $2,350* 
(ps); Windsor sport coupe, $2,020*° 
(ps). 


63 NY 4-dr., $605°*. 
'49 Royal club coupe, $115°. 


| DeSOTO—'54 Firedome (8) club coupe, 
$730*; Custom (6) 4-dr.. $275°*. 
DODGE—'57 Coronet (8) sport coupe, $1,- 
870°. 
"56 2-dr. station wagon, $1,550*°. 
"54 Coronet (6) 4-dr.. $525°. 
EDSEL—’'58 Citation sport coupe, $2,485* 
(ps) 
FORD—'58 Thunderbird, $3,895* (ps). 


es 


57 6-pass. Country sedan, $1,890°, $1,- 
760°; Fairlane (8) 500 conv., $1,880° 





| 
| 
| 





(ps); 4-dr., $1,695* (ps); Custom (6) 
2-dr., $1,210. 

56 Fairlane (8) 9-pass, Country sedan, 
$1,565*; 4-dr., $1,260° (ps); 2-dr., $1,- 
200*; Custom (8) 6-pass. Country 
sedan, $1,260*; 2-dr., $1,130*, $1,110°. 


'55 6-pass. Country sedan, $1,345°; 
Ranch Wagon, $1,145 (ps); Fairlane 
(8) Victoria, $1,140*; conv., $1,115*, 
$1,095*; 4-dr., $1,090*. 

'53 9-pass. station wagon, $695*; Vic- 
toria (8), $525*; Custom (8) 2-dr., 


$445, $365*. 

’52 Custom 4-dr., $345. 

'51 conv., $250°; 4-dr., $215. 
HUDSON—’56 Custom Hornet 4-dr., $945°. 
LINCOLN—’53 Premiere sport coupe, $4,- 

250° (ps). 

MERCURY — ’56 Custom station wagon, 
$1,600* (ps); Montclair sport coupe, 
$1,545* (ps). 

55 Montclair sport coupe, 

’54 Custom 4-dr., $670. 

’52 Monterey 4-dr., $230. 

"51 4-dr., $180. 

NASH—’52 Statesman 4-dr., $295. 

OLDSMOBILE —'56 (98) 4-dr. Hardtop, 
$1,620°. 

’55 (98) 4-dr. hardtop, $1,500* (ps); (88) 
sport coupe, $1,135*, $1,095*, 

'54 Super (88) sport coupe, $1,345° (ps), 
$1,100* (ps); 4-dr., $975*. 

’52 (98) conv., $350* (ps). 

"50 (88) 2-dr., $195°. 

PACKARD— 52 4-dr., $295°. 

PLYMOUTH— 57 Plaza 4-dr., $1,120. 

"56 Fury sport coupe, $1,600° (ps); Cus- 
tom 4-dr. station wagon, $1,360°; Sa- 
voy 4-dr., $940*, $890°. 

53 4-dr., $305. 

PONTIAC—’57 Star Chief 4-dr. 
$2,100° (ps). 

’55 4-dr. station wagon, $1,150* 

"54 Chieftain (8) 4-dr., $555. 

"51 Chieftain (8) 4-dr., $225. 

"50 (6) 2-dr., $150. 
RAMBLER— 54 4-dr., $5 

"52 2-dr. Hardtop, $295. 
STUDEBAKER—'55 Conestoga station 

wagon, $980°. 

"50 Champion 2-dr., $100°. 

WILLYS—'53 Aero sport coupe, $420°. 

MISCELLANEOUS — ‘57 Chevrolet %-ton 
pickup, $1,295. 

"55 GMC 1 ton pickup, $795*. 

"50 Chevrolet %-ton pickup, $395. 

"47 Studebaker %-ton pickup, $225°. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. 


$1,070, 


Hardtop, 


(ps). 


50°. 





every Wednesday. Prices are for sale of 
Sept. 3. Scarcity of cars sent prices soar- 
ing. Buyers were here willing to pay top| 
dollar for sharp cars in every year and) 
model. Sold 83 percent of 316 offerings. | 





BUICK—’57 Special Riviera, $1,800* (ps). | 
’56 Super Riviera, $1,525* (ps); RM)| 
Riviera, $1,510* (ps), $1,275* (ps);| 
Special 2-dr., $1,350*° (ps); 4-dr., $1,-| 
125°. | 
’55 Century Riviera, $1,105* (ps); Super) 
4-dr., $1,080* (ps). 

’54 Special Riviera, $815; $520*; 2-dr.,| 
$500; Super Riviera, $640* (ps); RM 
Riviera, $525* (ps). 

"53 Super Riviera, $480*; $390°; Special 
2-dr., $250. 

CADILLAC—’58 (62) conv., $4,640* (ps). 
’57 (62) sedan de Ville, $3,375* (ps). 
"55 (62) sedan de Ville, $1,560* (ps). 
"50 (62) conv., $250°; 4-dr., $180°. 
"49 conv., $100*. 

CHEVROLET — '58 Impala (6) Hardtop, 
$2,325* (ps); Biscayne (6) 2-dr., $1,- 
695. 

57 Bel Air (6) Hardtop, $1,755* (ps), 
$1,685*, $1,670° (ps), $1,650°; conv., 
$1,610; Two-ten (8) 4-dr., $1,690°; 
Two-ten (6) 4-dr., $1,400°, $1,260. 

'56 Bel Air (6) conv., $1,400° (ps), 
$1,200*, $1,180; 2-dr., $1,300°; Two-ten 
(6) 2-dr.. $820; Utility sedan (6) 2- 
dr., $645. 

'55 Bel Air (6) conv., $1,225°, $870°; 


Hardtop, $1,225*, $1,060*, $890*, $850°; 
Two-ten (6) 2-dr., $700. 
'54 Bel Air 4-dr., $640, $570, $525; conv., 





$570*:; 2-dr., $565; Two-ten 4-dr., $550, 
$540; 2-dr., $500*, $220. 

’53 Bel Air Hardtop, $500; 4-dr., $480; 
conv., $360°%; Two-ten 4-dr., $410°, 
275; 2-dr., $340, 235; One-fifty 4- 
dr., $330. 

CHRYSLER—’53 Windsor conv., $200. 

’'51 New Yorker conv., $140°. 

"47 New Yorker 4-dr., $130°*. 

DODGE '57 Custom Royal (8) Lancer, 
$1.800* (ps); Coronet (8) Lancer, $1,- 
450° 

'53 Coronet 4-dr., $490° 

FORD 58 Fairlane (6) conv., $2,170*° 
(ps); 2-dr., $1,600. 

'5S7 Country Squire (6) 4-dr., $2,020°; 
Fairlane (6) Victoria, $1,650*. 

‘56 Country Squire (6) station wagon, 
$1.350° (ps); Fairlane (6) conv., $1,- 
310*, $1,190. $975 ‘ps); Victoria, $1,- 
300*, $1,290*; $1,225°, $1,200°; Custom 
(6) 2-dr.. $1,020°, $1,015°; Main (6) 
$725 

'55 Ranch Wagon (6) 2-dr., $990°; Vic- 
toria, $950°: Custom 4-dr., $460° (ps). 

'54 Custom (6) 4-dr., $540, $485°. 

HUDSON—'53 Hornet 2-dr., $135*° 

IMPERIAL 'S7 Southampton, $2,875° 
(ps) 

"52 4-dr., $200°. 

LINCOLN ‘56 Premiere 4-dr., $1,600° 
(ps). 

MERCURY—'57 Monterey 4-dr., $1,575°. 

‘56 Medalist 2-dr.. $1,040°; Monterey 4-/ 
dr., $1,480°; Montclair 4-dr., $1,365° 
(ps): 2-dr., $1,355*; Custom Hardtop, 


| 
$1,350° | 
‘55 Monterey station wagon, $1,110° (ps); | 








2-dr., $1,035°, $350 

‘54 Monterey Hardtop, $660°; conv., 
$600° (ps); 4-dr., $440° 

OLDSMOBILE—'5S7 (88) Holiday, $1,900° 

(pes). 

"56 (88) Holiday, $1,500° (ps); conv., | 
$1,110° (ps) | 

‘SS (88) conv., $1,100° (ps). 

"53 (98) conv., $475* (ps); (88) Holiday, 
$470°; 4-dr., $230. 

"62 (88) 4-dr., $3: 

"S51 (98) 4-dr., 


| 
$180*. | 
"50 (88) 4-dr.. $205°. | 


PACKARD—'56 Super 4-dr., $875°. 
‘53 Clipper 4-dr., $175°. 
PLYMOUTH—'5S Belvedere (6) 4-dr., $1,- 
880° (ps) 
‘ST Plaza (6) 2-dr., $1,150°; 4-dr., $1,- 
050 | 


"56 Fury (8) Hardtop, $1,580°; Belvedere) 


(6) 4-dr.. $1,.360°:; Hardtop, $1,330°; | 
conv., $1,050°, $985*; Savoy (8) Hard-| 
top, $1,150°. 


"55 Belvedere (6) 
"54 Savoy (6) 2-dr., $375. | 
‘S53 Suburban station wagon, $350. | 
PONTIAC—'57 Star Chief Catalina, $1,830° 
(ps): Chieftain Catalina, $1,550° 
‘56 Chieftain station wagon, $1,320°; 
4-dr Hardtop, $1,300°; Star Chief 
Catalina, $1,250°, $1.200° (ps), $1,-| 
200°; 2-dr., $1,075°, $765 
‘SS Star Chief Catalina, $900°. 
"54 Catalina, $765°. j 
‘S53 Chieftain conv., $410°, 
"S52 Chieftain conv., $125. 
STUDEBAKER—'5S6 Sky Hawk 
$1,425°. 
‘SS Commander (8) 4-dr., $770°. | 
"53 Commander (8) Hardtop, $310, $300°; 
Champion (6) 4-dr., $230. 
MISCELLANEOUS—’'53 Willys 2-dr. station | 
wagon, $320. | 
"51 Henry J 2-dr., $120. 
"56 Chevrolet 3100 2-dr., $790. 
"56 Dodge %-ton pickup, $575°. 
"53 Dodge %-ton pickup, $210. 


FARGO, N. D. 


Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Sept. 4. 
Market rising steadily. Demand on all 
good clean cars. Sold 82 cars from 145 
offerings. 

BUICK—'57 Special 2-dr., 
"56 Special 2-dr., $1,050°. 
"50 Special, $150. 

CHEVROLET—’'58 station wagon (6) 4-dr., 


Hardtop, $990°. 


(8) 2-dr., 





$1,825°. 


$2,460* (ps); Nomad (6), §$2,400° 
(ps); Bel Air (6) 4-dr. Hardtop, $2,- 
355° (ps) 


/56 Two-ten (6) 4-dr., $990; One-fifty 
(8) 4-dr., $890. 

‘55 Bel Air (6) Hardtop, $1,050°, $1,- 

000°; Two-ten (6) 4-dr., $655°. 

"54 Two-ten (6) 4-dr., $560. 
OHRYSLER—'53 Windsor 4-dr., $185. 
DeSOTO—'57 4-dr., $1,655°. 

"52 2-dr., $105°. 
DODGE—'58 Coronet (6) 


4-dr., $2,315° 


(ps). 
"S57 Coronet (6) 4-dr., $1,430°; 2-dr., 


$1,255. 
"55 Coronet (6) 4-dr., $725°. 
"53 Coronet (6) 4-dr., $365°. 


"52, $130. 
FORD—’'58 Fairlane (8) 500, $1,810° (ps); 
Country sedan, $2,285° (ps). 


"57 Country sedan (8), $1,655*; Fairlane 
(6) 2-dr., $1,510*; Custom (6) $1,245*; 
4-dr., $1,075°. 

‘56 Fairlane (8), $1,270*; Victoria, $1,- 
100*; Custom (8) Ranch wagon, §$1,- 
140; Main (6) 2-dr., $860; 4-dr., $860, 
$745°. 

’55 2-dr. Hardtop, $1,060; Country sedan, 
$1,040; Fairlane (8) 4-dr., $875, $870°; 
Custom (8) 2-dr., $785°*. 

"54 Main (8) 4-dr., $390. 

"53 2-dr., $435. 

"52 4-dr., $310. 

"51 Custom 4-dr., $110*. 


MERCURY—’56 Hardtop, $1,275*. 
'51 4-dr., $170; Sports sedan, $135. 
OLDSMOBILE—’56 Super (88) 4-dr., %1,- 
385* (ps). 
’54 Super (88) 4-dr., $800*. 
PACKARD—’ 52, $105*. 
PLYMOUTH—’58 (8) conv., $2,265* (ps) 


(Continued on Page 61, Col, 1) 











IMAGINE! 


New LEADIT 
Sprays Lead! 


Earn more profit on auto body jobs— 


LEADIT ends buckling, saves time, 
material and money. 


Jobber and Representative 
inquiries invited. 


only $69.50 


($74.50 West of Rockies) 
MAIL YOUR ORDER TODAY! 


LEADIT MFG. CO. 


22841 Dequindre Ave., Hazel Park, Mich. 
Lincoln 5-7810 











MAGNA-TATCH 


New, proven Magnetic way to 
INSTANTLY attach dealer plates. 





Two powerful 2'4” magnetic holding assem- 
blies. Attach your dealer plate to any vehicle 
on touch! Magna-Tatch produces a holding 
force of 50 pounds: more than enough to keep 
plates safely attached under any operating 
conditions. A permanent holding device— 
never needs remagnetizing. Only $2.85 per 
plate in lots of 6: $2.95 per plate less than 6. 
Shipped prepaid if check accompanies order. 


Satisfaction guaranteed. 


MAGNA-TATCH 


P. O. Box 7 Richland Center, Wis. 








NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 





Sowite 
BUILDY BUSINESS 


WITH STEMAC INDIVIDUALIZED 


‘DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv 


ice relations - builds 
repeat business .. . in- 
creases sales volume. 
Typical sample, complete 
details on request. 

-41 Lem , INC. 


Division of C. A. Norgren Co. 
5434 So, Delaware, Littleton, Colo, 
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CADILLAC—'58 


CHEVROLET—'5S Corvette, 





CONTINENTAL—'58 4-dr., 
DeSOTO—’58 Fireflite conv., 





Used-Car Auction Prices 


(Continued from Page 60) 


’57 Plaza (8) 4-dr., $1,155. 
'56 Plaza (8) 4-dr., $970*%; 2-dr., $840. | 
'55 Savoy (8) 4-dr., $735*; 2-dr., $675*. | 
’54 Belvedere (8) 4-dr., $530*. 
’53 Cranbrook 2-dr. $400*, $225.,- 
’51 coupe, $180; Cranbrook 4-dr., $170; 
2-dr., $150 
"50 2-dr., $170. 
PONTIAC—’57 conv., $2,050* (ps); Chief- 


tain 4-dr., $1,570°*. 
’56 Chieftain 4-dr. Catalina, $900*. 
'53 Chieftain Deluxe Hardtop, $315*. 


STUDEBAKER—'55 Commander (8) 4-dr., 


$685°*. 
53 Commander (8) 4-dr., 
’52 Deluxe (6) 4-dr., $200. 
’51 4-dr., $145*; Champion 4-dr., 


$170*, $155. 


$140. 


MISCELLANEOUS—’57 Dodge %-ton, $1,- 


050. 

’57 Dodge 1-ton, $1,050. 

'56 Int, %-ton, $720. 

55 GMC 2-ton, $1,010*. Ford %-ton, 
$730. Ford 2 sp H $690. 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 


day. Prices are for sale of Sept. 5. A hot 
sale. 
are hungry for cars here, Sold 86 percent 
of 570 
BUICK—’ 57 Special station wagon, $2,310* 


The market is strong. The buyers 
cars registered. 


$1,640; 
(ps), 


Sport coupe, $1,785", 
Super Hardtop 2-dr., $2,125* 
$2,040* (ps); Hardtop 4-dr. 
(ps); RM Hardtop 2-dr., $2, 050* (ps); 
Century conv., $2,000* (ps); Hardtop, 
$1,870* (ps). 

’56 Century Hardtop 4-dr., 
$1,560*; Hardtop 2-dr., 
conv., $1,310* (ps); Special 
4-dr., $1,460*; Hardtop 2-dr., 
(ps), $1,375, $1,310*, $1,285* 
dr., $1,390*, $1,360* (ps); 2-dr., 
270*; conv., $1,280* (ps); 
Wagon, $1,440° (ps). 

55 Century Hardtop 4-dr., 
Hardtop 2-dr., $920*, $860* 
4-dr., $1,040* (ps); Special 
$1,025*, $995°. 

’54 Century Hardtop 2-dr., $850*, 
Super Hardtop 2-dr., $650*. 

’53 Special 4-dr., $500*; 
$445°; Riviera 4-dr., $335°. 

’51 Hardtop, $200*. 

50 4-dr., $140°. 

"40 4-dr.. $255. 


(ps) ; 


$1,615* (ps), 
$1,340* (ps); 
Hardtop 
$1,390° 


$1,060° ; 
(Ps); 


(62) conv., $5,000* 

sedan de Ville, 
(ps); 2-d $4,450* (ps), $4,320* (ps), 
$4,315* tat. $4,310* (ps); 
(ps). $3,975* (ps). 

"57 (62) 
at $3,500° (ps), 
(ps); Hardtop 4-dr., $3,540* (ps), 
530° (ps), $3,460° (ps), $3,300*° 
$3,250° (ps), $3,210° (ps); 
$3,000* (ps); (60) Special 4-dr., 
$3.610* (ps), $3,570* (ps); Fleetwood 
sedan, $3,570° (ps). 

"56 (62) sedan de Ville, $2,720*° 
2,700* (ps); Hardtop 2-dr., 
(ps), $2,325* (ps); 4-dr., $2, 400* (ps); 
coupe, $2,130* (ps); (60) Special sedan, 
$2,225° (ps). 

'55 Eldorado conv., $2,210* (ps), $1,925* 
(ps); — coupe de Ville, 
(ps); 2-dr., $1,985* (ps), $1,895* (ps), 
$1,625* (ps); 4-dr.. $1,650° (ps). 

54 (60) Special 4-dr.,’ $1,650* (ps); 
4-dr., $1,495*° (ps). 

"63 (62) 4-dr., $1,145*° 
Ville, $925° (ps). 

"51 (62) 4-dr., $260°. 


(ps), 


$4,775° (ps) ; 


$3,335° (ps), 


conv., 


(ps); 


$3,025; Im- 
pala Hardtop 4-dr., $2,565° (ps); 
Hardtop 2-dr., $2,460° (ps), $2,450° 
(ps), 2 at $2,400*, $2,360°; conv., $2,- 
500°, $2,500° (ps), $2,385° (ps), $2,- 
380°, $2,350° (ps), $2,200*; Bel 
(8) Hardtop 4-dr., $2,215*, 
210°; Hardtop 2-dr., $2,100°*. 

"57 Corvette, $2,460*; Bel Air (8) station 
wagon, $1,825*; Hardtop 2-dr., $1,- 
810°, $1,745*, $1,620°; Hardtop 4-dr., 
$1,780° (ps), $1,765° (ps), $1,750°, 
$1,730*, $1,680°; 2-dr.. $1,605°, $1,- 
460; 4-dr., $1,600*°, $1,420; Two-ten 
(8) 2-dr., $1,550°, $1,485°; 4-dr., $1,- 
525°, $1,295; Delray, $1,250°; Two- 
ten (6) 2-dr., $1,360; One-fifty (8) 
station wagon, $1,195; 4-dr., $1,100; 
One-fifty (6) 2-dr., $1,190. 

’56 Bel Air (8) 4-dr., $1,405*, $1,285°; 
Hardtop 4-dr., $1,400*, $1,190°; Hard- 
top 2-dr., $1,360°; Two-ten station 
wagon, $1,240; Two-ten (8) 4-dr., $1,- 
140°, $1,110*; Two-ten (6) 2-dr., $1,- 
010, $920; One-fifty (6) 4-dr., $840. 

’55 Bel Air (8) station wagon, $1,350°; 
Hardtop 2-dr., $1,275*, $1,150°, $1,- 
085*, $1,080°, $1,050, $1,030°, $1,005°; 
2-dr., $1,225*, $1,100*, $1,010*; conv., 
$975*, $930; Bel Air (6) 2-dr., $880, 
$855, $830; Two-ten (8) 4-dr., $1,030, 
$920; Two-ten (6) 4-dr., $850, $775°*; 
Hardtop, $660; 2-dr., $620. 

’54 Bel Air Hardtop, $875, $650; station 


wagon, $720*; 2-dr., $670°, $575; 
conv., $600%; Two-ten 2-dr., $465, 
$400. 

53 Bel Air Hardtop, $510*; Two-ten 4- 
dr., $510*, $510; 2-dr., $440. 

52 Bel Air conv., $315; 4-dr., $350, 
$115*; 2-dr., $235. 

’51 station wagon, $450. 

"50 2-dr., $240; Hardtop, $150* (ps); 2- 
dr. $120. 

49 4-dr., $255. 

CHRYSLER—’58 NY Hardtop 2-dr., $3,- 
350° (ps). 

"57 NY conv., $2,125* (ps); Windsor 
Hardtop 2-dr., $1,950* (ps); 4-dr., $1,- 
770* (ps). 

"56 NY 4-dr., $1,500° (ps); Windsor 
Hardtop 4-dr., $1,495*; 4-dr., $1,310* 
(ps), $1,195* (ps). 


limousine, $660*. 
$4,200* (ps). 
$2,600* (ps). 
$1,885* (ps); 


54 NY sedan, $875*; 


’57 Firedome Hardtop 2-dr., 


4-dr., $1,875* (ps). 

56 Firedome 4-dr., $1,190*. 

55 Firedome Hardtop, $1,090", $900°; 
sedan, $1,000*. 

’47 conv., $150. 

*32 roadster, $510. 

DODGE—’57 Custom Hardtop 2-dr., $2,- 

035* (ps), $1,810*; Royal 4-dr., 2 at 


$1,850*. 

’56 station wagon, $1,430* (ps), $1,360°; 
Custom Royal Lancer, $1,270*; Coro- 
net conv., $1,200*, $1,080*. 


55 Coronet Hardtop 2-dr., $1,050*; 
conv., $985*; Royal 4-dr., $680*. 

’54 Royal 4-dr., $470* (ps). 

53 Meadowbrook 2-dr., $280; Coronet 
2-dr., $225. 

"48 4-dr., $125. 


$1,985* | 








RM 
Hardtop, | 


$4,620° | 


2 at 
(ps), | 
$2,400° | 
$2,000° 


(62) | 
coupe de 


Air 
2 at $2,-) 


(ps); 4-| 
$1,-| 
Estate | 


| 
$810; 
Super 4-dr.,| 


| 


$4,200° | 


Hardtop coupe, $3,660° (ps), 2) 
$3,250° | 
$3,- 
(ps), | 
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ms Tang 6 aia ae ft 
¥ ,000°, | ; 0 ardtop 
$040%, 900°, ear, $095; Castom sta- Model Breakdown PLYMOUTH’s8 Savoy (8) 4-dr., $2,095°; 
m wagon D $ ,% ‘ustom | e Belvedere (8) Hardtop, $2, 050°; station 
(6) 2-dr., $3s0*, $875*, $755, $6c0,, OF Auction Averages wagon. $2,020°. 
3560; Main (6) '4-dr., $525, 57 station wagon, $1,950*; Belvedere 
54 Crest (8) 4-dr., $635*; Victoria 2- Sept., 1958 Aug., July, (8) Hardtop 2-dr., $1,855* (ps); Hard 
dr., $450*; Custom (8) 4-dr., $545;| Model To Date 1958 1958 top 4-dr., $1,665*; 4-dr $1,410°; Sa- 
™ ” ’ ’ ” ’ ’ P 
— ped en nig oe - BD scversrvsesys $2,401 $2,483 $2,372 bd (8) 2-dr., $1,450*, $1,380°, $1,- 
’53 Country sedan, $760, $700*; Crest 1957........00000- 1,599 1,619 1,627 ban, $1,000°; a-ar." $1,020; Pt —w 
| EDSEL—'58 Bermuda station wagon, $2,- (8) Victoria 2-dr., $555*; conv., $380*,| 1956.............. 1191 1,172 1,172 2-dr., $1,160, $1,046. 
400° (ps); Ranger 2-dr., $1,875°. $350; Custom (8) 4-dr., $500*, $470,| 1955 894 917 909 56 (8) Suburban, $1,415*, $1,325*, $1,- 
FORD—'58 Thunderbird, $3,650° (ps), $3,- $465, $460, $430, $425, $410*, $320;| jong 100; Belvedere (8) Hardtop, $1,330*; 
560* (ps), $3,550* (ps), $3,525* '(ps),| —_2-dr., $270. 954.............. 596 Su 566 conv., $1,035°; Savoy (8) 4-dr., $930; 
$3,510", $3,475°; Fairlane (8) Retract-| °52 Custom 2-dr., $245. Sthnccipites 357 354 372 Puss (0) 4dr, $15 
able Hardtop, $2,610*; Victoria 2-dr., "51 Custom conv., $485*, $310, $175; 2-| 4959 239 232 261 55 Belvedere (8) station wagon, $1,195°; 
$2,310 (ps); Victoria. 4-dr., $2,275°; dr., $300, $220, $190*; 4-dr., $175, SSR Hardtop, $1,000; 4-dr., "5035, $850; 
conv., $2,210, $2,210* (ps); Country $165. 9BL............... 188 182 182 conv., $860*; Savoy (8} 4-dr.. $850°, 
a 7 oe. aoe —— 50 (8) 4-dr., $225. Overall —_- - 2 at $700; Savoy (8) 2 “sis $665, 
oria 4-dr., ’ » ’ ’ y rag | laza : ; 
$2.150°; Victoria, 2-dr.” ¢2,260°" §2,. = ae $110. Ave e $ 933 $ 935 $ 933 a4 4-dr., $760°; Plaza (6) 4-dr., 
150*; conv., $2,230° (ps), $2,200*' (ps),| °29 Model A conv., $550. Bt Heivedere se “006; ” con 
$2,135* (ps), $2,100; 4-dr., $2,100*| HUDSON—’54 Hornet 2-dr.., $340; 4-dr.,|_ . 90°; 5: Pi tation 
(ps), $2,070" (ps); Custom’ (6) 300 $200*. co we, wt. 
2-dr., $1,825, $1,635. 53 4-dr., $150°*. SO Seg SEUO"o 53 Belve ore ttardtep "gee 
"OT , Thunderbird, $2,730°, $2,655° {P®): IMPERIAI—’57 4-dr., $2,950* (ps), $2,- a ee ek sedan, $3,525°) +51 Belvedere Hardtep, 9230 
. 500; Fairlane (! e - * 2 ? ; 24 (ps) ; -dr. ,170* . > , : 
able Hardtop, $2,200* (ps); conv., $1,- (ps). er eee 000° (ps); 88) Haratop 2-dr.. §2/445°, PONTIAC. et 
750°; Victoria 4-dr., $1,720*; Victoria] LINCOLN —°58 Premiere Hardtop 4-dr.,| "57 (98) conv., $2,400° (ps); (88) Super| ~ °57 star Cimef oede ee See Cowen eee 
2-dr., $1,485°; Country sedan, Ee: $3,790* (ps); Capri Hardtop, $3,610* — 4-dr., $2,250*; conv., $2,175* “lina, $1 765° $1,086 tre): sone o. 
e ctoria 2-dr., - (ps). ps). 720°: C : 7 ‘ a e 
830%, $1,650*, $1,640*; conv., $1,660;| °56 Premiere 4-dr., $1,910* (ps) 56 (88) Hardtop 2-dr., $1,640* (ps), poy Me conv., §1,000°; -d2., 
Del Rio station wagon, $1,550*; Cus- 55 Capri 4-dr., $1,250* (ps). ; $1,315*; Hardtop 4-dr., $1,520° (ps), 56 Chieft : ’ 
= ® = et 2 - $1,- *54 Cosmopolitan Hardtop, $1,040* (ps). ag (ps); (88) Super Hardtop 4- ‘55, station win, a s50".” Cio 4 
, $1,330, $1,290*, $1,270*; 2-dr.,| °52 Hardtop 2-dr., $185*. T., $1,560° (ps), $1,390°. : ; 70°; 
$1,350*, $1,340*, $1,240; Ranch Wag-| MERCURY—’57 Montclair Hardtop 4-dr., ’55 (88) Hardtop 2-dr., $1,250* (ps); ot ‘Shier arates .. aan sPareas 
0m, $1,070*. $2,000* (ps); Monterey 4-dr., $1,925* Hardtop 4-dr., $1,210* (ps), $1,170*; $1, 035° G a” $1,050° (ps), 
56 Country sedan, $1,425*, $1,340*, $1,- (ps); 2-dr., $1,630°*. (88) Super Hardtop 2-dr., $1,150*, "54 St Chief a ° ° 
260*, $960; Fairlane (8) Victoria 2- ’56 Monterey Hardtop 2-dr., $1,465* $820° (ps); 4-dr., $1,080° (ps); 2-dr., 53 conv. a. te 
dr., $1,330*, $1,310* (ps), $1,200*, $1,- (ps); Hardtop 4-dr., $1,200*. $775*. 50 Hardtop 2-dr., $250° 
190*, $1,135*, $1,100* (ps), $1,060*;| ‘55 Monterey Hardtop 2-dr., $1,305* $1,-| °54 (98) 4-dr., $765*. RAMBLER_'58 st: in | 
conv., $1,285* (ps); Victoria 4-dr., 015*; 4-dr., $950*; Custom 4-dr., ‘$750. "53 (98) 4-dr., $495*° (ps); (88) conv., 56 station w ne oa,” $2,200°. 
$1,260, $1,205*; 4-dr., $1,280 (ps);| °54 Monterey 4-dr.,'$780*, $540*; Hard- $460*; 2-dr.,’ $340. 220°, $935. sn 
-.. fo’ Custom (8) 2-dr.. $1,- top 2-dr., $590*. ‘52 (98) Hardtop coupe, $390°. ’51 station wagon, $400. 
, $1,100*, $960*, $900, $820, '$735;| °53 4-dr., $505, $490*; 2-dr.. $420*. | PACKARD —’55 Patrici - . 
4cdr., $1,105, 9965, $045, | $900; sta- NASH—'56 4-dr., $1,100*. (ps), $950*; Clipper Hardtop’ S-ar a 825° ee 
on anc '54 4-dr., $550°. 960*; 4- * “-e 
Wagon, $1,120, $1,110, $870. '53 4-dr.. $350°*. ‘se ar “3310 — = (Continued ob Page’et Oat i) pees 
os ° ‘e . > 









Evening Paper 
DELIVERS MOST 
to Readers 





















and Advertisers 
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Always predominantly an evening paper 






audience, Greater Cincinnatians today relish 






the new evening paper which continues and 






augments the finest of those many features 






and facilities which-long made both the 






Post and Times-Star individually great. 
Advertisers reap the benefits! 




























THE CINCINNATI POST @& TIMES-STAR 


ROBERT K. CHANDLER, Manager, General Advertising 


Represented by the General Advertising Department, SCRIPPS-HOWARD Newspapers 
MONTE WILHELM— Your Representative 
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$1,340°; 
$1,140°. 


Air (6) Sport sedan, 
$1,000; Two-ten (8) 4-dr., 
55 Bel Air (8S) Sport coupe, $1,150* 
(ps); conv., $1,075* (ps), $1,040°*, 
$960*, $800*; 4-dr., $850*, $780; 2-dr., 
$800*; Bel Air (6) Sport coupe, $955; 


Used-Car Auction Prices 

















’56 Bel Air (8) Sport coupe, $1,375; Bel | 
4-dr., | 


| 
| 


| 


| 


Two-ten (6) station wagon, $1,110*, 
$1,010; 4-dr., $950*; Two-ten (8) sta- 
(Continued from Page 61) tion wagon, $1,095*, $1,070; 4-dr., 
$810; 2-dr., $595; One- fifty (6) station | 
ident 4-dr., $960* (ps), $700*. (ps), $3,110* (ps); coupe, $2,940° wagon, $895, $875; 2-dr., $535. 

‘55 4-dr., $400. vet PS) - 2 "54 Bel Ae Sport coupe, $655°*; Two-ten | 

MISCELLANEOUS—’58 Ford %-ton Ranch, 56 (60) Special 4-dr., $2,620* (ps), $2,- we wdr., $540. se ’ 
$1,995; %-ton pickup, $1,380; Inter- 550° (ps), $2,160 (ps); (62) coupe 53 Two-ten conv., $400*; 2-dr., $290; 
natoional %-ton pickup, $1,410. de Ville, $2,600° (ps); sedan de Ville, 4-dr., $260*; Bel Air 2-dr., $385; One- 

57 Ford %-ton pickup, $1,085. ,92/315* (ps); 4-dr., $2,195 (ps). . __fifty station wagon, $375. 

56 Dodge %-ton pickup, $630°; a: 55 (62) coupe de Ville, $2,150° (ps), 52 SL Deluxe 4-dr., $280. 
amen See, FSs., Ww’ Ford %4-| Fae o oan): $1,875° (Ps); conv., $1,-| CHRYSLER—'57 (300) coupe, $2,910° (ps); 
ton pickup, $72 a. % ' : . . Saratoga Hardtop 2-dr., $2,085* (ps); 

'S5 Chevrolet %-ton pickup, $640, $270;/ ’54 (62) coupe de Ville, $1,450° (ps); Windsor Hardtop 2-dr., $2,055* (ps); | 
Metropolitan conv., $590. conv., $1,355 (ps); 4-dr., $1,260 4-dr., $1,900* (ps). 

‘54 Chevrolet ‘%-ton pickup, $380; Ford) __ (ps). 040° '56 NY St. Regis, $1,425* (ps); New- 
%-ton panel, $415*; GMC 1 ton truck, | '53 (62) conv., $1, 40 (ps). port, $1,270* (ps). | 
$340. | anuvasen te i ae a es ‘55 NY 4-dr., $1,130* (ps); Windsor 

51 Metropolitan 1 ton truck, $345;| CHEVROLET— mpala (8) conv., $2,° Newport, $980° (ps); 4-dr., $825*. 
Frazer conv., $450*°; Kaiser 4-dr., $125. | 525° (ps), $2,475 abe): Brookwood ’54 Windsor Newport, $485°*. 

(8) 4-dr., $2,250° (ps); Bel Air (8)! nesoro—'58 Firedome conv., $2,400* (ps). 
CHICAGO a Steen io, ote e sa5* ipa): ‘56 Firedome Sportsman, $1,225* (ps); 
sae ae , ° 4-dr., $1,065* (ps). 

Greater Chicago Auto Auction. Sale every »_ Delray (8) 4-dr., $1,685°. i 53 Powermaster 4-dr., $385*; Firedome 
Thursday. Prices are for sale of Sept. 4. 57 ee station wagon, $1,800 4-dr., $305*, $280°. | 
Without question the hottest sale in the (ps), $1,785* (ps); Sport coupe, $1,- DODGE — '57 Coronet (8) conv., $1,690°| 
Midwest for a long, long time, September oa’ te $1,435, oa » teak (ps). 
and the market is stronger than ever. el Air ) conv., $1,760", $1,70 ’55 Coronet (8) Lancer, $800*; 4-dr., 
Sold 437 cars out of 617 offerings. gs) a, 4-dr., eee be $630*; Custom Royal (8) 4-dr., $775; 
BUICK—’57 Special Estate Wagon, $2,320° | $1 agete teed As “oO e ”¢ ss0°: Coronet (6) 4-dr., $565. 

(ps); Riviera coupe, $1,720*; RM Rivi- ro “- 6 & =. $1, 490. r., , ’ ’54 Royal (8) Diplomat, $430. 
era 4-dr., $2,150* (ps); Century Rivi- — Te, 53 Coronet (8) conv., $410*. 
era coupe, $1,890°. EDSEL—’58 Citation Hardtop 4-dr., $2,- 

’56 Century Riviera 4-dr., $1,605° (ps), t 325° (ps), $2,300° (ps); Ranger 2-dr., 
$1,380° (ps), $1,375* (ps); coupe, 1 00 Ar G $1,665. 
$985* (ps), $915*; Super conv., $1,-| e uests F OR D—’58 Thunderbird conv., $4,250* 
405° (ps); Riviera coupe, $1,350*° (ps) (ps), $4,100° (ps); Hardtop, $3,585* 
RM Riviera 4-dr., $1,435*° (ps), $1,330 A A Pi ni (ps); Fairlane (8S) Retractable Hard- 
(ps); 4-dr., $1,215* (ps); Special Rivi- t uction ic Cc top, $2,470; Country sedan, $2,300° 
- 4-dr., $1,335°; 4-dr., $1,150°; 2-/ —_ s (ps); 2-dr., $1,405; Fairlane (8) 500 

$950°. DANVILLE, Va.—The Danville conv., $2,250° (ps), $2,100* (ps); 2- 

55 HM 4-dr., $965; Century 4-dr., $950*| Auto Auction was host to 1,500 dr., $2,210*, $2,070°; (6) Ranch 
(ps); Special ak Corr oe’ | dealers and their wives at its 11th oy tee ts . en95*: 
$940*, $905°, $: ; 2-dr., $7 | toni ; 5 underbir ardtop, .715*; Fair- 

"54 RM Riviera coupe, $700° (ps); 4- annual picnic. The affair preceded lane (8) Retractable Hardtop, $2,290° 

: r., $505° (ps). the start of the auction’s 12th year (ps), $2,090*; Country sedan, $1,715*, 
p "653 RM 4-dr., 7 a me — in operation. averse’ tse) 61.008? (oe, ea aaeet 
i $500° (ps); Super 4-dr., * (ps), i ; , Ps), ' ps ; 

$350° (ps). The picnic chairman said the Victoria 4-dr., $1,635* (ps); 4-dr., $1,- 

"52 Super 4-dr., $300°. guests consumed 900 pounds of 575° (ps); 2-dr., $1,480°; Victoria 2- 
CADILLAC "58 Etserade sy ae friend chicken, 10 kegs of beer and ~ oD eet an ak ana ou 

(ps); (62) sedan de ie, , : -dr., ‘ ; Custom 

(pa): coupe, 2 at $4,350° (ps), $4,250°| 80 cases of soft drinks. (6) 300 2-dr., $1,125*; Custom (8) 4- 

(ps): 4-dr., $4,350° (ps), $4,300° (ps).| Robert M. Turner, Turner Motor r., $1,225°, $1,215°, $1,205; (8) Ranch 

/01_Eitorado ee es ane (, = Sales, Roanoke, Va, was awarded RenmnWeem Glass $1,630° (ps); (6) 
(ps); (60) Specia r 7 : 1 ne agon, $1,495°. 

(ps); (62) coupe de Ville, $3,675*° (ps), a Ford convertible during the out "56 Country sedan, $1,380°, $1,350°, $1,- 

$3,300° (ps); sedan de Ville, $3,350*| ing. 305° (ps); Fairlane (8) Victoria, $1,- 





_=# else in radio do adver- 
tisers find as many world-famous re- 
porters as on the CBS Radio Network. 
For 3 years, United Motors Service 
and Delco-Remy Divisions of General 
Motors Corporation have sponsored 
Loe omas on an ae all- 














AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 


“And what was the idea of 
sending my wife folders every 
week for the last month describ- 
ing your new cars?” 





305*, $1,225*, $1,180*, $1,115*, $1,090°; 
2-dr., $1,035°; 4-dr., $1,205*, $1,055*, 
$970* (ps); Custom (8) Victoria, $935; 
2-dr., $880, $870; Custom (6) 2-dr., 
765, $680. 

*55 Fairlane (8) 4-dr., $835, $755* (ps); 
conv., $805*, $775, $650°; 2-dr., $780° 
(ps), $750, $680°, $660*; Custom (8) 
2-dr., $720°; (8) Ranch Wagon, $770; 
Main (8) 2-dr., $655. 

'54 Custom (8) ‘4-dr. $725*, $615°; (8) 
Ranch Wagon, $710°, $695*. 

’53 Crest (8) Victoria, $595*; Custom 
(8) 2-dr., $335°; (8) Ranch Wagon, 
$450. 

HUDSON—’54 Hornet (6) 4-dr., $410*, | 
$205°. | 

IMPERIAL—’57 Southampton 2-dr., §$3,- 
055° (ps), $2,900° (ps). 

LINCOLN —’57 Premiere 4-dr., $2,760* 
(ps); coupe, $2,765° (ps). 


MERCURY—’57 Commuter station wagon 
4-dr.. $2,185°; Monterey Sport coupe, 
$1,905; 4-dr., $1,425°. 

"56 Montclair Hardtop, $1,185*; 
4-dr., $1,100° (ps); Hardtop, 
Medalist 2-dr., $700. 

"55 Montclair conv., $785*. 

‘54 Monterey Sport coupe, $600° (ps). 

"53 Monterey Sport coupe, $460. 

NASH—'57 Metropolitan 2-dr.. $1,100. 

"56 Ambassador 4-dr.. $1,260° (ps). 

OLDSMOBILE —'58 (98) conv., $3,100° 
(ps); (88) Super 4-dr., $2,725° (ps). 

"57 (88) Super Holiday 4-dr.. $2,085° 
(ps), $2,025° (ps); Deluxe 4-dr., $1,- 
845° (ps); (98) Holiday 4-dr., $1,950°. 

"56 (88) Holiday 2-dr., $1,775*; 4-dr., 
$1,450°; (98) Holiday 4-dr., $1,550° 
(ps). 

"55 (98) Holiday 4-dr., $1,390° (ps); 
Holiday 2-dr., $1, 200°, $1,105 
"54 (98) conv., $885° (ps), $775° (ps); 
4-dr., $825°" (ps), $775*; (88) 2-dr., 

$615° (ps). 

"53 (88) 4-dr., $265°. 

PACKARD—'56 Clipper 4-dr., 

’55 Clipper Panama 2-dr., 


Custom 
$780°; 


(88) 


$1,080°. 
$940° (ps), 





i 
| 





* 


$700*. 
PLYMOUTH—’' 58 


Plaza (6) 4-dr., $1,575; 
Plaza (8) 4-dr., $1,475. 

’57 Belvedere (8) Sport coupe, $1,750* 
(ps); conv., $1,550*%; 4-dr., $1,450; 
Suburban (8) station wagon, $1,450; 
Savoy (8) 4-dr., $1,400* (ps); 2-cir., 
$1,250*; Savoy (6) 4-dr., $1,225°*. 

’56 Belvedere (8) 4-dr., $1,190*. 

55 Belvedere (8) 4-dr.’ $1,025°*. 


PONTIAC—’57 Chieftain (8) station wagon 
$2,010* (ps). 


’56 Star Chief (8) conv., $1,350°%; Chief- 


tain (8) 4-dr., $825. 

’55 Chieftain (8) Safari station wagon 
$1,410*; Star Chief (8) Catalina, $791 *: 
Chieftain (8) 2-dr., $670*. 

RAMBLER—’58 Custom (8) station wagon, 
$2,100*; Custom (6) 4-dr., $2,025*; 
Deluxe (6) 4-dr., $1,750*%; Super (6) 
4-dr., $1,750. 

’57 Super (8) 4-dr., $1,490. 

’55 Cross Country, $1,020*, $930*, $845*, 


*52 station wagon, $280. 


STUDEBAKER — '56 Commander 4-dr. 
$795*. 
WILLYS—'58 Jeep, $1,650. 


* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc. Sale 
every Thursday. Hot and sunny, Good cars 
—good prices. Buying very active here 
today as 84 percent of the consignment 
changed hands. 

> > >. 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Top sales and demand heavy 
> >. > 


OMAHA 
Richard Abel Auto Auction, Sale every 
Thursday. Bring in those nice clean cars! 
We have a very active market and lots 
of buyers! 
. 7 > 
LOS ANGELES 


Harold Henry’s Auto Auction. Sale every 
Tuesday. 


> >. . 
CHICAGO 
Arena Auto Auction. Market good. 281 
cars sold out of 406 offered. Sale every 
Tuesday. 





Hall Lamp Buys 
Knight-Morley 


DETROIT.—C. M. Hall Lamp Co, 
has purchased certain manufactur- 
ing assets of the Knight-Morley 
Corp., and has arranged to lease 
and operate that firm’s factory at 
Richmond, Mich. 

Established in 1937, Knight- 
Morley manufactures automotive 
mirrors and other accessories. 


Financial details of the trans- 
action were not disclosed, but Harry 
D. Hirsch, Hall Lamp president, 
said it did not involve issuance of 
Hall Lamp Co. capital stock. 


Avery Rambler Opens 
A 1958 Rambler American was 
given away during grand opening 
of Avery Rambler, 1205 Franklin 
Ave., Columbus, O. 





‘$200 Billion Rise in 10 Years . . .” 


Kyes Sees U.S. Flourishing 


DAYTON, O.—American economic 
progress in the next 10 years “may 
well increase our production of 
goods and services by as much as 
200 billion dollars,” according to 
Roger M. Kyes, a General Motors 
vice-president. 

“The growing potential of the 
U. S. economy is almost beyond 
comprehension,” Kyes told 700 
civic and business leaders at a 
dinner sponsored by the Dayton 
Area Chamber of Commerce in 
honor of GM’s 50th anniversary 
this year. 

Kyes, GM group executive in 


charge of the Dayton, Household | 


Appliance and GMC Truck group, 
responded to remarks saluting GM 
by S. C. Allyn, chairman of National 
Cash Register Co. 

Warning that “economic develop- 
ment is not automatic,” Kyes said 
Americans must do four things to 
“insure the forward march of our 


dynamic enterprise system.” They | 


are: 

“Develop and expand our econ- 
omy to meet the demands of our 
people as consumers in the mar- 
ket place. 

“Intensify our efforts in the field 
of fundamental knowledge, thus 





Used Federal Vehicles 


Auctioned in Spokane 


SPOKANE.—Some 65 pieces of 
used Government motor equip- 
ment were auctioned by the Gen- 
eral Services Administration. 

The vehicles were discarded 
recently by Federal agencies in 
Spokane. Among them were a 
number of passenger cars, trucks 
and jeeps. 





breaking through the barriers of 
ignorance that impede us. 


“Devote our utmost energy to our 
tasks. 


“And, finally, cling with the zeal 


|of crusaders to the religious and 





economic principles that have given 
us so much for so many years.” 


Kyes foresaw these developments 
during the next 10 years: 

1. An increase of almost two- 
thirds in the number of house- 
holds with incomes of more than 
$7,500. 

2. “New concepts in refrigeration 
and appliances for food preparation, 
as well as automatic equipment for 
food handling, storage and replen- 
ishment. Developments in the field 
of electronics will revolutionize the 
function and control of all labor 
saving appliances.” 

3. “Truly dramatic strides .. . in 
the field of air conditioning and 
dehumidification.” 

4. An “ever expanding need for 
more intricate and diversified types 
of electrical equipment.” 

5. Improvements in the auto- 
mobile “to insure greater utility, 
satisfaction and convenience.” 

6. Many innovations in the rocket 
and space travel fields. 

American capitalism has con- 
founded the prediction of Karl 
Marx, Kyes said, because “we have 
been creative and cooperative” in 
building a system under which the 
average man is “the king of the 
marketplace.” 

This constructive “give and take” 
spirit flourishes better under cap- 
italism than under other economic 
systems because “the capitalistic 
system more nearly complies with 
religious principles than any other 
system does,” he said. 
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Dealers Attack Misconceptions a ay ie 
Price Fallacies Draw Attention 


JEFFERSON CITY, Mo.—Deal- 
ers are giving more and more at- 
tention to list price fallacies and 
troubles, according to a number of 
interviews on a recent trip to the 
Southwest. 

One dealer said that shoppers 
who had visited him asked im- 
mediately for an $800 discount. 
A lot of dealers start off their 
price talks by reducing the so- 
called factory suggested list price 
with the pack by $3800. 

One dealer said he worked up a 
deal with a customer whereby he 
was giving him $1,000 discount. 


The customer surprised him by 
saying quickly: 

“Tll take that deal. That'll be 
$1,800 off.” 

He wanted the $800 and the 
$1,000 discount, too 

Another dealer said he would 
like to see publication of factory 
invoice prices plus a 15-percent 
markup. 

“T’d just as soon see the public 
educated to the actual cost price,” 
a dealer said, “so that we could get 
the confusion out of the selling 
price. The way it is now most buy- 





S-P Reveals Details of Plan 
For Firm’s Fight for Life 


(Continued from Page 2) 


can be redemmed by S-P after 10 
years. 
= = = 

phen two years, the preferred 

stock can be converted into 5.5 
million shares of common stock. 
Last week, the company’s common 
stock was selling at $8 a share. At 
this price, the financial institutions 
could turn their preferred stock 
into common stock worth a total of 
$44 million. 

Of its properties, S-P said: 

The Utica (Mich.) facilities and 
the Chippewa plant in South Bend 
will be sold as a result of termina- 
tion of relations with Curtiss- 
Wright, which entered a manage- 
ment agreement with S-P two years 
ago. Curtiss-Wright leased the 
plants for $25 million two years ago 
and gets title for the rent payment 
plus an additional $2 million. 

Other plants and facilities are 
up for sale. Some plants, notably 
the Canadian and Mexican as- 
sembly plants, would be sold to 
raise money if the company could 
then lease them back from the 
buyer. 

The company said that previous 


efforts to merge with or be acquired | 


by another company proved fruit- 
less because of S-P’s debt. The re- 
financing should make acquisition 
of other companies easier. 

S-P revealed that A. M. Sonna- 
bend, Boston financier who will 
head the company’s diversification 
program, will receive a salary of 
$25,000 a year plus stock options 
which will be tied to his success in 
bringing profitable companies into 
the S-P fold. 

> = 
ONNABEND will be able to pur- 
chase up to 500,000 shares of 
S-P common stock at the rate of 
7,500 shares for every $1 million in 


15% More Cars 
Needed to Train 
Drivers, Fish Says 


DETROIT.—With the start of a 
new school term, an increase of 
nearly 15 percent in requirements 
for student driver-training automo- 
biles is foreseen by Chevrolet, ac- 
cording to W. E. Fish, general sales 
manager. Fish commended company 
dealers for their participation in the 
driver training during the last 
school year. 

Citing a national survey just 
completed, Fish said Chevrolet 
dealers provided 5,343 cars for the 
program in the 1957-58 term, ac- 
counting for nearly half of the 
national total. This represented an 
increase of 661 cars over the 4,682 
furnished in the 1956-57 year when 
Chevrolet dealers also led in par- 
ticipation, he said. 

Beginning with the school year 
of 1953-54, Fish noted, the national 
total of cars in the program has 
tisen steadily from 7,300 to 12,177 
last year. The training curriculum, 
both on the practice course and in 
the classroom, has spread steadily, 
he said. 

In urging Chevrolet dealers to 
continue their support of school 
iriver education for the 12th con- 
Secutive year, Fish said General 
‘Motors again is providing dealers 
with a special allowance of $125 


















schools. 


pretax earnings his acquisitions 
bring in. If the earnings go over 
$50 million, the stock may be pur- 
chased at the rate of 2,500 shares 
for each $1 million of earnings. 

The option runs through 1963. 
Earnings are considered as the 
profit of nonautomotive activities of 
S-P, no matter when the company 
acquired the enterprise. 


Sonnabend will be able to pur- 
chase the stock at 95 percent of 
the market value at the time of 
the signing of the option which 
will be sometime between Oct. 15 
and 31. 


The company did not paint a 
bright picture of its earnings in the 
immediate future. Past efforts to 
put the company in the black have 
not met with success, a “substan- 
tial” loss is expected in the second| 
| half of 1958 and no predictions can 
be made about 1959 results. 

S-P told its stockholders that it 
is bringing out a small car this fall) 
and said that it believes that 
American Motors products and im- 
ported cars will constitute the only | 
competition in the small-car field! 
“for the time being.” 

> > > | 


NOTING reports that the Big) 
Three are considering a small 
car, S-P said that it expects “sub-| 
stantial competition” for all of its! 
products. 
In addition to Sonnabend, S-P| 
management is proposing two other 
new members of the board of 
directors—Clarence Francis, former} 
chairman of General Foods Corp., 
and Edward H. Litchfield, chancel-| 
lor of the University of Pittsburgh. | 
It was not revealed whether the! 
pair would become members of | 
| Sonnabend’s acquisition committee. | 


In addition to voting on the re- 
i 
| 
| 








financing and diversification, the 

special stockholders’ meeting will 
consider seven proposals submit- 
ted by Sol A. and Anne Dann, 

Detroit S-P stockholders, and the 
American Stockholders Protective 
Assn. 

The proposals, all opposed by 
management and similar to pro- 
posals defeated previously by stock- 
holders, would govern location of 
stockholders meetings, call for an 
investigation of the Curtiss-Wright 
deal, and make a number of other 
changes in the company’s bylaws. 





Trailer Displaying 
AC Wares to Visit 


Auto Factories 


F LIN T.—A trailer full of new 
ideas in the accessory field, assem- 
bled by AC Spark Plug, will make 
the rounds of automotive manufac- 
turers. 

The trailer will visit GM divisions 
and other car and truck builders, 
said O. F. Frost, manager of equip- 
ment sales. 

“Our purpose is to interest manu- 
facturers in some of the new types 
of equipment, materials and finishes 
that AC engineers have treated,” 
Frost explained. “These are prod- 
ucts we believe will help sell cars.” 

Included in the display are new 
kinds of speedometers and other in- 
struments. Details will be withheld 
from the public until manufacturers 


for every new car loaned to| have had a chance to see the new 


products, Frost said. 
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ers have a fantastic idea of how 
much money a dealer can make 
from selling a car. 


“If he knew the advertised cost 
price of the car he would then be 
able to buy from a dealer on the 
basis of a fair markup and his 
service facilities.” 

On the subject of pricing, 
Casties-Wilson Buick Co., 490 
Kingshighway, St, Louis, used an 
effective newspaper ad under the 
heading “. .. and He Bought Our 
Buick!” 

Text of the ad 
statements: 

“We quoted him a price that he 
could UNDERSTAND, the factory 
suggested price—not a ‘packed’ one. 

“We gave him a good allowance 
for his tradein, and didn’t change 
our minds when he decided to buy. 

“We asked for a reasonable 
downpayment in cash or tradein 
equity—and kept his payments to 
a minimum. 

“We explained carefully what 
he was getting for his money. 


included these 


We don’t like to have to apolo- | 


gize for ‘mistakes’ later. 

“We treated him with courtesy 
and respect that he deserves as a 
customer and we assured him of 
honest service on his new car by 
factory-trained mechanics, and you 
know, we weren’t a bit surprised 
when he bought our Buick. 

“Regardless of all the gimmicks 
you may have read about, we are 
confident that when you take de- 
livery of your Castles-Wilson Buick 
you have made your best Buick 
buy.” 

Castles-Wilson has been a Buick 
dealership for 37 years. 
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End of the Line 


Oldest Police Car in N. J., 

°34 Dodge, Retired 

ESSEX FELLS, N. J.—The oldest 
car in active police work in New 
Jersey—a 24-year-old Dodge— 
finally has been retired. 

Police Chief Gus Hummel took 
the action only after the Police De- 
partment decided it was time to 
buy a new car. 

The oldster is a shiny black coupe 
with a wraparound pencil-thin 
white stripe and prewar chrome. 


SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 


(Larger shops, multiply number mechanics by $188.00) 
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WHY A GUARANTY PROGRAM? 





WITH THE 





GUARANTY PROGRAM 


YoU Sell more new cars . . . Get more than your share 
of business in multiple dealership markets . . . Get 

the lubrication business on new cars you sell . . . Builds business on 
new car sales . . . Keep new car owners happy. A regularly serviced 
automobile is a trouble-free automobile . . . Increase TBA sales and 
sell more service... Know the automobile you are asked to trade... 


Never has a program covered so much with 
such a small amount of effort or detail. 
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Contract Talks Continue . 


UAW Selects Ford 
As Target for Strike 


(Continued from Page 2) 


against all and will close down if 
Ford is struck. 

As negotiations at Ford reached 
the crucial stage, Mel B. Lindquist, 
general industrial relations man- 
ager, handed in his resignation. 

He was second in command to 
Bugas in the firm’s industrial re- 
lations affairs. Lindquist had been 
a key member of the Ford labor 
relations staff for 13 years and had 
participated in every major bar- 
gaining session with the UAW in 
that time. 

He said he was going into busi- 


ness in Denver. 
+. = 7 


Strike Date a Surprise 

HE decision to set a strike dead- 

line came as a surprise in view 

of the fact that the five-month 
deadlock in contract negotiations 
between the union and Big Three 
appeared to have been broken last 
week. 

It also came as the auto indus- 
try swung into production of 1959 
models, boosting the prospect of 
a vigorous economic upturn 
across the nation by early autumn. 

A surprisingly optimistic joint 
statement by Walter P. Reuther, 
UAW president, and Louis G. Sea- 
ton, GM personnel vice-president, 
bolstered the hope for peace after 
a 90-minute bargaining session in 
the GM Building in Detroit two 
days before the UAW set the Ford 
strike deadline. 

“Developments at the bargaining 

table beginning Friday (Sept. 5) 
have contributed to a ter under- 





more pages of 
Financial and 
Business News 
and Advertising 
im The Examiner 
than in any other 
San Francisco 


newspaper 





standing of the issues,” they said. 

“The parties share the belief 
that collective bargaining can be 
gotten off dead center.” 

Reuther’s meetings with Seaton 
and Bugas, sent hopes for a peace- 
ful agreement on a labor contract 
soaring. 

The new deal in contract talks 
at Ford and GM, which had shown 
no progress since they began in late 
March and have been marking time 
since expiration of the old contracts 
at the end of May, was sudden. 

* + i” 


Reuther Joins Talks 


r BEGAN unfolding Friday 

(Sept. 5) when Reuther joined 
GM negotiations for the first time 
since the end of May. 

After that meeting, both Reu- 
ther and Seaton agreed that they 
understood each other better. 
That same report in stronger 
terms resulted from later meet- 
ings at both Ford and GM. 
The UAW then demonstrated its 
desire to avoid upsetting the con- 
tract negotiations by cancelling two 
meetings scheduled for Tuesday 
(Sept. 9) with auto plant officials 
and leaders. The union had planned 
to give its version of why the talks 
were deadlocked. 

Early last week, GM and union 
teams moved toward give-and-take 
collective bargaining. 

GM negotiators reportedly have 
sketched in broad outline how far 
they are willing to go to avoid a 
strike. And UAW officials appar- 
ently have indicated the minimum 
terms they will accept, leading to 
a general meeting of minds. 

> * * 


Progress at GM 


A GM offer to the UAW reportedly 
was discussed in genera] terms 
with no specific details during bar- 
gaining sessions Tuesday evening 
(Sept. 9). 

Reuther’s only comment on leav-| 
ing the meeting was: 

“We spent most of the time 
probing. We've got to evaluate 
not only what was discussed but 
what was behind what we dis- 





cussed.” 
Seaton confirmed that the “sweet- 


—as 


ness and light” atmosphere pre. 
vailed in the negotiations Tuesday 
night. 

Only one specific thing was 
known about the offer. It will in- 
clude an improvement in supple- 
mental unemployment benefits, 
Other than that, the areas discus- 
sed were kept secret. 

While some progress has been 
made at GM and Ford, the talks 
remained at an impasse at Chrys- 
ler. 

After a two-hour meeting at 
Chrysler, Reuther said: 

“I regret to report that the meet- 
ing did not contribute to a better 
understanding.” 

He described the Chrysler nego- 
tiations as “still balanced on dead 
center.” 

* = . 


UAW Eyes Volkswagen 
EANWHILE, the UAW, bar- 
gaining agent for years in the 

Canadian auto industry, has made 

its first move to organize a Volks- 

wagen distributor and service plant. 

The UAW drive is concentrated 
on Toronto’s independently owned 
Volkswagen Yonge, Ltd, On- 
tario’s largest distributor of the 
German-built car. 

However, the union says interest 
in organization also has been ex- 
pressed among some 350 workers at 
Volkswagen Canada, Ltd., a parts 
assembly and machine shop center 
in Scarboro. 

Volkswagen distributors have 
opened plants from coast to coast. 


Goodrich Canada 
Ups Needles, Yohe 


KITCHENER, Ont.—Ira G. Nee- 
dies has been elected chairman of 
B. F. Goodrich Canada, Ltd. He has 
been with the firm since 1925 and 
had been president since 1951. 

The board elected Robert V. Yohe 
president and chief executive of- 
ficer. Yohe, former sales vice- 
president of B. F. Goodrich Indus- 
trial Products Co., a division, joined 
the company in 1931, as a research 
chemist. 


Citroen Adds 2 Dealers 


\In Southern California 


LOS ANGELES.—Citroen has 
added two dealers.in Southem 
California. 

They are: Pomona Valley Motors, 
1111 E. Holt, Pomona, and Monte 
Peters Motors, Sixth and Broadway, 
Santa Ana. 





With the Foreign Makes... 


Imported-Car Notes 


Renault 


Avro IMPORT, Long Island and 
Connecticut Renault distribu-| 
tor, reported that sales in its area) 
through June of this year are up) 
97 percent over the corresponding 
period last year. 

This distributor has undertaken | 
a long-range program aimed to 
keep ahead of the market and pub- 
lic demand for its product, accord- 
ing to Bab Mason. Auto Imports is) 
developing a chain of exclusive 
Renault dealerships whose sole in- 
terest is in Renault sales, service 
and customer acceptance, he added. | 


“The dealer who treats the im- 
ported automobile as a second- 
line poor relation cannot live up 
to the responsibility of servicing 
his customers correctly,” said 
Mason. “We are careful not to 
appoint any dealer who would 
use our product as a stop-gap 
income producer to offset other- 
wise declining sales. 

“We are laying plans now for 
future years to maintain our solid 
position in our area and keep 
abreast of the developing market. 
First responsibility is to our cus- 
tomers and we intend to back up 
our sales with top service. We ex- 
pect the same from our dealers and 
will not permit service to be sacri- 
ficed for a straight volume-sales 
operation.” 

Auto Imports recently moved to 
expanded quarters in Hempstead, 
L. L The new building houses a 
large new-car showroom, used-car 
facility, administrative offices, a 
parts and service department with 
five times the area of the previous 





|installation and 


indoor storage 
area for more than 50 autos. 
> > > 
Triumph 
AL SALES, Western distributor 
for Triumph, will open a re 
gional office in Denver with Dave 
Walker as manager. He is a former 
DeSoto district manager and also 
has served in the Lincoln-Mercury 
field organization. 

Walker's territory for Triumph 
will include Colorado, Utah, Wyom- 
ing and Arizona. Cal Sales also has 
offices in Los Angeles, San Fran- 


cisco and Seattle. 
© > > 
Zundapp 


UNDAPP WERKE, GmbH, will 

begin producing its Zundapp 
motor scooters in Munich Oct. 1. 
The company is continuing to 
transfer production facilities from 
Nuremberg to Munich. For the 
present, Zundapp will continue to 
fabricate the Janus minicar in 
Nuremberg under an agreement 
with Robert Bosch. 


Dyer to Continue 


Truck Auctions 


DYER, Ind.—Truck auctions will 
continue to be held here every other 
Friday, according to Len Pollak, 
operator of Dyer Auto Auction. 

Pollak said the Aug. 22 auction 
was one of the best of the year 
with 31 sales out of 38 consignments 
for an average of 81.6 percent. 

The Kansas City and Littleton 
(Colo.) auctions have discontinued 
truck operations for the winter. 
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$500,000 Home Opened by Calif. Ford Outlet... 


Sales Up 50% Since Deal Moved 


Eprror’s Note: This is the last 
in a series on dealers who have 
expanded or opened suburban 


points. 
* * * 


By William Carroll 
Staff Correspondent 

LENDALE, Calif—‘“‘We put it 

up to merchandise automobiles,” 
said Dave Tope, vice-president and 
general manager of California Mo- 
tors (Ford), in speaking of the 
deal’s new $500,000 building. 

“And our business has jumped 
50 percent since we moved in 
July 24th.” 

California’s block-long op2ration 
at 1401 South Brand Blvd. has 350 
feet of frontage on the main street, 
with 180 feet of depth to an alley. 

All functions of the dealership 
now are at one location. California 
formerly had a new-car showroom, 
an annex several blocks away, a) 
used-car lot plus separate storage 
lot. Four locations now have been 
consolidated into one operation. 

. » @ 


ee was broken Apr. 15th 
after plans had been approved | 


by Ford Motor Co. New cars, offices, | 
parts and service are centrally 
located, so that business can enter | 
from any side and then split off to} 
the proper department. 

Parking for customers is pro- 
vided behind the used-car lot and 
adjacent to the new-car show- 
room door. There are 26,000 
square feet of roofed facilities. 
Other officers of California Mo- 
tors are Franklin S. Payne, pres- 
ident, and B. N. Hutchinson, vice- 
president, There also are several 
“silent” partners. 

General offices are spacious and 
isolated from other departments. | 
Acoustic treatment reduces noise, 
while asphalt-tile floors were se- 
lected for minimum maintenance. 
A single receptionist acts for occu- 
pants of the general offices and the 
new-car showroom. 

In the new-car showroom each 
salesman has his own office, with 
a telephone connected to the 20-| 
line, two-position switchboard. The | 
salesroom and offices are air- 
conditioned. Rest-room facilities 
have been provided for customers. 

> > > 


N OUTSTANDING feature of 

the new building is the “jewel- 
case” showroom for new cars. The) 
display area is surrounded by 3,000) 
Square feet of glass in sheets 12 
feet high. The showroom floor is 
two-feet higher than street level. 

To the left of the showroom 
and facing the main street are 
an outdoor raised platform and 
turntable. The turntable floor is 
nearly four-feet above street level. 

A two-story parts department) 
occupies a space 60 by 80 feet, with 
counters at opposite sides of the) 
department. Three parts men, and 
one pickup and delivery boy staff 
the operation. One man handles the 
back counter while the other two 
take care of the front counter and 
do sorting and stocking. 

A feature of the parts layout is 
the possible single-man control. | 
Shelves are arranged so that one 
Man can service the parts in- 
ventory, and still watch both serv- 


ice counters. 
x 


7a roof is only one foot thick. 
Above the plastic ceiling are 
rows of neon tubes 80 feet long. 
When the lights are on, the entire 


* * ‘ 





* * 





Scattered in four locations, 


. 


a 


California Motors’ 'Gold Mine’'— 


California Motors (Ford), reported sales have increased 50 percent since it occupied 
its new $500,000 home in Glendale, Calif, The firm's operations previously were 


ceiling glows, providing a solid mass 
of soft, even illumination. Most of 
the wall area is glass providing 
adequate illumination from outside 
during daylight hours. 

Service occupies an area 60 by 
200 feet, There are one automatic- 
transmission mechanic, two tune- 
up men and six line mechanics 
making use of two single-post 
hoists. 

Four other hoists are split be- 
tween two lube men, who pull their 
own jobs from the customer park- 
ing lot. This lube installation is 
fully glamorized with chrome and 
paint. It has proven such a draw- 
ing card that limited promotion 


Prospects Galore, Camp 





_ used-car lot, which spreads 
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resulted in solid booking during the 
first two weeks of operation. A car 
jockey is used for customer car 
pickup and delivery. 

Speaking of the lube operation, 
Tope said, “We did as much in 
four days at the new location as 
we did in 15 days at the old. It 
seemed that a lot of people were 
just looking for a good place to 
have their car serviced.” 

A real cost-cutting move has one 
cashier located to control all money 
from new and used cars, parts and 


service, Tope said. 
* * * 


over half the frontage, can 


Says... 


Selling Cars in Backshop 


BAKERSFIELD, Calif—A deal- | 


er’s service department is the best} 


| place to find prospects for new and | 
|}used cars, according to Don Hart, | 


general manager of S. A. Camp} 
Motor Co. (Dodge-Plymouth). 

“I rotate my eight salesmen be- | 
tween the showroom in front and | 
the service department in back,” | 

Hart said. 

“The salesman in the service 
department stands next to the serv- | 
ice manager and when he spots a 
used car that he thinks would be 
easy for us to sell, he approaches 
the service customer with the idea 
of giving him a good trade on a 
new Dodge.” 

Hart adds that he has five keys} 
to the sale of a new car over the 
used auto the customer is driving. 
They are: 

1. Economy. “Chances are the car | 
the prospect is driving isn’t I 


| 





the gas and oil economy a new car 


Used-Car Market 
Held Key to Fate 
Of Import in U. S. 


MILWAUKEE.—The used-car 
market will decide the future of 
the foreign car in the U. S., ac- 
cording to John D. Madden, vice- 
president of Edwards Motor Co. 
(Dodge). 

Speaking on a panel discussing 
advertising, Madden said that deal- 


lers and factory officials will not 


determine the fate of the foreign 
car, noting that many good cars 


| have failed to go anywhere because 


they would not move on the used- 
car lot. 

“It may take a couple of years 
before the facts are in from the 
used market for foreign cars,” he 
observed. 

George Comte, manager of WTMJ 
and WTMJ-TV, said that dealers 
could meet the foreign competition 
by better merchandising of used 
cars, 

Hugh Boice, general manager of 
WEMP, said the dealer with more 
to offer than “price” should em- 
phasize that selling point. He 
suggested superior service as a 
selling point. 



















can, and repairs probably are begin- 
ning to be costly.” 

2. Performance. “A demonstration 
ride will prove that a new Dodge 
unquestionably will out-perform any 
older model on the road.” 

3. Safety. “Salesmen stress the 
safety features of the new Dodge 
compared with an old car that 
needs repair and is liable to break 
down at any time. This point is 
particularly good with mothers.” 
4. Style. “Camp salesmen empha- 

size the good feeling which goes 
with driving a new Swept-Wing 
Dodge.” 

5. Durability. “How long will the 
old car last? Sooner or later the 
prospect will have to get rid of it. 
Why not now?” 





handle up to 70 units and has a 
stock budget of some $60,000. It is 
operated by four men and a used- 
car manager. The latter works 
closely with the new-car sales man- 
ager, so that when one is off the 
other is filling in. 

The two managers and Tope 
make all appraisals. Every deal 
figured must have an appraisal 
sheet before discussions are 
begun with the customer. 


Piped music and a paging system 
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Triumph Dealers 
Now Total 655 as 
'35 More Sign 


NEW YORK.—Standard-Triumph 
Motor Co. has added 35 dealers, 
bringing its total in the U. S. to 
655. 

The new Triumph dealers are 
Freeman Motor Co., Fayette, Ala.; 





cover the entire installation for! yonn Penney Motors, Huntsville, 


instant communication with all 
employes, A patio for use by serv-| 
ice customers awaiting completion | 
of repairs has $2,000 worth of land-| 
scaping tropical plants and furni-| 
ture. 

“We're convinced that if more| 
dealers who have been taking so} 
much out of their business would) 
just put a little back into it, they’d| 
be a lot better off,” said Tope. 

“Not only their enhanced pride} 
of ownership, but they'll get and| 
keep a better grade employe,” he 
added, “We've a place every one of | 
our people can point to with pride.| 
They're glad to work here. And' 
none of our customers need apolo-| 
gize for having bought his car a 
us.” 


Harrison Radiator Plant 


Recalls All, Seeks More 


BUFFALO.—The Kensington 
plant of General Motors’ Harrison 
Radiator division has recalled all) 
employes on seniority lists and has 
started hiring laid-off workers from 
other Buffalo-areas GM plants. 

Plant Manager John L. Nable 
said new orders received by the 
plant are responsible for the up- 
surge in employment, The plant 
makes automobile heaters, blowers 
and component parts for GM cars. 


Breaux Edsel Dissolved 


Breaux Edsel, Inc., New Iberia, 
La., has filed notice of dissolution. 


Ala.; Pryor Motor Co., Decatur, 


| Ala.; Tipton Motor Sales, Hollister, 


Calif.; Paramount Motors, San 
Francisco; Banning Motor Imports, 
Santa Ana, Calif.; Banning & 
Copeland Motors, Inc., Santa Ana, 
and Motor-Sport Enterprise, Wil- 
mington, Del. 

Mayfair Imports, Miami; River- 
side Oldsmobile, Inc. Daytona 
Beach, Fla.; Humphrey Motors, 
Inc., Tampa, Fla.; Trussell Motor 
Co., Athens, Ga.; Lawrance Ford 
Co., Atlanta; LaFayette-Jack Bris- 
coe, Atlanta, and Paul Brown Mo- 
tor Sales, Bloomington, Ind. 

Parker Buick Co., Lawrence, 
Kans.; Holiday Motor Co., Hutch- 
inson, Kans.; Anderson Oldsmobile, 
Inc., Baltimore: Ewell Motors, Inc., 
Glen Burnie, Md.; European Mo- 
tors, Ltd., St. Louis; Jack Forest, 
Inc., Elmhurst, N. Y.; B. J. York 
Motor Co., Inc., Newburgh, N. Y.; 
Smith Buick Cadillac, Inc., Ossin- 
ing, N. Y., and Elliott Buick, Inc., 
Schenectady, N. Y. 

Wallace Motors, Salisbury, N. C.; 
Gathings Motor Co., Inc., Charlotte, 
N. C.; Lovell Auto Co., Astoria, 
Ore.; Bay Motors, Inc., Coos Bay, 
Ore.; Southwestern Motors, Coquille, 
Ore.; East Side Motors, Kingstree, 
S. C.; Chuck Hutton Co., Memphis; 
Trans Atlantic Motors Corp. Mid- 
land, Tex.; United Auto Imports, 
Inc., Rosslyn, Va.; Capital Service 
Station, Emporia, Va., and Coates 
Motor Co., Inc., Virginia Beach, Va. 








Automobile Dealers! 


Now a COMPLETE line of economy cars... 





BMW Isetta “300” 













Mrs. 


Overla 





nd Park, Konso8 


BMW (Isetta) “600” 


“I enjoy th 
@s far as P a oe 
only car for m 


ness from nite busi- 


on...” 
Jehu D. Davies 
Grove City, Ohio 





















BMW (Isetta) “600” WINS CALTEX TROPHY VICTORY 


CALTEX Economy Run at Hockenheim, Germany 
725 miles at 60 mph continuous run ¢ 45 miles per gallon 
The Economy Run consisted of a continuous 12-hour-run and 6 BMW “600” at the start 


and 6 at the goal, no break downs. BMW (ISETTA) “600” closed with first prize. 


Complete Line Under $1400 P.O.E. 


e REGULAR GASOLINE 


(no oil gas mixture) 


e ALL AIR COOLED ENGINES 


u.s. pistrisuTors FADEX COMMERCIAL CORP. estabiisnea 1939 


319 Van Norman Road 
P.O. Box 442 
Montebello, California 
RAYmond 3-1348 


EXECUTIVE OFFICES 
487 Park Avenue 
PLaza 1-7200 


NEW YORK SPARE PARTS CENTER 
421 East 91st Street 
New York 28, N. Y. 
TRafalgar 6-7010 
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Finance Measure Also OK’d .. . 


Colo. Dealers Back 
Factory License Bill 


COLORADO SPRINGS. — Two 
major legislative proposals, dealing 
with manufacturers’ licensing and 
finance charges, were adopted by 
the Colorado Automobile Dealers | 
Assn. at its 25th convention at the) 
Antlers Hotel here. 

The group voted to work for 
passage of a bill to place automo- 
bile manufacturers under the 
State’s dealer licensing law and 
to join with finance companies in 
sponsorship of a bill placing a 
rate ceiling on automobile finance 
charges, ranging from $8 to $15 
per $100. 

The bills will be offered to the 
1959 Colorado General Assembly. 

In other actions, the association 
commended the new-car dealers of 
Colorado for loaning $240,000 worth 
of cars for high school driver train- 
ing programs, and urged the con- 
tinued support of this activity. 

George Day (Chevrolet), Aurora, 
was named president of the associ- 
ation. Other officers elected were 
Verne Johnson (Pontiac), Colorado 
Springs, vice-president; Ed Wisen- 
hauer (Dodge), Grand Junction, 
secretary, and Gilbert Carpenter 
(Ford), Yuma, treasurer. Clive 
Bradford, Denver, continues as 
general manager. 

Among featured speakers at the 
convention was Ernest A. Thomp- 
sen, executive vice-president of Se- 
curities Acceptance Corp., Omaha, 
who emphasized the need for deal-| 
ers and finance companies to work | 
more actively in public relations 
work. 

He also reviewed recent court 
decisions in Kansas, Nebraska 
and other states which have at- 
tacked the time-price doctrine of 
automobile sales financing. 

He said that 25 states, including 
Kansas, now have statutes which 
regulate automobile finance 
charges. He said these laws have 
benefited the public, the dealers 
and the finance companies. 

A highlight of the convention was 
a ceremony honoring William 
Olsen, of Wray, as “Mr. Colorado 
Dealer of 1958.” Olsen was one of| 
22 dealers nominated by chambers) 
of commerce, service clubs and local | 
dealer associations for the dealer} 
“Oscar.” 

A Chevrolet-Cadillac dealer, Ol-| 
sen, was chosen for outstanding | 
service in civic, religious, educa-| 
tional and other community activ- | 
ities. 

The selection was made by an 
award jury composed of Gov. 
Stephen L. R. MecNichols, Palmer 
Hoyt, editor and publisher of the 
Denver Post, and Claude D. Smith, 
drug firm owner and business 
leader in Grand Junction. 

John Lander, of Atlanta, NADA 
treasurer, described the work of | 


Purolator Hailed 
For Enforcement 


Of Fair Trade 


NEWARK, N. J. — New Jersey) 
service station operators have ap-| 

roved the “healthy example” of 
air-trade enforcement by Purola- 
tor Products, Inc., according to a 
survey. 

Under Purolator’s fair-trade pro-| 
gram, retailers in New Jersey, New 
York, Pennsylvania, Illinois and) 
California cannot sell Purolator fil-| 
ters at prices below the suggested | 
list price. 

On-the-spot interviews, blessing 
fair trade and blasting indiscrim- 
inate price cutting, indicated a 
wide dealer familiarity with the| 
“bread and butter” role of fair 
trade in the profitable sale of fil- 
ters and other automotive acces- 
sories. 

The survey also disclosed a grow- 
ing customer unwillingness to pay 














anything above “bargain” prices, a 
tendency among some dealers to 
discontinue stocking certain items 
because of inability to meet price 
competition of large cut-rate 
stores and the undermining effect 
on a product’s reputation when 
sold at drastically reduced price. 


the national association. He said 
the new Monroney price-labeling 
bill will do much to restore public 
confidence in automobile buying. 

Calvin Dean Johnson, consultant 
on public affairs for the American 
Trucking Assns., spoke at the an- 
nual banquet. 

He cited figures on industry plant 
expansion and capital outlays that 


|indicate a substantial return of 


basic confidence in the soundness of 


|our economy. 


A light touch was added by Ev- 
erett Conover, Colorado Springs 
Chrysler dealer, who gave a lively 
talk on “The Care and Feeding of 
Wives.” 

Next year’s convention will be 
held at the Broadmoor Hotel, Col- 
orado Springs, Sept. 19-21. 


Three Named 
To NADA Board; 
Two Reelected 


WASHINGTON.—T hree NADA 
members have been elected direc- 
tors and two have been reelected 
to the board. 

New directors are: 

Arthur E. Summerfield jr. (Chev- 
rolet), Flint, who defeated David 
N. Holmes (Ford), Battle Creek, 
Mich. 

J. M. Allton (Ford), Columbia, 
Mo., who succeeded Robert A. 
Armacost, another former NADA 
president. 

Elson G. Sims (Ford), Vincennes, 
Ind., who defeated former NADA 
President Frederick M. Sutter 
(Dodge-Plymouth), Columbus. 

The reelected directors are H. L. 
Galles jr. (Cadillac-Oldsmobile), 
Albuquerque, N. M., NADA secre- 
tary, and Maurice J. Grant (Lin- 
coln-Mercury), Manchester, N. H. 


Frank Promotes Johnson 


Zollie Frank, of “Z” Frank Chev- 
rolet, Chicago, has named Clarence 





Wrapover Windshield— 


Better Quality 
In Cars Urged 
By Pa. Auto Club 


HARRISBURG, Pa.— The Penn- 
sylvania Motor Federation (AAA) 
feels that before America’s auto- 
mobile manufacturers worry about 
making cars bigger, longer or 
faster, they ought to do something 
| about putting them together better. 
| John S. Giles, president of the 
|600,000-member PMF said the 
Pennsylvania delegation will sub- 
mit to this week’s AAA convention 
|in Chicago a _ resolution urging 


The compound-curved windshield in the 1959 Buick has increased windshield glass | manufacturers to provide “more in- 
area 45 percent. The station wagon windshield has 1,810 square inches of glass, and | spection and testing of the finished 


other models have 1,781 square inches, This year’s models have a low silhovette.| product” 


Hardtops, like this Electra two-door, are less than 55 inches high. 


“ 


Buick 





and a more effective 
| method of handling complaints. 

The resolution, recommended by 
the Automobile Club of Pittsburgh, 
asks Detroit to “heed the growing 
dissatisfaction of new-car owners 
with many faults in passenger 
vehicles as they are delivered, and 
with the inability of the new owner 
to get satisfactory or prompt ad- 
justment of complaints.” 

Giles said many of his organiza- 
tion’s local clubs had reported com- 
plaints by their members about 
“clinkers” in new cars. He added 
that many dealers who are PMF 
| members also had complained. 
| “Our resolution is not directed at 
| dealers,” Giles said. “It seems to us 
| that the basic cause of public dis- 
| satisfaction with new cars lies in 
the manufacturing centers. The 


At the top of Buick's ‘59 lineup is the Electra 225 convertible which is built on o| auto makers have got to do a bet- 
126.3-inch wheelbase and is 225.4 inches long. Other Electras have the same wheel- 
| base and are five inches shorter. LeSabres and Invictas have wheelbases of 123 inches| are to hold on to their market, let 


and are 217.4 inches long. 
* * > 





"‘Delta-Wing' Styling— 
Flaring fins, which Buick refers to as 
“delta-wing™ styling, accentuotes the lower, 


A. Johnson vice-president and gen-| wider look of the ‘59 models. The young 


eral 


manager of the dealership.) ladies are Karon, Sharon and Marilyn 


Johnson formerly was general man-| Schultz, five-year-old triplet daughters of 


ager. 


Mr. and Mrs. Arthur Schultz, of Detroit. 





It?s Small Car, Dealers Say one 


Suburbanite’s Delight ? 


ST. PAUL.—The small car has 
made its biggest hit with the 
suburbanite and there’s more than 


}one reason for its popularity, three 


suburban St. Paul dealers say. 

The lower-priced and cheaper- 
operating small car is the ideal 
“second stringer” for suburban 
families who own two or more 
autos, according to Tom Roddy, 
head of Tom Roddy Imports, 
Wayzata. 

His views are endorsed by Saun- 
ders Motors, Wayzata, and Sports- 
men’s Pier, Richfield. All three im- 
port dealers have reported a sub- 
stantial increase in foreign-car 
sales. 

Economy still is the chief reason 
for buying a small car, Roddy be- 
lieves. 

“There's no getting away from it, 
they’re mighty easy on gasoline,” 
Roddy said. “And that’s a big thing 
for the suburban businessman who 
drives to work in the city every day. 

“Suburbanites also like to feel 
they’re different from their city 
cousins,” he continued. “A small 
import lends suburban snob ap- 
peal. It’s different enough, design- 
wise, to keep the suburban resi- 
dent happy.” 

Roddy also has found that the 
teenager has changed his tune 
about the foreign car. 

“Originally the teenager would 
not be caught dead in an import,” 
he said. “Now the small car is as 
popular with him as rock and roll.” 

He said parents also consider 
the small car less prone to acci- 
dents because the youngster can’t 
get a crowd into a tiny auto. 

The three dealers said they found 


banks more willing to finance the 
small car. “The depreciation factor 


isn’t anywhere near as great as in| 


larger autos,” Roddy said. 


Small-car dealers in the area re- 
cently sponsored a tabloid section 
in a group of suburban newspapers, 
covering the import field exten- 
sively. They said many sales were 
traceable to the tabloid. 


Canada Ford Adds 
Monarch Mark II 
In Medium Field 


TORONTO.—The Monarch Mark 
II will be introduced in November 
as a new entrant in the medium- 
priced bracket of the Canadian au- 
tomobile market, it was announced 
last week by Rhys M. Sale, presi- 
dent of Ford Motor Co. of Canada. 


“Monarch Mark II is an entirely 
new car from road to roof, except 
for the name and the familiar 
crown insignia of the former Mon- 
arch line,” Sale said. “Highly dis- 
tinctive styling gives the car a 
definite individuality and Canadian 
identity. It will be available in 
three series and a variety of body 
styles. 


“Designed solely to meet the 
needs and tastes of the Canadian 
automobile market, Monarch Mark 
II will be merchandised through 
our Ford-Edsel dealers to supple- 
ment their lines and to give us a 
new and potent competitor in the 
medium-price field. The Edsel, 
which has gained steadily in pub- 
lic acceptance, definitely remains 
in our line.” + 


s 





| Another new option is a transistor| 
| radio which may be removed from| 


| The only two-tone treatment of- 
| the other 12 solid colors. 


Buick Accents 


As °59 Models 


ter job of craftsmanship if they 


| alone increase it.” 


Styling 
Debut 


(Continued from Page 6) 


and a new master cylinder for both 


manual and power brakes. 
> > > 


7 year’s air-suspension sys- 
tem consists of air springs on 
the rear and conventional coil 
springs on the front. This will per- 
mit Buick to reduce the price of 
this option. 

A positive-traction differential is 
offered for the first time in 1959. 


the instrument panel and operated 
as a portable. 

Standard on all models is an 
acrylic-lacquer “M a gic-Mirror” 
finish which is available in 13 
solid colors and 12 two-tones. 


fered is a white top with any of 


The 1959 Buick is built on a new) 
“K” frame. LeSabres and Invictas 
have a 123-inch wheelbase and are 
2174 inches long. Electras have a 
126.3-inch wheelbase and are 220.6 
inches long. 

The Electra 225 has the same 
wheelbase and is 225.4 inches long, 
with the extra length being in the 
rear deck. The length gives this 
“sub-series” its name. 

Hardtop models in all series are 


inches, with the Limited measuring 
227 inches. 

Here is Buick’s model lineup for 
1959: 

LeSabre—four-door sedan, two- 
door sedan, four-door hardtop, 
two-door hardtop, convertible, 
four-door two-seat station wagon. 


Invicta — four-door sedan, four- 
door hardtop, two-door hardtop, 
convertible, four-door two-seat sta- 
tion wagon. 

Electra — four-door sedan, four- 
door hardtop, two-door hardtop. 
Electra 225—four-door Riviera se- 
dan; four-door hardtop, convertible. 


The Riviera sedan has no center 
pillars, but the roof slopes as in 


| regular four-door sedans, Other 
| four-door hardtops have a flat roof. 


Road Financing 
To Be Chief Topic 
At AAA Meeting 


volved in financing and carrying 
forward the nation’s multibillion- 





less than 55 inches high, making 
them three to four inches lower 
than the 1958 models 


> * > 


ASES last year were 

122 inches for the Special and 
Century and 127.55 inches for the 
Super, Roadmaster 75 and Limited. 
Overall lengths were 212 and 219 


Avis Purchases 


Ohio Rental Firm 


COLUMBUS, O.—U-Drive-It Co., 
Columbus auto rental firm, has 
been sold to Avis, Inc., Boston, the 
nation’s second largest car-rental 
system, for a reported $4 million. 

The Boston company acquired all 
of the stock of the Columbus com- 
pany and its subsidiaries, including 
Toledo Parking Garage, Inc. U- 
Drive-It operates about 1,400 cars 
in Columbus, Akron, Cincinnati, 
Cleveland, Dayton, O.; Detroit, 
Indianapolis, Kansas City, Louis- 
ville, Nashville, St. Louis, South 
Bend, Toledo and Youngstown, O. 

Frederick C. Dumaine jr., pres- 
ident and treasurer of Avis, said 
U-Drive-It will continue to operate 
from Columbus headquarters as a 
wholly owned subsidiary of Avis. 





dollar highway construction pro- 
gram will have top priority at the 
56th annual meeting of the Ameri- 
can Automobile Assn. in Chicago 
Sept. 16-17. 


Other matters affecting safety, 
economy and enjoyment of passen- 
ger-car ownership and use also 
are scheduled for discussion. 


Harry IL Kirk, AAA president, 
said the nearly six million members 
of AAA would be represented by 1,- 
000 delegates from throughout the 
U. S., Canada and Hawaii. 


“A looming multibillion-dollar 
deficit in the Highway Trust Fund, 
set up to finance the expanded 
Federal-aid highway program, is 
one of the most serious problems 
to be dealt with at the convention,” 
Kirk said. 

Principal addresses will be deliv- 
ered by George Romney, president 
of American Motors Corp.; Lou E. 
Holland, Kansas City, president of 
the AAA Foundation for Traffic 
Safety; Amos E. Neyhart, State 
College, Pa., pioneer in driver edu- 
cation in high schools; Dr. James 
L. Malfetti, executive officer of 
Columbia University’s Safety Edu- 
cation Institute; Kirk and Russell 
E. Singer, AAA executive vice- 
president. 





WASHINGTON. — Problems in-., 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 






































(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 13, Week, Sept. 6, Sept. Sept. 14, Sept. 13, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ...... 4,280 1,989 4,083 8,363 68,396 122,264 
IEE. cncisremseseivievecesien 4,280 1,650 4,083 8,363 62,642 122,264 
CHRYSLER CORP. .... 4,950 445 1,726 6,676 944,608 398,061 
en 200 445 5 205 93,399 35,795 
Imperial ee 50 30,172 8,497 
BOUSED  cercveensere Gee. taveeeees 65 365 89,153 23,416 
Dodge .......... a 990 3,590 219,878 71,883 
Plymouth BOO ——cacsnseeee 666 2,466 512,006 258,470 
FORD MOTOR*** ........ 1,810 38,028 1,357 3,167 1,410,892 762,686 
TUNEL - incccsisinatancitatnienvconsees cxwetiveis GD ltyencices Guinn 32,928 8,503 
PIII - Rinidsnencbediveuiemnuemeseavens 1,500 28,207 1,098 2,598 1,128,457 651,473 
ATED. scccecerssscsrmensovsonn 310 353 259 569 27,533 17,761 
EET cvccccserexveessnscncces  sevenssoes ee 221,530 84,949 
GENERAL MOTORS .. 12,317 43,396 4,851 17,168 2,101,185 1,472,479 
SIE. Activentccreccebortavionsstvene 6,477 300 4,092 10,569 298,744 150,937 
Cadillac ........ 500 cents 500 3=117,915 90,010 
RTI. cecteceenccencesszvese  eevensenee = wtkleeees, Sateen 1,124,438 885,547 
ee 3,140 5,574 510 3,650 296,862 206,826 
PPOTEERG ovcccccccsccccssccesccssse BOO 3,207 249 2,449 263,226 139,159 
gg, ne 50,239 23,317 
ST Sidvaiinnishende cheliee  sienbel. cecieeewr  sieticeibe 6,122 1,745 
Studebaker ..................... | re 44,117 21,572 
Total Cars, U. S. ........ 23,357 85,815 12,017 35,374 4,575,320 2,778,807 
*Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 13, Week, Sept. 6, Sept. Sept. 14, Sept. 13, 
1958 1957* 1958* To Date 1957* 1958 
CHEVROLET .................. keenest 256,381 183,461 
DIAMOND Ti ... 125 138 113 238 3,885 3,772 
SIE cnseihicciiaenctiiasitaniisciiaicn 70 60 7 77 2,192 1,819 
DODGE 600 Cee ttn 600 57,244 39,326 
FORD vilsinlinns 6,282 669 669 252,671 149,154 
GMC 930 ae | ee 930 48,434 41,401 
INTERNATIONAL ...... 1,868 2,485 1,386 3,254 85,535 64,436 | 
MACK*** saiihaiaitiaei i celal 300 354 235 535 12,810 10,469 
STUDEBAKER.  ............. 100 140 80 180 7,566 4,010 
ET ds clatininlsiel 290 399 80 370 14,068 11,340 
WILLYS ........ a 1,060 1,811 3,741 42,979 58,286 
MISCELLANEOUS** .. 60 87 49 109 8,341 3,315 
Total Trucks, U.S. ... 6,273 16,759 4,430 10,703 792,106 570,789 
Total Cars, Trucks, 
SW sclaitihhathinsieabinistuetalitn 29,630 102,574 16,447 46,077 5,367,426 3,349,596 
Total Cars, Trucks, 
Sa 1,580 2,839 1,072 2,652 323,169 253,037 
Grand Total, 


Cars and Trucks, 





*Revised. 


U. S. and Canada .. 31,210 105,413 17,519 


48,729 5,690,595 3,602,633 


**Miscelianecous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U, 8S. totals include cars and trucks for military orders. 





Researchers Study Men vs. Women... 


How Buying 


Roles Differ 


(Continued from Page 2) 


that the car preference of teenagers 
are influenced by the views of their 
parents, rather than the views of 
‘the parents being affected by the 
ideas of the children. 


The nine papers, other than 
Brown’s, which were presented at 
the conference were of a more 
theoretical nature. They showed 
that social scientists at many of 
the nation’s leading universities 


U.S. Accuses Three 
Of Mail Swindle 


LOUISVILLE. — Three Louisville 
men have been accused of using the 
mails to defraud a finance company 
in a used-car financing operation. 
The scheme netted the men $28,000, 
the FBI said. 

They are Clifford L. Fallon and 
Thomas E. Murphy jr., partners in 
a Louisville used-car firm, and 
Kostas Mantakounis, also known 
as Gus Mandis. 

The FBI said the trio used ficti- 
tious car sales to defraud Federal 
Service Discount Corp., Elizabeth- 
town, Ky., from January to July of 
this year. 











as well as those working for a 
number of businesses are trying 
to find out what makes the con- 
sumer tick. 

For example, Reuben Hill, of the 
Family Study Center at the Univer- 
sity of Minnesota, told of a study 
of three-generation families which 
the center is conducting. 

The center selected a group of 
families which have three genera- 
tions living in the Minneapolis-St. 
Paul area. The “young married,” 
middle-aged and older household in 
each of these families is being in- 
terviewed each three months on a 
wide range of economic questions. 

At the end of the study, the center 
hopes to be able to offer some in- 








sight into the way families at vari- 
ous stages in the life cycle react 
economically. 


Car-Truck Group in Texas 
Names Snotts President 


LUBBOCK, Tex.— Byron Snotts 
has been elected president of the 
New Car & Truck Dealers Assn. of 
Lubbock. 

Other officers are Gordon Rose, 
vice-president, and Flenner Tubbs, 
secretary-treasurer. 
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GM’s New Turbine Car to Join Motorama.. . 





Space-Age 


pact, 10 percent more powerful and 
consumes 25 percent less fuel than 
the gas turbine in Firebird II. 

4. A new air-oil suspension sys- 
tem that reduces pitching on 
bumpy roads and offers improved 
cornering and skid control. 

5. New Turb-Al brakes with an 
antiskid device that prevents wheel 
lockup and resultant skidding. 

6. The first single dial elec- 
tronic temperature system, com- 
bining all conventional automo- 
tive heater and air-conditioning 
controls. Through electronics it 
can maintain a single tempera- 
ture setting even though the car 
be driven from the North Pole 
to the Equator, Gordon said. 

7. A centralized nerve center 
which acts as a brain for the car’s 
advanced controls that folds partly 
out of the car for quick mainte- 
nance, 

Like its predecessors, the new 
Firebird was conceived and styled 
by Harley J. Earl, GM styling vice- 
president. 

Its guidance system, power and 
major engineering were conceived 
and built by the GM Research Lab- 
oratories, headed by Vice-President 
Lawrence R. Hafstad. 

The car was a joint project of 
the GM styling and research 
staffs with aid from GM’s engi- 
neering staff and nine GM divi- 
sions. It has been tested at the 
GM Technical Center, GM Desert 
Proving Ground at Mesa, Ariz., 
and on public highways. 

The architecture of the car is in 
three functional units: 

1. The nose section houses a 
myriad of accessories and the 


|small piston engine which powers 


them. 

2. The passenger compartment, 
wrapped tightly in the middle por- 
tion of the body, is entered by gull- 
wing doors on _ power-operated 
hinges which swing diagonally up 
to offer effortless passenger entry. 

Special contour seats equipped 
with power-operated headrests 
and footrests allow the car to be 
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Tools Guide Firebird 


low and yet comfortable. Height 
at the top of the bubbles (which 
gives passengers 360-degree vi- 
sion) is 44.8 inches. 

3. The power compartment, lo- 
cated behind the passenger com- 
partment, houses the new gas- 
turbine engine, transmission, fuel 
tanks and special electronic “nerve 
center.” The fins emphasize the 
powerplant and also act as high 
speed aerodynamic stabilizers. 
Height at the top of the dorsal fin 
is 57.3 inches. 

Firebird III has a 119-inch wheel- 
base and 57-inch front and rear 
treads. Overall length is 248.4 
inches. Ground clearance is 6.35 
inches. Curb weight with full fuel 
and oil tanks is 5,275 pounds with 
slightly higher weight supported at 
the rear than in front for good 
braking. 

To drive Firebird III, the Uni- 
control stick is pushed forward 
to accelerate. Deflecting it to left 
or right steers in these direc- 
tions, and pulling back on the 
handle applies the brakes. A but- 
ton on the control handle actu- 





Virginia Rescinds 


Insurance Boost 


RICHMOND, Va. — The State 
Corporation Commission has wiped 
out most of a recently granted in- 
crease in rates on automobile 
physical property damage insur- 
ance. The commission had granted 
an average increase of 6.12 percent 
but, upon review, rescinded 6 per- 
cent of the boost. 

The agency explained that the 
revision does not mean a straight 
6 percent cut for all policyholders. 
The rates will vary with the differ- 
ent classes of policies. 

The main factor in the rate re- 
duction was a decrease from 25 to 
20 percent in the acquisition ex- 
penses permitted in the rate-making 
formula. These expenses are largely 
insurance-agent commissions. 





Leadership Is 


Called 


Industry’s Top Need 


(Continued from Page 3) 


tion of the used-car dealers under 
the law would thus be discrimi- 
natory. 

James R. Johnson, a Hartford 
(Conn.) dealer and NADA director, 
said the Connecticut Sunday law 


law had been upheld by the U.S. 
Supreme Court. 

“Reputable dealers always have 
closed on Sunday in Connecticut,” 
Johnson said. “Complaints from 
customers who bought cars from 
the ‘sharp operators’ who were 
open Sunday and knew their com- 
petition wasn’t, gave us our law. 


“We've got teeth in our Connecti- 
cut law,” Johnson said. “Repeated 
violations of the Sunday closing law 
can result in loss of the dealer’s 
license. A person who stays open 
can be found guilty of being a dis- 
orderly person. “The first convic- 
ion can cost $100 or 10 days in jail 
or both; a second, $500 or 30 days 
in jail or both, and third and subse- 
quent convictions can cost $750, six 
months in jail or both. 


“Sunday closing is one way we 
can attract new salesmen—it makes 
their working conditions and com- 
pensation for their time much bet- 
ter,” he concluded. 

Edward Thomas, chief of the in- 
spection division of the New Jersey 
Motor Vehicle Department, outlined 
that state’s inspection system from 
the 1920s on. 

Vehicles now are checked in 
production-line buildings. 

“If the car doesn’t pass, a large 
red sticker is put on the wind- 
shield, and the car must be re- 
inspected within a month,” 
Thomas told the group. 

Also speaking at the annual meet- 
ing was David P. Whelchel, of 
Nashville, executive vice-president 
of the Tennessee Automotive Assn. 
Charles H. McIninch, of Bangor, 
was elected president of the Maine 





association, Other officers are Har- 
old A. Carman, Farmington, first 
vice-president; Philip S. Schwind, 


} Rumford, second vice-president; 


Carl I. Gowell, Lewiston, treasurer, 


| and William V. Hood, Auburn, man- 
was the same as New Jersey’s and | 
constitutionality of the New Jersey | 


ager. 
McIninch, Carman and Schwind 
were reelected directors along 
with W. Hazen Jewett, Lewiston, 
retiring president; Harold G. 
Slipp, Fort Fairfield; Lawrence 
Miller, Rockland, and Amos Row- 
ell, Dover-Foxcroft. 

Newly elected directors are 
Fletcher Brown, Portland; Norman 
L. Woodbury, Winslow; Forrest 
Dow, Ellswortheand Richard Y. 
Chadwick, Biddeford. 

Next year’s meeting will be held 
in Rockland. 


More Makers 
Start on ’59s as 
08s Fade Away 


(Continued from Page 1) 


changeover levels, turned out 4,280 
cars last week, compared with 
4,083 units a week earlier. 

Canadian assembly operations 
also were stymied last week as 
only GM and International were 
in operation. 

With Ford, Chrysler and Stude- 
baker-Packard all down for change- 
overs to their ’59 lines, the Cana- 
dian auto industry built an 
estimated 1,580 vehicles last week, 
compared with 1,072 a week earlier, 
when that country also celebrated 
Labor Day. Last week’s vehicle out- 
put compared with 2,839 during the 
week ended Sept. 14 last year. 

Ford and Chrysler are expected 
to get back into production this 
‘week, but no date has been set for 
the resumption of assembly opera- 
tions at S-P. 


ates a downhill retarder unit 
mounted on the differential. 


The Unicontrol handle, when ro- 
tated 20 degrees either left or right 
of center, puts the car in reverse. 
An 80-degree turn right or left puts 
the transmission in park: When the 
handle is in normal position, the 
car is in drive. 

Selection buttons for Autoguide 
and Cruisecontrol are located on 
the instrument panel, which is just 
ahead of the Unicontrol stick. The 
driver ‘may push either button, re- 
taining manual steering or acceler- 
ation only in his Unicontrol stick 
or may push both buttons and put 
the car under full automatic con- 
trol. 

The main engine is a new 225- 
horsepower Whirlfire GT-305 re- 
generative gas turbine. Engine 
weight with accessories is less 
than 600 pounds. It receives air 
from ducts located on either side 
of the car behind the passenger 
compartment and exhausts 
through twin ports which extend 
above it through the back deck. 


Engine, transmission grade re- 
tarder and differential are designed 
into a single rear-end unit. A modi- 
fied Hydra-Matic transmission is 
mounted directly between the dif- 
ferential case and the engine. 

The two-cylinder, 53-pound, high- 
compression engine in the vehicle 
nose is made of wear-resistant, 
high silicon aluminum. It supplies 
electrical and hydraulic power for 
all the car’s accessories. It operates 
at a constant speed which allows 
the use of lighter, smaller acces- 
sory units with higher efficiency. 

In addition to furnishing the 
car’s accessory power, the small 
engine also drives a 110-volt gen- 
erator which provides 60-cycle 
electrical power which would be 
of great civil defense value in 
event of damage to home power 
systems. It is possible to plug 
into the car for power to run 
household appliances or even 
while camping in remote areas. 
Either engine can operate inde- 
pendently. 

The suspension system is be- 
lieved to be the most advanced 
ever built. It employs intercon- 
nected front and rear air-oil 
springs to suppress uncomfortable 
pitching motions when the car 
travels over wavy roads. 

The unusual Firebird III brake 
system features wheel and brake 
drums combined in a single alumi- 
num alloy casting. The motion of 
each wheel acts like a turbine to 
draw air through 36 passages cast 
around the brake drum, providing 
brake cooling. The turbine cooling 
effect and aluminum construction 
are responsible for the Turb-Al 
name. 

The rich glossy finish of Fire- 
bird III is the same Magic Mirror 
acrylic lacquer which is stand- 
ard equipment on all 1959 GM 
cars. 

Other features of Firebird III 
include: 

1. Special drag brakes at the 
rear of the car which open like 
the jaws of an alligator to help 
slow the car at high speeds. 

2. A lighting system that turns 
on automatically through photo- 
electric cells when daylight turns 
to darkness, and a new wide fluor- 
escent tube headlamp that throws 
a carpet of light in front of the car. 

3. An ultrasonic key which 
opens the doors by high fre- 
quency sound waves from as 
much as 15 feet away from the 
car. 

4. A timer can be set to start the 
accessory drive engine prior to 
passenger entry to insure that the 
car will be comfortably heated or 
cooled to a set temperature. 

5. Maximum access to the “under 
skin” through removable panels in- 
cluding four. power-operated panels 
which open much of the interior of 
the car. for show and service pur- 
poses, 

6. Two-way radio communica- 
tion with a central control sta- 
tion. This could also be adapted 
to communication with a control 
tower on a highway of tomorrow. 

GM divisions cooperating on the 
project included: AC Spark Plug, 
Packard Electric, Delco-Remy, 
Delco Radio, Harrison Radiator, 
Moraine Products, Inland Mfg., 
Fabricast and Saginaw Steering 
Gear, 
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LOS ANGELES.—An increase of 
71 percent in the per capita use of 
autos in the Los Angeles area by 
1975 was forecast in a study pre- 
pared by a University of Southern 
California commerce professor. 

Dr. Robert R. Dockson pre- 
dicted the number of cars in use 
would rise from an estimated 2.8 
million in 1957 to about 4.8 mil- 
lion within 18 years. 

He also said the area can _ expect 
to have a population approximat- 
ing 7.7 million by 1965, 8.7 million by 
1970 and 10.3 million by 1975. Dock- 


71% Rise by 1975 Seen... 
Auto Boom for L.A. 
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son said the area is well on its 
way to becoming the No. 1 me- 
tropolis of the world. 

“Whether this is accomplished in 
this century or the next will depend 
upon the accumulated contributions 
of each generation,” he said. 

Total personal income in the 
area is likely to rise 120 to 148 
percent over the next 17 years, 
the professor continued. 


“Average personal income in the 


Los Angeles area can be expected) tional dollars will go for products | 
| and services currently unknown to! 


to increase from the 1957 level of 
approximately $2,500 before taxes to 


a range of $3,300 to $3,800 by 1975,” 
Dockson said, 

He said the markets for homes, 
autos, appliances, swimming pools 
and other recreational facilities 
would increase tremendously in the 
next 17 years. 

Touching on new businesses, 
Dockson said: 

“The fruits of the billions of 
dollars that have been invested 
in research and development 
work over the past 10 years will 
take the shape of new producer 
and consumer products. If these 
are to come into general use, new 
businesses will have to be devel- 
oped and many new jobs filled. 

“For spending to keep pace with 

| the higher levels of income, it can 
be expected that billions of addi- 


| the average consumer,” he said. 





Coast Firm Sues Chrysler Over Simca 


LOS ANGELES.—Attorneys for 
Simca Auto Sales, Inc., Los Angeles 
distributor, said they have filed a 
multimillion dollar suit in the con- 
troversy following the announce- 
ment that Chrysler Corp. will be 
the exclusive distributor of the 
French-built car in the U. 8S. 

Defendants in the action are 
Societe Industrielle de Mecan- 
ique et Carrosserie Automobile, 
the Simca manufacturer; Simca, 
Inc., New York City, and Simca 
Western Division, Inc., San Fran- 
cisco, Simca importers, Chrysler 
Corp., and Chrysler Motors Corp., 
the attorneys said. 

They said Simca Auto Sales 


Obituaries 


Charles R. Shively, 59; 
S.P Dealer in Delaware, O. 


DELAWARE, O. — Charles R.| 


Shively, 59, Studebaker and Stude- 
baker-Packard dealer here since 
1935, died of a heart attack in his 
home Sept. 3. 

Mr. Shively was chairman of the 
Delaware Auto Dealers Assn. and 
was active in civic affairs. 

> > > 


Robert L. Smith 
WASHINGTON.—Robdert L. Smith, 47, 
public relations director of the American 
Road Builders Assn. died Sept. 3 near 
Homestead, Fia.. while on vacation. 
> . *. 
Wellington H. Rosenberry Sr. 


LANSDALE, Pa.—Wellington H. Rosen- 
berry sr., 92, a former auto dealer, died 





Sept. 3. He left the auto business in 1919) 


to enter the real estate field. 
7 . *. 


Frank B. Covert 
AUSTIN, Tex.—Frank B. Covert, 55, 
senior partner in Covert Automobile Co., 
died Aug. 26. “ : . 


Guy S. White 


| 


i 
| 


i 
| 


NORFOLK, Va.—Guy 8. White, operator | 


of a used-car business in Norfolk and High 
Point, N. C., died Aug. 28 in Philadelphia. 
. . . 


Florens F. Kuck 
TOLEDO.—Fiorens F. Kuck, 61, owner 
of Dunbridge Garage & Auto Sales, Dun- 
bridge, O., died Sept. 1 in a hospital in 


Ann Arbor, Mich. 
o 7 . 


Ross E. Giger 


SEATTLE.—Ross E. Giger, 65, assistant) 


branch manager for Mack Trucks, Inc., 


died Sept. 2 after a heart attack. 
* . . 


Moise Lipsit 
NEW YORK.—Moise Lipsit, operator of 
Lipsit Motor Sales, Inc, (Chrysiler- 
Plymouth), died of a heart attack Aug. 6. 
He was a former director of the Automo- 
bile Merchants Assn. of New York. 
- * * 


DeWitt G. Donald 

MEMPHIS.—DeWitt G. Donald, a Ford 
dealer, died Sept. 5. He was 52. Mr. Donald 
entered the auto business in 1928 with 
Bob Rust Ford Co. He was sales manager 
for Herff Motor Co. for 17 years, opened 
@ used-car lot in 1948 and established his 
own dealership in 1951. He also organized 
Ford deals in Millington and Collierville. 

. * * 


Howard Klein 

BUFFALO.—Howard Klein, for 20 years 
@ partner in the former Klein-Weil Chev- 
rolet dealership, died Sept. 7 on his 68th 
birthday, He and Raymond Ph. Weil 
founded Klein-Weil Chevrolet, Inc., in the 
early ‘30s with Mr. Klein as president. 
Mr. Klein retired two years ago. 

. * * 


Rudolph Carl Norberg 
WEST PALM BEACH, Fila.—Rudolph 
Carl Norberg, 77, co-developer with T. A. 
Williams of the Willard storage battery, 
died Sept. 6. . . 


James V. Leonett 
LOS ANGELES.—James V. Leonett, one 
of the founders of Pennzoil Co. of Califor- 
nia and its superintendent of plants for 
45 years, died Sept. 3. 


Deal’s Assets Auctioned 


ST. LOUIS.—Shop and office 
equipment of Dickerson Motors, 
Inc. (Lincoln-Mercury) was sold at 
an auction sale. The sale also in- 
cluded a small stock of used cars. 


charged that the French firm and 
the importers “have, by award- 
ing exclusive distribution within 
the area to the Chrysler Corp., 
breached the exclusive distribution 
agreement of July 1, 1957.” 


The Los Angeles firm seeks dam- 
ages under the Automobile Dealers’ 
Franchise (Good Faith) Act, the 
attorneys added. 


They said the “plaintiff also 
named Chrysler Corp. as a de- 
fendant on the grounds that 
Chrysler and the aforesaid Simca 
corporations conspired to breach 
the contract with the plaintiff and 
award the same to the Chrysler 
Corp.” 

Simca Auto Sales also seeks an 
injunction to prevent “dissemina- 
tion to the dealers of plaintiff and 
the public at large news that Chrys- 
ler Corp. shall in fact be exclusive 
distributor within plaintiffs terri- 
tory and thereby preventing and 
inducing persons from dealing with 
plaintiff in the purchase of Simca 
cars,” the attorneys said. 


Willy Witkin, president of Simca 
Auto Sales, said his 1957 agreement 
with Simca of France gave him ex- 
clusive distribution rights in the 11 
counties of Southern California, 
Nevada's Clark County and all of 
Arizona. 


He contended that the agree- 
ment “is still in full force and 
effect despite the joint Chrysler- 
Simca announcement that would 
give the buying public and the 
75 dealers within its (Simca Auto 
Sales) territory the impression 
that they could no longer deal 
with the California distributor 
but could only obtain a supply of 
Simea cars by dealing directly 
and exclusively with Chrysler.” 
Witkin said his firm imported the 

first Simca to the U. S. in 1946, 
and at one time was the country’s 
only importer of the French car. 

His attorneys said they had asked 
Chrysler Corp. what Simca distrib- 
utors might expect with regard to 
future distribution rights and were 
told in effect: 

“Chrysler is currently in the proc- 
ess of formulating the marketing 
plans for Simca cars. Unfortunately, 
therefore, we cannot at this writing 
give a specific answer to the ques- 
tion you asked.” 

Witkin’s company said a Chrysler 
statement to Simca distributors on 
Sept. 2 “flatly states that ‘Chrysler 
Motors Corp. representatives will 
begin immediately to contact deal- 
ers who apply to us (Chrysler) for 
Simca dealer agreements.’ 

“Chrysler further states it will 
‘begin shipments as soon as pos- 
sible to all new Simca dealers’ and, 
after Jan. 1, 1959, will solicit deal- 


Jeep Factory Sales 
Put at 2-Year High 


TOLEDO.—A continuing upward 
trend indicates that third-quarter 
factory sales of Jeep vehicles will 
be the highest of any quarter in 
more than two years, according to 
C. W. Moss, vice-president and gen- 
eral sales manager, Willys Sales 
Corp. 

Moss said August retail deliveries 
were the highest of any month this 
year and 53 percent over August, 
1957. At the same time, he said, 
wholesale sales to dealers were 
nearly 50 percent above a year ago. 

He added that sales of parts and 
specialized Jeep equipment also are 
up substantially over the first eight 
months of 1957. 


| ers presently under agreement with 
| the present distributor. 


“Also implied from Chrysler’s an- 
nouncement is that they will not 
retain present Simca dealers which 
is in contravention to Chrysler’s 
earlier announcement of Aug. 1, 
1958, in which they indicated pres- 
ent dealers would be retained.” 

The Witkin firm also seeks to 
prevent Chrysler from “pirating 
present and potential Simca deal- 
ers” within the territory of Simca 
Auto Sales. 

In Detroit, Chrysler Corp. had 
no comment on the Los Angeles 
firm’s charges. A spokesman said 
“the present distributors soon will 
receive from us our proposed 
sales and distribution program 
and our plans for the establish- 
ment of Simca dealers through- 
out the country.” 

Nine other Simca distributors in 
the U. S. have indicated they will 
take court action to protect their 
rights, but Simca Auto Sales is the 
first to file suit. 

The other distributors are: E. B. 
Jones Motor Co., East St. Louis, IL; 
Kurland Motors, Denver; Overseas 
Auto Importers, Inc.. Miami; Pa- 
cific Imported Cars, Inc., Portland, 
Ore.; Simca Distributors, Inc., San 
Francisco; Simca Intermountain 
Co., Salt Lake City; Simca Southern 
Car Distributors, Inc., Atlanta: Wil-| 
cox Motors, Inc., Seattle, and Paris 
Auto, Inc., Long Island City, N. Y. 


Va. Rules County 
Can’t Duplicate | 


i 


Town Car-Tag Tax! 


HALIFAX, Va.—Despite a ruling 
by Attorney General A. S. Harri- 
son jr. that a county can’t impose 
a license tax on autos of residents | 
paying such a tax to a town within| 
its borders, Halifax County appar- 
ently is going ahead with its plan 
to do just that. 

Halifax plans to impose a $4 li- 
cense tax next year for each vehi- 
cle in the county, including those) 
in the five incorporated towns. 
Each town would pay $4 to the} 
county for each town auto tag sold. 

The attorney general’s ruling had 
the effect of resolving two con- 
flicting laws enacted by the 1958 
Legislature. 

One, carrying an emergency 
clause, allows a town and county 
to tax the same vehicle up to com- 
bined maximum of $10 a year. 
Another, recodifying the motor 
vehicle code, did not provide for 
the same change made by the 
emergency clause. 

Because the latter law contained 








CLA 


Reaching an estim 


SIF 


150,000 


TT 
automotive industry. RATES 


INSERTION. POSITION WANTED ADS 


ta 


TWENTY-TWO CENTS (22c) 
llc PER WORD. PAYMENT IN ADVANCE OF 


Tae 


in all branches of the nation's 
PER WORD FOR EACH 


Care tore ta.) 


INSERTION REQUIRED. Ads may be signed with full name and address at regular 


| rates. Add One Dollar - SBM 


| Box Number ads are forwarded to advertiser 
TEN DAYS IN ADVANCE OF PUBLICATION DATE 


CLOSING 


ee Me ee ee 


column inch 


WANT AD DEPT 


Th adi 


AUTOMOTIVE NEWS 


Replies to 
$12.30 per 


for use of a box number 
unopened. Display ads 


Contrad 


2666 PENOBSCOT BUILDING 


DETROIT 26, MICH 
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HELP WANTED 





SALESMAN 
INTERNATIONAL TRUCKS 


| The fastest expanding truck market in the 


country. Excellent opportunity for capable, 
heavy duty truck salesman. Contact Branch 
Manager, International Harvester Co., P. O. 
Box 1425, Houston, Texas. 





ROAD MAN WANTED for foreign car 
distributor, state of Ohio. Must be ex- 
perienced in the wholesaling of new 
cars to dealers. Box 8484, c/o Automo- 
tive News, Detroit 26. 

USED CAR MANAGER — Volume Ford 
dealer in both new and used cars needs 
a top notch merchandiser. 
lots of ambition, ideas and initiative, 
with proven ability to direct and main- 
tain a very profitable sales organization. 
My last two managers had these qualifi- 
cations but now have their own dealer- 
ships. This is an exceptional opportunity 
for the right man. Floyd Rice Sales & 
Service, 14300 Livernois, Detroit, Michi- 
gan. 


FINANCE 
MANAGEMENT 
OPPORTUNITIES 


Plans for additional expansion create 
openings for experienced instaliment 
sales finance men at the Branch Man- 
ager and Assistant Manager levels. 


Applicants must have proven records 
in these or equivalent positions as 
successful operators. 


Offices presently 
in Texas, New Mexico, Arizona and 
California. We are seeking men whose 
current connections do not offer the 
advancement for which they are qual- 
ified. Compensation open and includes 
salary, bonus and excellent fringe 
benefits. Interviews quickly arranged 
for qualified applicants. Submit com- 
plete, confidential resume including 
recent photograph to: 


W. D. Campbell, Vice-President 


Southwestern Investment Co. 
Bex 871, Amearilio, Texas 


Goliath Field 
Representatives Wanted 


Opportunity for Big income 


We need men under 40 years of age, free to 
travel and willing to work to establish and 
service Goliath dealers throughout Missouri, 
Southern Illinois, Kansas, Tennessee, Alabama, 
Georgia and Florida. Also dealer franchises 
available. 

Contact: M. B. Thomas or Glenn Thomas, 
Goliath Midwest Distributors, Inc., 275 Lemay 
Ferry Road, St. Louis, Missouri. 


Phone: Flanders 3-7393. 








Make $25,000 a Year 


Men to sell NEW service to auto dealers .. . 
Market tested, no investment... ex-dealers 
and factory men just right for this. 


Not a Warranty Deal 


a blanket repealer of all of the) 


old code, into which the emergency 
act had been inserted, Harrison 
ruled the joint taxation provision 
is supersede by the code revisions. 
Joint taxation is permissible only 
until June 27, 1959. 

Halifax County apparently plans 
to collect its tax until expiration of 
the joint-taxation provision. 


Robinson to Expand Deal 


PHILADELPHIA. Harold B. 
Robinson Chrysler-Plymouth, Inc., 
Sixty-second and Lancaster, has 
purchased land at Old York Road 
and Sixty-sixth Ave. for expansion 
of its operation, including the sale 
of Simca cars. The Robinson oper- 
ation also includes two DeSoto- 
Plymouth outlets in Philadelphia 
and a DeSoto exclusive in suburban 
Upper Darby. * 


Renewals, exclusive territories. 


Send FULL background and territory de- 
sired to Box 8524, c/o Automotive News, 
Detroit 26, Mich. 
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GENERAL MANAGER—Buy-out program 
—$40,000 to invest in profitable, ethical 
dealership handling GM or Ford, Highest 
references, proven ability. Married, three 
children, sober worker, Will relocate. 
Replies held in confidence. Box 8488, 
c/o Automotive News, Detroit 26. 


| SERVICE MANAGER — General 


A man with) 








POSITION WANTED 





Motors, 
Lincoln, Mercury. Fully qualified and 
experienced in all phases of service op- 
erations, Best references. Lex Kennerly, 
4040 Park Fulton Oval, Cleveland, Ohio, 


LEASING SPECIALIST. Association with 
controlled operation. Improve present op- 
eration for profits or set up, market, 
operate, service new operation. Maximum 
profits to Tax Court Decisions, Leasing 
Dealers Agreements, Lease for License, 
I.R.S., 1.C.C, Laws, contracts also. Rate 
computations, Selecting Lessee’s, to Op- 
erational Maintenance Cost Areas, range, 
scope type of operation. Control of 
Abusive Handling effect Wash Out, 
Monthly, Buy Back, Service, Insurance, 
Simple Interest Profits. Added profits in 
Net-Lease, Limited and Full-Mainte- 
nance. Car, Trucks, Tractors, Trailers, 
Tankers and Special Equipment. Sur- 
veyed 300 leasing deals, 48 states. Inter. 
ested in State, Inter-State, Regional Op- 
eration. In reply indicate Bank/Credit 
references, who you are, adequate 
financing/money important. Box 8517, 
c/o Automotive News, Detroit 26. 

EXECUTIVE ASSISTANT—Now employed 
as business manager for one of the 
nation’s largest dealers, desires change, 
Experienced with both Ford and GM. 
Can be of valuable assistance to busy 
dealer. Age 41. Box 8518, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER AVAILABLE, mid- 
west or eastern states preferred, Eleven 
years’ experience Chrysler products, Best 
of references. Box 8519, c/o Automotive 
News, Detroit 26. 


GENERAL AND SALES MANAGER, 15 
years’ automobile experience Ford and 
GM 500 to 1,200 new car deals. Very 
strong on profit, can get on with anyone, 
can hold respect of employes and can 
organize. I am in early thirties and have 
a job, but am looking for secure and 
sincere dealer who can benefit and make 
my future and earnings commensurate 
with my ability to do him a job. Box 
8513, c/o Automotive News, Detroit 26. 





years’ experience. Best of references. 
Box 8514, c/o Automotive News, De- 
troit 26. 


BUSINESS MANAGER — Accountant ex- 
perience with large volume dealer. Can 
operate efficient office, furnish dealer 
with statement analysis and recommen- 
dation for improvement of net profits. 
Familiar with factory accounting sys- 
tems. Box 8521, c/o Automotive News, 
Detroit 26. 

ACCOUNTANT-OFFICE MANAGER, all 
phases automotive accounting. Top man 
per factory awards. Prefer southeast or 
southwest—permanent dealer only. Am- 
bitious, loyal, excellent references. Box 
8522, c/o Automotive News, Detroit 26. 


BUSINESS MANAGER available to an 
organization desiring fresh ideas, crea- 
tive and informative programs, per- 
sonnel development, effective controls 
and coordinated management to improve 
sales and profits. Industry background 
of dealer-operator and management con- 
sultant, with heavy experience in fiscal 
policies, administration, sales and liaison 
at executive and staff levels. Inquiries 
on short or long term service invited. 
Box 8523, c/o Automotive News, De- 
troit 26. 





FLORIDA DEALERS 
Retired dealer accountant-office manager now 
living Orlando would like bookkeeping and/ 
or preparation financial statements, on weekly 
or monthly basis, for one or two smaller 
dealers in or near Orlando. Automobile ex- 
perience includes dealer accounting as fac- 
tory business manager and many years as 
dealer accountant-office manager. References. 
Eastwood—P, O. Box 1234, Winter Park, Fila. 





DEALERSHIPS AVAILABLE 


AGENCY HANDLING RAMBLER FOR 
LEASE. Located on one of the main 
streets in Lansing, Michigan—city of @ 
population over 100,000. Have had the 
Nash and Rambler franchise for 13 Aa 





Newly decorated building with a 
working stall service department, parts 
room and storage, 16 working stall body 
shop with spray booth and paint storage 
room, 3 auto frame machines, 1 truck 
frame machine. Alignment equipment for 
both truck and auto, large 5 car show- 
room with new, large Rambler sign in 


front. Large corner used car lot—no 
used cars to purchase. Nice offices, all 
latest and modern equipment. Money 


required for the lease—purchase parts 
inventory. Reason for lease—owner re- 
tiring. Located at 1116 S. Washington 
Ave., Lansing, Michigan. Phone: IV 
4-5351. 


HANDLING DODGE, PLYMOUTH, 
DE SOTO and Dodge trucks. Located in 
the heart of three large military instal- 
lations in a southern seaport town which 
is growing by leaps and bounds, and 
where no recession has been felt. Would 
prefer to sell 50% to yualified person 
capable of managing full operation, due 
to present owners lack of time to handle 
other diversified interests. Would con- 
sider selling 100%. Have certified records 
to prove net earnings of $191,053 in past 
seven years. Added French Renault at 
beginning of this year and have averaged 
eleven retail sales per month of same 
to date. Will arrange personal interview 
at which time will furnish all details 


desired. Box 8498, c/o Automotive News, ~ 


Detroit 26, 
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DEALERSHIPS AVAILABLE 


SED 
DEALERSHIP ESTABLISHED eight years 
handling Buick and Opel—planning po- 
tential one hundred—one hundred fifty 
cars—West Coast, Florida. No used cars 
or accounts receivable, high service ab- 
sorption percentage, excellent building, 
jJarge used-car lot and parking area. 
Profitable one-man deal, exceptionally 
low price for right party. ‘Must have fac- 
tory approval. Box 8492, c/o Automo- 
tive News, Detroit 26. 

RE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers. Newly 
designed, top quality value line priced to 
sell fast. Some excellent territories still 
open for Alma Franchise with guaran- 
teed sales areas, Write for full details 
on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan. 


; DLING FORD — Pennsylvania town 
with full employment. 150 volume. $19,- 
500 includes parts and equipment, Box 
8520, c/o Automotive News, Detroit 26. 



























CALIFORNIA TRUCK 
DISTRIBUTORSHIP 
FOR SALE 


White—Avutocar—White Freightliner, 10 
lucrative Northern California counties 
centering SACRAMENTO. Five acre, 
new, modern plant, 80 by 200 fully 
equipped shop, complete, experienced 
organization. Used trucks move fast 
this location—Real money maker—You 
save thousands on our fast tax write- 
off on equipment. Excellent financing— 
Once in a lifetime opportunity. Prop- 
erty on favorable lease or attractive 
purchase price. Write, wire or call 
anytime—William A. Sutton or Dayne 
W. Wilson, 2424 16th Street, Sacra- 
mento, Calif. Phone Gilbert 1-4991. 
























FLORIDA DISTRIBUTOR 
WANTED 


of the passenger-car business? 




























jionally-known manufacturer of funeral 
ches and ambulances has excellent op- 
ity for established dealer with successful 
jes team. Territory covers Florida and part 
Georgia. Acknowledged leader in its field, 

hig " quality product. Permanent mar- 
, with highly profitable sales future for the 
organization. Supply complete informa- 
in reply to Box , c/o Automotive 
, Detroit 26, Michigan. 





DEALERSHIP WANTED 


THEVROLET FRANCHISE, 350 to 500 car 
deal in northern or central New Jersey. 
Have cash and factory approval. Confi- 
dential. Box 8501, c/o Automotive News, 
Detroit 26. 


DEAL DESIRED in California. Must 
be single city deal near coast. Experi- 
enced and qualified. Cash available. Box 
8515, c/o Automotive News, Detroit 26. 


CENTRAL FLORIDA—CHEVROLET 
300-500 cars. Single dealer city. Will pay 
cash and consider buying the business 
real estate. Have operated my own deal- 
ership for 20 years and prior thereto had 
15 years’ experience in managing dealer- 
ships and selling new and used cars. My 
record assures factory approval. Strictly 
confidential. Box 8516, c/o Automotive 
News, Detroit 26. 


FHEVROLET AGENCY, 180 to 300 poten- 
tial. Carmen Johnson, Rte. 3, Council 
Grove, Kansas. 















100.00 REWARD — Skip. 1958 Plymouth 
Belvedere four-door sedan, dark blue, 
light blue trim, Serial: LP2E020892, 
Motor: LP8080567, Kansas tag GE 8799. 
Call collect CIT, Topeka, CEntral 4-0433 
for hold authority. 


BUSINESS OPPORTUNITIES 


Used Car Lot for Sale 
In Tampa, Florida 


fi frontage on Auto Row by 100 ft. 
On side street. Lifetime surface and 
100 ft. by 100 ft. terraced display. 
Office, three closing offices with book- 
, @ffices upstairs. Shop rented for 
#8 than enough to take care of taxes 

keep. Lot in operation now 
v business. For additional 
® wite to Box 8494, c/o Auto- 






























BUSINESS OPPORTUNITIES 
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CONFUSED 
ABOUT 
LEASING? 


Learn about the 


LEE 
FLEET 
SYSTEM 


° a national franchise 
plan for new car dealers 
which provides 
FINANCING 
INSURANCE 
LEASE DOCUMENTS 
PERSONNEL TRAINING 
ADVERTISING 


Write for Details: 


LEE FLEET SYSTEM, 


Inc. 
1530 Keith Building 
Cleveland, Ohio 


. ee 


APPROVED 


GENERAL MOTORS AUTHORIZED FAC- 
TORY ADJUSTMENT ... AFA. 


CHRYSLER PARTS REPLACEMENT MEMO 
«+ + PRM. 


FORD MATERIAL AND ADJUSTMENT 
CLAIM FOR CREDIT .. . FORM 1863. 


THE 


MASTER 
CARBURETOR 


FLOAT VALVE 


Corrects rough idling, gives quicker starts 
and restarts, improves acceleration, saves 
gas. Mobile neoprene needle tip closes 
even when valve is out-of-level. Distrib- 
utors and jobbers franchises available. For 
details write . . 


STONE BROTHERS 


DISTRIBUTORS 
Tulsa, 
























































Box 5087 Oklahoma 





DEALER SERVICES 





@ © TWO ESSENTIAL SERVICES ® ® 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, equipment, machinery and tools. 
For Buy/Sell 
Annval Fiscal 
Tax, Banking and insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-4445 








MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 


officers and enlisted personnel of pay grades 
ES and above. ° 


MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif CApitol’ 6-268! 


Ww rome 








DEALERSHIPS WANTED 
EASTERN AND CENTRAL 
METROPOLITAN AREAS 


We are managing dealerships in four states 
on a profit sharing basis and can undertake 
additional outlets now. Competent personnel 
available and in training. 


Write to Dick Frost or telephone FOrest 6-2550 
to arrange a meeting. 


Dealership Management Company 
2415 East Seven Mile Road, Detroit, Michigan 
“Serving Dealers and Investors" 






















"We Get ‘em or Chase ‘em in” 


W. M. JACKSON 
P. ©. Box 2200 Atlanta |, Ga. 


(Auto Recovery Bureau) 


We service all of Georgia and the edges 
of adjoining states, See 1958 ''Biue Book." 


MU 8-1634 (Quick Service) PL 8-1600 


AUTOMOTIVE NEWS, SEPTEMBER 15, 1958 

























CARS WANTED 


LATE MODEL WRECKS—Parts bought 
and sold. Large selection, Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 


SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 








Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 


—Call the largest import dealer in the mid- 
west. No stock foo small or too large for 
us to handle. Send for free wholesale list. 


Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio 
CApitol 8-4514—CApitol 8-6607 

































































1959 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 
Fieet Sales and Service, Contact: 


National Purchasing Department 
Rollins Leasing Corp. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth Dealers 
Especially Invited 


CARS FOR SALE 


FOR SALE—Eight 1957 Chevrolets—Hard- 
tops—two and four doors— some all 
power equipment. Priced to sell. Seven 
1958 Chevrolet Executive cars—low miles 
—four doors and Hardtops and two 
Impalas — one Impala convertible, all 
power. One 1956 Ford tractor with 28 
ft. trailer combination grain and stock 
rack, New rotor—priced below whole- 
sale. Larson Chevrolet, Inc., Superior, 
Wisconsin. Phone: EXport 4-5575. 


















USED TAXICABS — LOW PRICES 


"57 FORDS, CHEVS., PLYMS., DODGES, 
CHECKERS 


EMKAY MOTOR SALES, INC. 
1046 Bedford Ave., Brooklyn, New York 
STerling 3-8970 





DeSOTO DEALERS 
WELCOME 
TO DETROIT 


Make your visit to Detroit a profitable 


one. Up to $500 under factory invoice 
on 1958 DeSotos—like new. Limited 


number available, so visit us early. 


Bill Henderson Motor Co. 
“Michigan's Top DeSete Dealer" 
23677 Ven Dyke Detroit, Mich. 
PHONE: JEfferson 9-0800 










1956 
PLYMOUTHS 


Automatic transmission, good tires, 
good mechanically. These are not high- 
mileage cabs, and have been in serv- 
ice only 12 months. 


SEEING IS BELIEVING! 


$195 ea. 


Contact Bill Curry at 


CURRY 
CHEVROLET 


3300 Broadway * New York City 
ADirondack 4-6000 















































































World's Largest 





SCHOOL BUSES WANTED—one or twenty, 


WANTED—Good used school buses, 36-60 


OARS FOR SALE PARTS WANTED 





THUNDERBIRD, 1957, convertible 


Columbia, South Carolina. 
DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, 
Cleveland 3, Ohio. 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


Inc., 


top. 
Beach Auto Service, 1410 Legare 8&t., 








8356 Hough, 





ANTIQUE CARS FOR SALE 
CHRYSLER 2-door, 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 

Sedans—Convertibles—Karmanns 
Shipped by the 

ndependent 

Volkswagen Operation 

All Cars Selected, Serviced, Cleaned 


1926 
tion. 
POTOMAC MOTORS, INC., 111 
George St., Cumberland, Maryland. 


SHOP EQUIPMENT WANTED 
equipment wanted. 


Box 8493, 
troit 26. 





excellent condi- 
Can be driven anywhere. $400. 
8. 


PRODUCTION TYPE BRAKE BONDING 
Need bonder — de- 
bonder and other necessary equipment. 
c/o Automotive News, De- 


Se ta, “a Directly to SHOP EQUIPMENT FOR SALE 
py BR ny Te caits BEAN VISUALINER, front end machine, 
z suitable for car and truck. Model 240— 
Expincorp, 5221. Complete with air jacks, sub bases, 
camber tools, reck steps 1, 2 and 3. Only 
Lyndherst, New Jersey three years old. Cost new $3,345—Can 


: GEneva 8-7070 
or Call aye. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Suppl Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


be bought for $1,700. Also Edsel 


7-3501, 
Kensington, Pennsylvania. 


Liquidation by Auction 
Sept. 20, 1958 — 11:00 A.M. 


SCHOOL BUSES WANTED 


Grindie Motor 
Elgin, Il. 


1951s up—36 to 66 passenger, Quick ac- Co., 
tion. Write Box 8380, c/o Automotive 


News, Detroit 26. 





passenger. Price must be reasonable. 
Linn-Baker Equipment Co., Lansing 3, 
Michigan. Phone: EDgewood 2-3814. 


MISCELLANEOUS 


BLUE ® CHIP 


TRUCKS FOR SALE 

























PARTS-ACCESSORIES FOR SALE 





| 





ee a a a ee ee ee Oe EO OO TO TO OO TO OS een snes 





SAVE! 


and vacuum trailer conaceflons hand control 
valves, 
20-12 ply tires, all N. Y. ‘State and 
legal lights, H.D. axles, 5-speed transmission 
with auxiliary, plus 
possessed. Save $2,000 on this current model. 
Write, 
Motors, 





Accessories and parts for most German im- 
ports and other popular foreign cars. 


ae ee ae os oe 





TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


SAVE! 


TRACTOR 
REPOSSESSION 


1297, almost bra new, 17, actual 
miles. Fully equipped, read for the road, $52.35 Fed. Tax Included 
saddle tanks, fifth wheel, 


% air, with air 


West Coa 900 x 


1.C.c. 


st mirrors, air horns, 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


many other extras—Re- 


wire or phone: R. F. Brost, Brost 
Inc., 1285 Main St., Buffalo 9, N. Y. | 


Four Cla Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tox inciaded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Conedian Distribytors 


FIVE WHEELS, LTD. 


seo Y Se. 
Toronto, 





TRUCK 
AUCTION 


Sept. 19th—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


Attention Dealers 
Importer and Distributor 


for details 


Inc., }- 508,| WANTED: To hear from dealers 
bought 
tributors, Franklin Park, 


ington Motor Co., Covington, Virginia. 


Illinois, Cov 


be announced soon. 


ee ee a. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. §. Possessions 
One Year $8 [] or Two Years $14 [1] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Wik cincdecn cecbetesstoanis oe sconeecsececacoesosees odadccceseceoeseee 

Street Address acvesteneceneee ccceseesococcesosnce- Se Vibeerchade 

Wits ceevdarsieneaes ctinbésb'abNédbinsvesevect ine 

TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier CT] 

Make of Car........ csndbbeccncecscesoscscveces Dassscesedseanebaben 

9-15-58 





sign, 
display case, miscellaneous shop tools. 
Call Fred Lyle for appointment, EDison 
Greenwald Auto Company, New 





$100,000 office equipment, tools, parts, parts 
bins, paint spray booth, paint sprayers, Porta- 
Power hydraulic equipment, compressors, etc. 

6 S. Grove Ave. 





who 
tires from Franklin Tire Dis- 





Order your subscription NOW, 
and avoid increase in price to 


ee ea 









The true story of 
WHO WAS FIRST 


Chrysler Corporation © 


2 PLYMOUTH * DODGE + DESOTO +» CHRYSLER - 






WITH FINS 


by A. Fish 


“I have been delegated by the 
Finny Association of America (a 
non-profit organization) to tell 
the plain facts to the people of 
the country. 


“It has come to our attention 
that there is a school of thought 
in Detroit (Michigan) which be- 
lieves that the fin was invented 
by Chrysler Corporation. 

‘“‘Nothing could be further 
from the truth. 

“We fish were first with fins! 

“And, I might add, we had 
them many, many years before 
The Forward Look was even a 
gleam in an automotive de- 
signer’s eye. 


“Oh I grant you the folks at ~ 


Chrysler Corporation were first 
to adapt our fins to passenger 
cars. (In addition to being func- 
tional, as we fish know, they do 
add quite a flair.) To be perfectly 
honest, we didn’t mind a bit. Imi- 
tation, you know, is the sincerest 
form of flattery. 


““‘But now we understand other 
car manufacturers are getting 
into the swim in full fin. And we 
just know this is going to wind 
up in one of those ridiculous 
squabbles about who was first. 


“So we wanted you to have 
the facts. Fish were first with 
fins. Chrysler Corporation was 
merely first to make them an 
automotive fashion.”’ 


““P.S. My finfolk tell me the new 
1959 cars of The Forward Look 
will be at dealers very soon. 
Wait’ll your neighbors see them. 
Pll bet they'll flip!” 
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